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Hearings Started on 
Flood Risk Program 
By Senate Committee 


Administration Offers Genera | 
Proposals in Washington on 
Amount, Extent of Cover 


HEARING IN N. Y. YESTERDAY 


Lehman’s Tentative Bill Calls for 
Federal Insurance and Reinsur- 
ance of Companies 





Hearings on proposed legislation to 
provide Federal coverage against losses 
resulting from floods and other natural 
disasters started this week. The first was 
held in Washington by the Senate Bank- 
ing Committee, of which Senator Her- 
bert A. Lehman of New York is chair- 
man, and the second yesterday by the 
same committee at the Federal Court 
House on Foley Square in New York 
City. At yesterday’s hearing Governor 
Harriman was scheduled as one of the 
leading witnesses. Today a hearing is to 
be held at Goshen, N. Y., with similar 
sessions later at Boston, Providence and 
Hartford. 

These preliminary hearings are inves- 
tigatory in character, with the Senate 
committee seeking background informa- 
tion on losses which have occurred and 
other data intended to help it prepare a 
final draft of legislation te be intro- 
duced in Congress early in 1956. 


Provisions of Proposed Bill 


The draft proposed by Senator Leh- 
man would provide Federal “insurance” 
for individuals, and also communities 
against losses resulting from hurricanes, 
floods and other natural disasters, and 
the government to provide 

indemnity” for property 
damage or loss of life resulting from 
war. This bill may well be revised, said 
Senator Lehman, following the current 
series of hearings. 

Terms of the bill call for direct insur- 
ance by the Federal Government and 
for reinsurance of policies issued by pri- 
vate commercial insurers. The amount 
in force against natural disasters could 
not exceed two billion dollars at any one 
time. Maximum liability on any single 
claim would be set at $300,000. Where a 
public body buys disaster insurance for 
the benefit of its inhabitants there would 


authorize 
“reasonable 
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and what they mean 


Spilled salt is a warning 
of evil nearby. Since good 
spirits live to your right 
and bad spirits to your left, 
you must quickly throw a 
pinch of salt over your left 
shoulder to bribe evil 
against doing you harm. 


However, the kind of 
protection most people believe 
in today is that offered by a 
Comprehensive Dwelling or 
Homeowners Policy. (Now 
available in most states.) 


tHe London & Lancashire 
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Metropolitan Writes 
Comprehensive Plan 
For General Electric 





Called Most Extensive Catastrophe 
Health Insurance Program 
in American Industry 


COVERS TO $7,500 YEARLY 


Aetna Life Shares Risk With Metro- 
politan in California; Details 
of Program 








life, health, 

insurance 
program covering 200,000 employes of 
General 


A complete “catastrophe” 
accident and_ hospitalization 
Electric Co. was announced 
jointly on Monday by Frederic W. Ec- 
ker, president of Metropolitan Life, and 
L. R. Boulware, G-E vice president for 
employe and plant community relations. 
Metropolitan Life has underwritten the 
program for all states other than Cali- 
fornia both 
Aetna Life are the carriers. An esti- 
mated half 
ployes and 


where Metropolitan and 


million people—G-E  em- 
their dependents—will be 
brought under the protection of the new 
program. 


Call Coverage Unprecedented 


In announcing the program Mr. Boul- 
ware said: “In mass production industry 
such extensive catastrophe health insur- 
ance, with benefits ranging all the way 
to $7,500 in just a single year, is alto- 
gether unprecedented.” More than 90 
CIO, AFL and independent labor unions 
have accepted this insurance program as 
“Better 


Living” program for G-E employes. 


one of the features of a five-year 


Details of Coverage 


Two alternative types of catastrophe 
coverage are being offered to G-E em- 
ployes at most of the company’s 136 
plants in 105 U. S. cities. Under the so- 
called “Comprehensive” type, after an 
employe pays medical bills for covered 
expenses of not more than $50 a year 
for non-occupational sickness or acci- 
dents, the insurance takes care of 75%- 
85% or more of the rest of covered ex 
penses up to $7,500 in a year or $15,000 
in a lifetime. Even this lifetime limit 
can go higher. 

The other type called “Basic and Ex 
tended Medical Expense Benefits,” pro 
vides that after an employe or an in 
sured family member uses up basic hos 
pital and surgical benefits and after an- 
other $100 a year per person of covered 
expenses is paid by the employe, then 
the “extended” coverage takes care of 
75% of all other covered expenses up to 
$5,000 a year. The lifetime limit is 
$10,000 per person. 

Under both types of coverage, benefit 
ceilings apply to individuals, not to fami 
lies. So a G-E family of four with the 
“Comprehensive” type could get benefits 


(Continued on Page 10) 
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GUARANTEED COST 


Wraen YOU offer your client a 
Travelers Life Insurance Contract, 
both you and he know the total 
premium cost—because the cost is 
guaranteed. The exact premium for 
each year is known in advance and 
during the entire life of the contract. 


Today’s Life prospect is budget- 
minded and definitely wants to know 
exact costs and benefits. For this 
reason alone, you can recommend and 
sell Travelers Life Contracts, secure 
in the knowledge that your client has 
definite, exact premium costs and 
benefits, which do not vary. 


means to YOU 


From a wide variety of contracts, 
you can select the precise Life con- 
tract which fits your prospect’s 
requirements. 


Travelers Life Managers and Gen- 
eral Agents are ready to assist you 
with worth-while sales promotional 
material which helps you place busi- 
ness that remains in force for years 
to come. Why not investigate the 
guaranteed-cost values of Travelers 
Life contracts now? First step, see 
your nearest Travelers Life Manager 
or General Agent. Result: a satisfied 
client. 


ONE OF THE LEADING LIFE INSURANCE COMPANIES 


The Travelers INSURANCE COMPANY 


Hartford 15, Connecticut 
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M.B. Brainard To Be Aetna Chairman 


Will Be Succeeded Next February as President of Aetna Life 
Affiliated Companies by Henry S. Beers, 
Long Vice President 


Morgan B. Brainard will retire next 
February as president of Aetna Life 
Affiliated Companies and will be elected 
to the newly-created position of chair- 
man. Henry S. Beers, vice president of 
Aetna Life Insurance, will succeed Mr. 


Brainard as president. 

In the new post of chairman, Mr. 
Brainard will share with the president 
responsibility for the over-all policy of 
the Aetna Life companies. 

The forthcoming executive changes 
were disclosed in the following state- 
ment released after meetings of the 
boards of directors last Friday: 


Statement by Companies 


“Some months ago M. B. Brainard, 
president of Aetna Life Affiliated Com- 
panies, advised the executive committees 
of these companies that the time had 
come for him to retire as president to 
which he had been elected on November 
16, 1922, succeeding the late Morgan G. 
Bulkeley. The executive committees gave 
careful consideration to the problem and 
recently recommended to the directors 
that Henry S. Beers, vice president of 
Aetna Life Insurance Co., be elected at 
the annual meeting in February, 1956, to 
succeed Mr. Brainard as president of 
Aetna Life Insurance Co. and Aetna 
Casualty & Surety Co. At the same 
time, they have created the position of 
chairman who will be responsible with 
the president in all matters of over-all 
policy in the Aetna Life Affiliated Com- 
panies and have asked Mr. Brainard to 
serve in that capacity. The directors of 
the companies have accepted the report 


‘at their meeting today and have adopted 


the recommendations, 

‘It is the present intention to amend 
the by-laws of the companies as per- 
mitted by the companies’ charters to 
enlarge the present boards of directors 
by the election at the annual meetings 
of the stockholders to be held on Febru- 
ary 14, 1956, of a class of five directors 
and to nominate Mr. Beers at that time 
for election to the boards. Mr. Beers 
would be elected president of the com- 
panies at the organization meetings of 
the directors which are usually held on 
the same day.” 

By electing a group of five directors 
at the annual meetings next February, 
the boards of directors of Aetna Life 
Insurance Co. and Aetna Casualty & 
Surety Co. will be increased from 13 to 
14 members. 


Henry S. Beers’ Career 


Henry S. Beers was born in New 
Haven, graduated from Trinity College 
in 1918, and has been connected with 
the Aetna Life since April 15, 1923. He 
Was appointed an assistant actuary of 
the company in 1924, associate actuary 
in 1925 and a vice president in Febru- 
ary 1937, and has latterly been in charge 
ot the activities of the Group division 
under Vice President and Actuary E. E. 
Cammack, 

Mr. Beers is a Fellow of the Society 
ot Actuaries, has served as vice presi- 
dent and on various committees of that 
organization, and is presently a member 
o Its board of governors. He is a mem- 
ber of the Joint Group Insurance Com- 
mittee of Life Insurance Association of 
America and American Life Convention. 
He has appeared before Congressional 
and state legislative bodies on behalf 
ot life insurance and Group insurance 


0 e - ® 

* many occasions, and has spoken 
rind tines hefore insurance associa- 
Ons, 


Racy Beers is a member of the Con- 
mary ut Advisory Council on unemploy- 
ft com i 


th 


pensation, and is chairman of 
le Connecticut State Employees’ Re- 


tirement Commission. He is an alumnus 
trustee of Trinity College. He lives at 
10 Newell Lane, Glastonbury, is married, 
and has three children. 


Brainard Half-Century With Aetna 


One of the nation’s outstanding insur- 
ance executives, Mr. Brainard marked 
his 50th anniversary with the Aetna 
Life earlier this year and next month 
will round out 33 years as president of 
the Aetna Life companies. Under Mr. 
Brainard’s tenure as president, Aetna 
Life has made great strides. Now the 
sixth largest in the country in amount 
of insurance in force, Aetna Life today 
writes more insurance in a single year 
than the total amount of all it had on 
its books three decades ago. 

Aetna Life’s capital stock has in- 
creased six-fold to $30,000,000. In the 
Group insurance field, the growth has 


been phenomenal, rising from $364 mil- 
lion in 1922 to over $11.5 billion at the 
end of 1954. When the Aetna Life ob- 


served its centennial two years ago, 
Mr. Brainard was able to report that 
the company was in the strongest finan- 
cial position in its century-old existence. 

Comparable growth has also been ex- 
perienced in the Aetna Casualty & 
Surety Co., Automobile Insurance Co. 
and Standard Fire Insurance Co., which 
combined with the Aetna Life comprise 
one of the nation’s largest multiple-line 
insurance organizations. 

Aetna Life’s home office, a landmark 
in a city whose name is synonymous 
with the insurance industry, was com 
pleted during the early years of Mr. 
Brainard’s administration. 

Mr. Brainard, who is a grandson of 
the founder of the Aetna Life, Eliphalet 
A. Bulkeley, is only the fourth man to 
serve as president of Aetna Life since 
the company was founded in 1853. Born 
in Hartford, Mr. Brainard was gradu- 
ated from Yale University and after 
attending Yale Law School received his 
LL.B. degree. In 1902 he was elected a 
director of the Aetna Life to fill the 
vacancy caused by the death of his 
father, Leverett Brainard, and on Feb- 
ruary 14, 1905, was appointed assistant 
treasurer of the Aetna Life, marking 





the beginning of his long business asso- 
ciation with his uncle, Gov. Morgan G. 
Bulkeley, whom he succeeded to the 
presidency in 1922. 

In 1907, Mr. Brainard was made treas- 
urer of the Aetna Life and at the same 
time became a director and secretary of 
the company known today as the Aetna 
Casualty & Surety Co. He later became 
vice president and treasurer of the 
Aetna Life, and when the Automobile 
Insurance Co. was organized in 1913 he 
was made a director and vice president. 

Mr. Brainard is a director of a num- 
ber of local and nationally known busi- 
ness organizations, including the Under- 
wood Corp., the Hartford Electric Light 
Co., Hartford Steam Boiler Inspection 
& Insurance Co., John P. Maguire & 
Co. of New York, Cleveland-Cliffs Iron 
Co., Cheney Brothers, Connecticut Power 
Co., Hartford County Mutual Fire In- 
surance Co., United Aircraft Corp., 
Hartford National Bank & Trust Co. 
and Connecticut Printers, Inc. He is a 
former chairman of the board of New 
York, New Haven & Hartford Railroad, 
and also has served as chairman of the 
board of the Connecticut Economic 
Council. He is a former director of 
Swift & Co., American Hardware Corp., 
Hartford Finance Co. and Scottish Union 
& National Insurance Co. 





The Proctor Agency Of Tennessee 


Tom Proctor of Nashville, Northwestern Mutual’s General 
Agent Since 1928; Does Little Recruiting, But Emphasizes 
Training for Top Potential Development 


By Garry FULLERTON 


Edwin Thomas Proctor of Nashville, 
general agent of Northwestern Mutual 
Life, is one of the most successful man- 
agers of the company and a jovial per- 
sonality who does his share in making 
successful the annual field meeting of 
the company in Milwaukee, which is 
attended by 2,000 persons. As this annual 
affair is held in July, weather conditions 
are something like those in the Desert 
of Sahara, but the field men sitting in 
their shirt sleeves are as attentive lis- 
teners as at any of the conventions in 
the mountain resorts. 

The Proctor agency produces between 
$7 and $8.5 million annually and hopes 
this year to exceed the latter figure. 
“Our territory is pretty big,” he said to 
the writer, “as we cover the whole state. 
Another thing: we don’t do too much 
recruiting, but we do have a _ strong 
training program. Our idea is to get a 
good man and then train the hell out of 
him.” 

Was a High School Principal 

From his pleasant, air-conditioned of- 
fice on the 11th floor of the Nashville 
Trust Building Tom Proctor has a 
sweeping view of the rugged foothills 
which ring the capital city. 

“That’s Kentucky up that way,” he 
told us, gesturing toward the north 
where the Cumberland River sweeps 
around a big bend. “That’s where I came 
from originally.” 

After graduating from the University 
of Kentucky, Tom Proctor spent several 
years as principal of a high school in 
Paris, Ky. He joined Northwestern in 
1917, first as a district agent in Paducah 
and later in Lexington, before coming 
to Nashville in 1928 as general agent. 

Northwestern Mutual first entered 
Tennessee in 1866, right after the Civil 
War, but withdrew in the 1870's follow- 
ing a yellow fever epidemic. The com- 
pany returned in 1889 with the estab- 
lishment of a general agency at Nash- 
ville vy P. T. Throop. Mr. Throop 
remained until 1928, when Mr. Proctor 
took over the agency. 

“I don’t know whether that’s any 
kind of record,” Mr. Proctor says, “but 
it seems like a long time—only two 


general agents in a period of 66 years.” 


Takes Dim View of Group 
The Proctor agency doesn’t sell acci- 
dent and health nor Group. “We are 





E. ©. PROCTOR 


strong in programming and estate plan- 
ning, and we do a lot of pension busi- 
ness. With pensions, the agents do the 
underwriting and selling and I handle 
the technical end myself.” His view of 
Group is not cheerful as he is alarmed 
at its spread into various types of asso- 
ciations where he does not see an em- 
ployer-employe relationship. 

“Tt looks to me,” he said, “that the 
future may see some sort of falling 
apart in Group that we experienced half 
a century ago with the assessment in- 
surance business; that some people now 
building their programs on Group will 
not have their Group insurance in force 
when they die. This will become evident 
if we have a business recession which 
will result in many losing their jobs.” 

How He Took CLU Exams 

In the Proctor agency are seven 
CLUs, including the general agent who 
received his designation in 1934. 

“T was shamed into taking the exams,” 
he confessed. “Two of my agents got 
it first and they kept telling me that I 
ought to try for it. So, I finally took all 
the exams at once. And got through,” 


In the agency are five members of the 
Million Dollar Round Table. Mr. Proctor 
is a life member. 

“We have three million-dollar 
ducers here in Nashville in our agency, 
he said. “They are Alden Smith, Arthur 
Reed and Joe Thompson, Jr. Twice since 
World War II Alden Smith has been 
the top Northwestern Mutual producer 
in the country.” Mr. Proctor is ‘also 
proud of the fact that he is the only 
man in Northwestern’s history who has 
been president of all of the company’s 
field organizations. At the convention of 
Northwestern Mutual at the home office 
last July there were 14 of the Proctor 
agents attending. 

In the agency are three generations 
of the same family, beginning with L. J. 
Loventhal who was the first agent ap- 
pointed by the company after it first 
re-entered Tennessee in 1889. His son, 
Lee J., Jr., who died in 1941, the agency’s 
leading producer for 25 years, was a civic 
leader in Nashville. Another son, C. B. H. 
Loventhal, is still with the agency along 
with C. B. H.’s son, Samuel C. Loven- 
thal. 

The agency’s chief producer at Chat- 
tanooga, Julian D. Walter, is a_ life 
member of the Million Dollar Round 
Table and a specialist in business life 
insurance. The agent in charge at Mem- 
phis is “a Yankee who made good in 
the South,” Mr. Proctor says. He’s Mer- 
rill Garcelon, CLU, a native of Boston 
and a Harvard graduate. 

Four other 25-year veterans of the 
Proctor agency are: A. T. Joseph, Mem- 
phis; J. P. Stuart, Memphis; H. 
DeMent, Jackson, and Preston White, 
Knoxville. 

From the general agent’s point of 
view, Mr. Proctor thinks, there are two 
ways of selling life insurance. One is to 
develop territories in order to get the 
maximum amount of business out of 
them. The other is to develop men in 
order to get the top potential per man. 
Mr. Proctor prefers the latter method 
which is why he doesn’t do a lot of 
recruiting, 

“This means that we lose some busi- 
ness, maybe, in territories that we 
haven’t paid enough attention to, but 
on the other hand we don’t have any- 
body out starving in an unproductive 
territory, either,” he said. 


pro- 


” 


Importance of Friendship 


One of the most striking things about 
Tennessee, Mr. Proctor says, is the de- 
gree to which friendship counts in busi- 
ness. “In our state you have to be 
friends with a man before he’ll do busi 
ness with you, and he’ll give business to 
a friend before anybody else. Tennes 
seans even put friendship ahead of fam 
ily relations,” he continued. “They'll buy 
from friends before they will from their 
kinfolks. Two of my clients have broth- 

(Continued on Page 12) 








Page 4 





November 4, 195; 





























































The 


ing for 


lege in 
teaching 
School. 


rom 


manager 


I< yhn 


company 


St. Pete 


LAWRENCE 


Strattner, | 


nounced by W. 


service in June, 
the Armed 
and in March, 
active duty. 

1946 to 1948 Mr. 
education department 
of Reader’s Digest, where he helped de- 


a member 
velop and 


In August, 
as an agent in New 


he was 

manager z 

for that 
In June, 


red to W hite 


tached agency 

he held until joining 
Mr. Strattner 

tion in 1955. 


Prudential’s Or: inge, 
brated his 5 


headed the 
He became 
native P; 
later was 
Prior to joining 


the University 
veteran of W 


Named by Berkshire Life 
As Director of Training 





Kanter Studio 


W. STRATTNER, JR. 


Lawrence W. 
, CLU, as director of train- 
Life, was an- 
Rankin Furey, president. 

\ graduate of New York State College 
for Teachers in 1939, Mr. 
awarded his Master’s degree by that col- 


Strattner was 


several years of 
’ Central High 
entered the naval 
1944. He was active with 

education program 
, was released to in- 


Strattner was 


audio-visual 


aids program for schools and colleges. 

> joined Prudential 
York City. In 1951 
division assistant 
2, division manager, 


r- Strattner transfer- 


, as division 


Prudential’s de- 


a position 


Berkshire Life. 
his CLU designa- 


a, F. SHEERAN ANNIVERSARY 
, manager of The 
1. J. district, cele- 
anniversary with the 
. Sheeran has 
> district for 24 years. 
agent in his 
and two years 
staff manager. 
ial, he attended 
Jersey City and 
Vermont. He is a 


Massachusetts Mutual 
Sets Nine Mos. Record 


SALES EXCEED HALF BILLION 





President Kalmbach Reports in Force 
Figures Approaching $5 Billion; 
Investment Yield Up 





President Leland J. Kalmbach of 
Massachusetts Mutual Life reported at 
the quarterly directors’ meeting October 
26 that the company’s total sales in the 
first nine months were over a half. bil- 
lion dollars. Showing an over-all gain 
of $171 million of new business for the 
year to date, which is at a rate well 
ahead of. the national average of all life 
insurance companies, the company ap- 
pears headed for its sixth consecutive 
record-breaking year. 

With new all-time records being estab- 
lished in each of the nine months, new 
Ordinary life insurance totaled $424,915,- 
000, a 31% gain over the comparable 
period last year and already nearly equal 
to the 1954 12 months’ production in 
this line. New Group business amounted 
to $130,833,000 to make the total volume 
$555,748,000, a figure equal to the com- 
pany’s total life insurance in force in 
the year 1919. 

Eighty-four of the company’s 92 gen- 
eral agencies have delivered over a mil- 
lion dollars in Ordinary sales, and 79 
have shown increases over their nine 
months’ efforts last year. The Los An- 
geles Agency has already set a new 
production high for an agency in a 
single year, surpassing its own 1954 
record, 

Approaching $5 Billion in Force 


On September 30, the company’s in- 
surance in force figures showed $4,085,- 
166,000 of Ordinary and $695,628.000 of 
Group for a grand total of $4,780,794,000. 
The president said that if the present 
rate of growth continued, the total vol- 
ume of business would pass the $5 bil- 
lion mark early in 1956. 

Mr. Kalmbach reported that the ledger 
assets of the company increased by the 
record sum of $78.6 million during the 
nine months’ period. This was $7 million 
greater than the increase during the 
corresponding period in the previous 
year. 

In the first three quarters, Massa- 
chusetts Mutual collected nearly $120 
million in premiums and disbursed over 
$104 million to policyholders and bene- 
ficiaries. Over $22% million in death 
claims were reported on 3,426 policies 
whose average duration was 26 years. 
The mortality experience continued at a 
low rate. In discussing general expenses, 
Mr. Kalmbach stated that the company’s 
unit costs had shown favorable decreases 
in all phases of its operations. 

The company has invested nearly a 
quarter of a billion dollars in bonds, 
stocks, mortgages and real estate since 
the first of the year, an average of 
nearly $6%4 million a week. The average 
vield on new securities, excluding U. S. 
Government bonds, was 4.22% and on 
new mortgage loans was 4.66%. In this 
latter field, Mr. Kalmbach eparbad that 
the company had no foreclosed loans and 
that as of September 30, had commit- 
ments for new loans amounting to 
$217,693,000. 
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HELEN KULLGREN’S NEW POST Increase in Limits by 


Promoted to Newly Created Position of 
Director of Membership Promotion 
for NALU 


Helen Kullgren, since 1952 a member 
of the headquarters staff of National 
Association of Life Underwriters, has 
been promoted to the newly created po- 
sition of director of membership pro- 
motion. 

Announcing the appointment, NALU 
Managing Director Lester O. Schriver Th eke : : 

: : ds e€ maximum single premium for an- 
pointed out that Miss Kullgren has had  nyities has been raised from $200,000 to 
a long and varied experience in life $300,000, with a new income limit of 
insurance and NALU affairs. She started $2,500 per month. The maximum annual 
with Teacher’s Annuity in 1938, joined Premium for retirement annuities ha 

% : ae ., also been revised, with a new limit of 
the Life Underwriter Training Council $7,000 for age group 31 to 35 as com- 
in 1948, transferred to NALU in 1952 pared with a former limit of $4,100, 
and has been NALU’s cashier since 


May this year. 


Connecticut General Life 
Connecticut General Life announced it 
has increased the limits of issue for all 
forms of medically examined life insur 
ance and for annuities. 

The new limits apply to both standard 
and substandard risks. Greatest increase 
is in the standard risk group of ages | 
to 55 for which the maximum amount oj 
insurance, formerly $300,000, is noy 
$500,000. 








R. C. Johnson Heads New 


Charles H. Althoff, Trenton Equitable of Iowa Agency 
. Equitable. Life of Iowa has estab- 
Manager for Prudential lished a new agency in Madison, Wis, 
Appointment of Charles H. Althoff as and has appointed Richard C. Johnson, 
manager of The Prudential’s Trenton general agent. 
agency, has been announced by Sayre Mr. Johnson, a native of Madison, was 
MacLeod, company vice president. educated in Madison public schools and 
Mr. Althoff succeeds William K. in St. Thomas College, Iowa State Col- 
Kalteissen, whose appointment as direc- lege, the University of Wisconsin and a 
tor of agencies at the company’s Newark Milton College, where he earned his 
headquarters was recently announced. A.B. degree. He was an all-conference 
The Trenton agency was opened by quarterback, and was also a member of 
Prudential in 1952 the conference championship basketball 
Since last April, “Mr. Althoff has been team. 
a regional supervisor in Prudential’s Widely known as a life insurance mat 
Ordinary agencies department. He joined throughout southern Wisconsin, Mr. 
company in 1949 as a representative of Johnson is active in the Junior Chamber 
its Newark agency and in 1952 became of Commerce, the Madison YMCA, Mil: 
an assistant agency manager. He joined ton College ‘Alumni Association, Madi- 
the home office as a sales training con- son Combo Club, PTA, Madison Ass0- 
sultant in 1953. ciation of Life Underwriters and the 
During World War II Mr. Althoff Wisconsin spenrter- Million Dollar Round 
served as a navigator in the Air Force. Table. 
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Triangle Underwriters 
Named by Eastern Life 


aS GENERAL AGENTS IN N. 2 ¢ 


25-Year Old Multiple Line Agency Run 
by Benjamin and Bob Weinstein; 
Dan Cohen Its Life Manager 


The appointment of Triangle Under- 
writers Inc. 17 John Street, New York, 
as general agents 1s announced by Mur- 
ray April, director of agencies for East- 
ern Life of New York. This agency, now 
95 years old, is headed by Benjamin 
Weinstein, and his son, Bob, is vice 


; Impact 
Bob Weinstein, left, and 
Benjamin Weinstein 


president. Dan Cohen is manager of 
its newly opened life insurance depart- 
ment. ; 

Mr. Cohen joins Triangle Underwriters 
Inc, after some years with the Penn 
Mutual Life. He was connected with 
the Abrams Agency, representing that 
company in Brooklyn. An active mem- 
ber of the Life Underwriters Association 
of New York, Mr. Cohen has built up 
a sizable following among insurance 
brokers and specializes in business life 
insurance and estate planning. From 
1942-46 he served in the armed forces 
and was in the special service section 
in Tokyo. 

Benjamin Weinstein founded the agen- 
cy in 1930, starting off in Brooklyn. He 
shared the cost of a modest office with 
a lawyer. Originally a fire insurance 
agency, its scope has been expanded to 
include casualty and A. & H. department 
facilities. Mr. Weinstein’s objective has 
been to make Triangle Underwriters 
Inc. a “department store” of insurance. 
The recent addition of life insurance is 
the fulfillment of his goal for full multi- 
ple line facilities to meet the require- 
ments of its 2,500 insurance brokers. 

In 1945 Bob Weinstein joined forces 
with his father after attending New 
York University. As vice president he 
Now assumes many executive responsi- 
bilities in the operation of the agency. 
In keeping with its growth Triangle 
Underwriters Inc, has moved twice to 
larger quarters. From Brooklyn the 
agency went to 116 John Street, N. Y., 
and then, in 1953, the present quarters 
at 17 John Street were occupied. 





P. C. Fay Joins Occidental 


Paul C. Fay, formerly an agent for 
John Hancock in Boston, has been ap- 
vointed brokerage manager in Occidental 
Life of California’s Boston Branch office. 
_A Boston native, Mr. Fay graduated 
'rom Boston College and served in both 
the Army and Navy. He is active in the 
local Life Underwriters association, the 
American Legion and the Boston College 
Alumni Association. 





PENN MUTUAL APPOINTMENTS 


M. L. Stewart Minneapolis General 
Agent; Eugene C. Walsh to Head 
Company’s Milwaukee Agency 

Two field management appointments 
have been announced by D. Bobb Slat- 
tery, vice president of Penn Mutual Life. 
As of November 1, Maurice L. Stewart 
becomes general agent in Minneapolis, 
and Eugene C. Walsh takes over manage- 
ment of the company’s Milwaukee agen- 
cy. Dustin Miller, CLU, former general 
agent in that city, had requested to be 


relieved of management duties in order 
to return to personal production with 
the agency. Both appointees have re- 
cently completed the Home Office Gen- 
eral Agents in Training Program, and 
have had much practical experience in 
field supervision. 

Mr. Stewart began his life insurance 
career with the Thomas C. Huff Agency 
of Topeka. In both his first and second 
years he was a production winner in the 
company’s nation-wide President’s Club 
for New Organization; in 1953 was 
chosen his agency’s “Man of the Year”; 
and is a graduate of the Penn Mutual’s 
Fourth Management Assistant’s School. 
While living in Topeka Mr. Stewart 
qualified for the Kansas Leaders Club 
and was a member of Topeka’s Junior 
Chamber of Commerce, the General 
Agents and Managers’ Association of 
Kansas, and was a very active member 
of the National Association of Life 
Underwriters. 

Mr. Walsh entered the life insurance 
business with the Harry O. Rasmussen 
Agency in Newark. Later he transferred 
to the Harold V. Krick Agency, New 
Haven, and soon after was named its 
unit manager at Bridgeport, Conn. A 
graduate of the company’s First Man- 
agement Assistants’ School, Mr. Walsh 
was a President’s’ Club winner in 1950; 
“Man of the Year” in 1951 and 1953; 
was a member of the Life Underwriters 
Leaders Round Table of Connecticut in 
1953; and he has served as Bridgeport 
program chairman of the National Asso- 
ciation of Life Underwriters. 





Mass. Mutual Names Smith 


For Group in Milwaukee 


Massachusetts Mutual Life has an- 
nounced the appointment of Charles A. 
Smith as district Group representative 
in the company’s new district Group 
office in Milwaukee. Mr. Smith, who is 
a graduate of Park College, Parkville, 
Md., and a veteran of World War II, 
has been associated with the insurance 
industry for the past eight years. He 
joined Massachusetts Mutual in 1950 
and, after completing the Group sales 
training program, was assigned to the 
midwestern Group regional office in Chi- 
cago. 

While a district Group representative 
in. Chicago, Mr. Smith worked almost 
exelusively with agents and brokers in 
tHe state of Wisconsin. In his new as- 
signment, he will continue to work in 
close cooperation with General Agents 
William J. Nelson, Jr., of Milwaukee, 
and Silas G. Johnson of Madison and 
to provide Group service to agents and 
brokers throughout the state of Wiscon- 
sin. The new Milwaukee Group office 
will be under the general supervision 
of Bernhard F. Kalb, Jr.. CLU, Group 
regional manager in Chicago. 


Indianapolis Life Sales 
Over $30 Million This Year 


Indianapolis Life’s sales for the first 
three quarters of 1955 topped the $30,- 
000,000 mark and were at an all-time 
high, according to Agency Vice Presi- 
dent Arnold Berg. Sales for the year 
to September 30 were 18% ahead of the 
comparable period last year. 

Paid volume for the month of Sep- 
tember was in excess of $3,500,000, which 
was greater than any other September 
in the company’s 50-year history. 


10th Milestone Observed 
By W. H. King Agency 


68 ATTEND ALL DAY OUTING 


Apps. for $750,000 Presented to Gen. Ast. 
King; Agcy. Ahead in 1955 Paid-for; 
Has 27 Full-Time Agents 


The Wheeler H. King Agency of New 
England Life at 342 Madison Avenue, 
New York, combined its annual outing 
with a 10th anniversary celebration on 
October 20 at the Tamarack Country 
Club near Greenwich, Conn. Attending 








Fahian Buchrach 


WHEELER H. KING 


as home office guests were Lambert M. 
Huppeler, CLU, vice president; Doane 
Arnold, vice president and manager .f 
underwriting; Homer C. Chaney, CLU, 
vice president, and E. Earle Armstrong, 
director of agencies. 

A highspot of the gathering was the 
presentation to General Agent King of 
an antique silver chafing dish by Lewis 
D. Zeidler, Jr., senior member of the 
agency’s advisory committee on behalf 
of the agents and office staff. At the 
srme time Carl L. Russell, Jr., brokerage 
department, presented Mr. King with 
applications for $750,000 of business, 
practically all prepaid, which had been 
written in the two weeks previous to the 
outing as a special 10th anniversary ex- 
pression, 

At the business meeting held in the 
morning Mr. King and Andrew F. Kin- 
bacher, CLU, agency supervisor, dis- 
cussed pension plans and estate plan- 
ning, and in so doing reviewed the main 
features of several important cases re- 
cently completed. A business insurance 
discussion and interview followed, led by 
Messrs. Chaney and Armstrong. Follow- 
ing luncheon a golf tournament was held. 
James W. Sisk won the low gross prize; 
Malcolm D. Hubert, CLU, was the low 
net winner. Other prizes for distinction 
(or lack of it) in golf were also awarded. 
Winners in the horseshoe pitching con- 


test were A. Edward Lindhjen and S. 
Raymond Brown, who is observing 25 
vears’ service with the New England 


Life. Vice President Huppeler presented 
the awards at the dinner, attended by 68 
including wives of full-time «associates 
and the office staff. 


Hope to Close Year With Over 
$11 Million 


The King agency is currently running 
ahead of its 1954 production and expects 
to exceed $11 million for the year. This 
would be the largest annual production 
in its ten vears. The leading producer to 
date, including pension business, is 
Charles H. Weiss, and excluding pension 
buginess, is Malcolm D. Hubert, CLU. 
The three men who comprised the 
agency on September 1, 1945—S. Ray- 
mond Brown, H. Russell Drowne, Jr., 





Dr. C. F. Nettleship Dies; 
Long With Colonial Life 


HE LEFT THE COMPANY IN 1943 





Served 45 Years; Chief Insurance Ex- 
ecutive Under Founder Heppelheimer 
in Company’s Early Days 





Dr. C. F. Nettleship, who retired from 
the Colonial Life some years ago after 
being with the company from 1897, the 
year of its establishment, died in East 
Orange, N. J., on October 27. His son, 
Charles F. Nettleship, Jr., is second vice 
president and treasurer of 
National Life, and two relatives were 
Frederick M. Nettleship, who was an 
executive of Equitable Life of Washing- 
ton and Neal Nettleship who is in the 
general insurance business on the Coast. 


Columbian 


How He Entered Life Insurauce 


_Dr. Nettleship was a son of Ichabod 
C. Nettleship who had been chief of the 
Secret Service during the Civil War and 
later became a magistrate in a Newark 


court. This court was located in the 
same building where in its basement 
John F. Dryden started The Prudential. 


The two became warm friends, Nettleship 
grew much interested in life insurance 
because of this acquaintance. It led to 
Dr. Nettleship’s going with The Pruden 
tial which at the time had only 12 em 
ployes. During the next 15 years Nettle- 
ship put on a considerable number of 
employes of The Prudential and was its 
auditor. 

_ Dr. Nettleship joined the Colonial Life 
in 1897. Its founder, Judge Ernest Hep 
pelheimer, devoted his time largely to 
investments, public relations and legisla 
tion while Dr. Nettleship handled the 
insurance operations and got the com 
pany established in the field. He started 
with the Colonial as general superin 
tendent and then in rotation became 
assistant secretary, secretary and treas 
urer and second vice president. In 1930 
he was elected vice president, and was 
a director and member of the executive 
committee when he retired in March, 
1943. 

Dr. Nettleship became an authority 
on Civil War History and the life of 
Lincoln. He founded the Independent 
Methodist Church in Newark and also 
was ordained in the Methodist ministry. 

In addition to his son, Charles F., Ir., 
he left a widow, a daughter and two 
sisters. 


Lincoln National Names 


J. A. Bryant in Richmond 


Julian A. Bryant has been appointed 
general agent in Richmond, Va.,_ for 
Lincoln National Life. He succeeds the 
late Carroll T. Scott who was formerly 
general agent in Richmond for the com 
pany. Mr. Bryant’s territory will include 
the central and western part of Virginia 

Mr. Bryant joined Reliance Life of 
Pittsburgh in 1936 as a member of the 
cashier’s division. He served in various 
capacities, becoming cashier in Wash- 


ington and later in Norfolk. In 1946 
he began selling life insurance as a 
district agent at Norfolk, moving to 


Roanoke as supervisor in 1951 to de- 
velop a new territory for the Scott 
agency. Since 1952 when the Reliance 
field force was merged with that of 
Lincoln National, Mr. Bryant has quali 
fied consistently for the company’s con- 
vention clubs, earning attendance at the 
company’s sales conventions in Holly- 
wood Beach, Fla., in 1954, and in Chi 
cago earlier this year. 


and A. Edward Lindhjem—are still with 
the agency, which now has 27 full-time 
associates. 

Mr. King is currently president of the 
New England Life General Agents As 
sociation, and vice president of the Life 
Managers’ Association of Greater New 


York. 
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40 Yrs. With Mutual of N. Y. 


id 


Fabian Bachrach 

VINCENT F. LECHNER 
Vincent F. Lechner, vice president for 
office operations of the Mutual Life of 
New York, is celebrating his 40th year 
with the company. Beginning as a mes- 
senger boy at 15 he was promoted in 


1920 to bookkeeper and then advanced 
to positions of increasing responsibility 
in the accounting and treasurer’s depart- 


194] 


the 


ments until in he became assistant 
treasurer of 

In 1944 he was promoted to assistant 
comptroller, becoming associate comp- 
troller two years later. In 1952 he was 
appointed manager of the office opera- 
tions department and advanced to his 
present post in 1954. 

Born in New York City, Mr. Lechner 
attended Pace Institute. He is a former 
director of the New York City Control 
of the Controllers Institute and chair- 
man of its methods and procedures com- 
mittee. Also he was an instructor in 
accounting for the Insurance Society of 
New York, and is past president of the 
Mutual Life Association, an employe so- 
cial and athletic group. 


company. 


Indianapolis Life Holds 
Tax and Business Seminar 

Nineteen members of Indianapolis 
Life’s field force attended a tax and 
business seminar at Turkey Run State 
Park in Western Indiana October 24-28. 
Conducted by Educational Director Ivan 
V. Snyder, CLU, the course delved into 
the many uses of life insurance for 
tax and business purposes as well as 
in estate planning. Actual and theoreti- 
cal cases were used for instruction and 
discussion. 

Assisting Mr. Snyder in the instruc- 
tion were: Dr. E. H. White, CLU, vice 
president of Research and Review Serv- 
ice; Raymond Hilgedag, tax and insur- 
ance attorney; and Grant Johnson, CLU, 
manager Home Office Agency of Indian- 


apolis Life. 


Increase in Dividends Made 
By Confederation Life 


Confederation Life of Toronto an- 
nounces a general increase in dividends 
for 1956 paralleling the increase effec- 
tive January 1, 1955 

The improved scales of dividends ap- 
ply at most ages and durations on the 
Confederation’s regular life and endow- 
ment plans. The increase, on the aver- 
age, is approximately 10%. 

In addition the Confederation has an- 
nounced a liberalization of the basis for 
converting cash dividends to paid-up ad- 
ditions. The interest rate credited to 


dividends on deposit has been increased 
to 4%. 








R. Jay Wilcox Now With 
Agency of George B. Byrnes 


R. Jay Wilcox, CLU, who has made 
an extraordinary record of production in 
a short period, has been made a super- 
visor of the George B. Byrnes agency of 
New England Life, 527 Fifth Avenue, 
New York City. He is a Life and Quali- 
fying member of Million Dollar Round 
Table and in 1955 has paid so far for 


LIFE INSURANCE 





RENEWAL 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


PLaza 826 





$1,750,000. 

Mr. Wilcox, who lives in Short Hills, 
N. J., was in the Navy during the war, 
his duties being in connection with the 
V-5 program. Entering Dartmouth Col- 
lege he was graduated from there in 
1950. He joined the Penn Mutual Life 
here, the general agent at the time being N 
Osborne Bethea. Later, he went with ~~ 
the Albert Snitzer agency of The Pru- 
dential in Jersey City. Mr. Wilcox sold 
his first insurance cases when a Dart- 
mouth student, his clients being mostly 
undergraduates of that college and of 
Williams College, who bought package 
sales from him. 


J. G. Dye Named Training 
Supervisor for N. Y. Life 


J. Gordon Dye, of Fresh Meadows, 

Y., has been appointed a training 
supervisor for the New York Life’s Mid- 
dle Atlantic division, according to Dudley 
Dowell, executive vice president. With 
headquarters in the home office, Mr. 
Dye has charge of branch office training 
in Delaware, District of Columbia, Mary- 
land, New Jersey, Pennsylvania, and 
Virginia. 

A native of Ithaca, N. Y., Mr. Dye 
was formerly assistant manager of New 
York Life’s Pittsburgh branch office, 
which he joined in 1945. He is a gradu- 
ate of Cornell University. 





Colonial Life Dividend 


The board of directors of Colonial 
Life announced the payment of a quar- 
terly dividend of 25 cents per share to 
be payable on December 15, to stock- 
holders of record December 2. 





QUALITY that every Agent and Broker 
can see and compare for himself—this is 
what makes GUARDIAN Accident & Health 
Insurance outstanding. 
QUALITY in the broad coverage af- 
forded by its diversified contracts— 
QUALITY in the simplicity and clar- 
ity of the benefit provisions in each 
policy— 
QUALITY in the swift and sincere 
service of the GuaARDIAN field force 
and home office staff— 
QUALITY in the prompt payment of 
benefits — as reflected in the compli- 
mentary letters received by our Claim 
Department. 





Keep your clients happy in all phases of 
your insurance service—including accident 
and health. Place it with The GUARDIAN, a 
company with a reputation for quality since 
1860. 


Get the full story on our A & H programi— 
both commercial and guaranteed renewable— 
this week. You'll be glad that you did. 


LIFE—ACCIDENT AND HEALTH 


A MUTUAL COMPANY 
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Myron I. Specht Agency 
Has Anniversary Dinne 





Left to right—Eugene J. Vanderbilt, Jr, 
Norman Carson, Myron I. Specht. 


Plans for agency expansion and the 
announcement of a new accident and 
health policy highlighted the third anni- 
versary dinner of the Myron I. Specht 
Agency, Security Mutual Life, Brooklyn, 
Held recently in Sakele’s Restaurant, 
Brooklyn, Mr. Specht made known his 
plans for the opening of a branch office 
in Nassau County, to service the agen- 
cy’s clientele in the Long Island area. 
It is expected that the branch office 
will be in operation by January 1. 

Norman Carson, Security Mutual’s 
agency vice president and Eugene J. 
Vanderbilt, Jr., accident and health ex- 
ecutive, told of the company’s new 
accident and health policy called Ex- 
tended Income Protector. The policy fea- 
tures: Non-cancellable and guaranteed 
renewable to age 65, house confinement 
never required, thirty-one day grace 
period, incontestable after two years, 
coverage as passenger in a powered civil 
aircraft, benefits in force from date of 
issue—no_ probationary period, non- 
aggregate—claim payments do not reduce 
policy benefits, non-prorating—no reduc- 
tion in benefits because of change i 
occupation, premium waiver after 90 days 
of total disability. : 

An impressive report on the agencys 
progress was given by Mr. Carson, who 
announced that the Specht agency 3s 
among the company leaders in total 
premiums and is in number six position 
in production of life insurance. For the 
first half of this year the agency showed 
an 80% increase in accident and health 
premiums. 

In addition to Mr. Carson and Mr. 
Vanderbilt, the home office was_repre- 
sented at the dinner by Ray Melvin, 
regional Group manager; Robert CT. 
Hodges, assistant manager of the pension 
trust department. Also present was Jack 
Manning, executive manager of the Life 
Underwriters Association of the City 0 
New York. : 

Assisting Mr. Specht in the supervl 
sion of the agency are Jerome Finkel- 
stein, agency manager; Constance 
Walker, agency cashier; and Leonard 
Kehrmann, supervisor. 
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Willard T. Johns Retires 
From Mutual Of New York 












WILLARD T. JOHNS 


Willard T. Johns, secretary and treas- 
urer, Mutual Life of New York and dean 
i the company’s senior officers, with 
nearly 47 years’ service, is retiring un- 
jer the early retirement provisions of 
the company’s for 
ployes. A native of Scranton, Pa., Mr. 
lohns when 17 joined Mutual of New 
York as a clerk in the Scranton agency 
in 19099. Within seven years, he was ad- 
vanced to a home office post as as- 
sistant superintendent of the restoration 
bureau in the sales department. When 
this unit became the policyholders’ serv- 
ice bureau in 1928, he was appointed 
manager. He was elected secretary in 
September, 1939, and secretary-treasurer 
n March, 1949, 

Mr. Johns is a graduate of the Whar- 
ton School of the University of Penn- 
svlvania and a veteran of World War I. 


security plan em- 


Bergen-Eiber Agency to 


Hold Life Insurance Course 
The Bergen-Eiber agency, Mutual 
Trust Life, Brooklyn, will conduct its 
I7th semi-annual course for life insur- 
ance men. The course is scheduled for 
ive evening sessions from 5:30 to 7:30 
pm. beginning November 8. 

Topics to be discussed and dates of 
meetings follow: 
November 8, Introductory session— 
bird's-eye views and powerful ap- 
proaches; November 15, Social Security 
and programming—How to coordinate 
Social Security and life insurance; No- 
vember 22, Programming and elements 


i Estate Planning—Techniques and 
heir uses; November 29, Business in- 
surance — Partnerships: corporations; 


xey men; December 6, How to overcome 
objections—The key to sales. 

Instructors are Bernard M._ Eiber, 
CL ; Bernard S. Bergen, and Alvin H. 
Lehman, CLU. 


Stull Agency Director 
For Fidelity Bankers 


. Stull has been appointed 
age director for Fidelity Bankers 
wte. Mr. Stull will organize an agency 
"ree for all the states in which the 
te insurance company operates. 

He has had many years of experience 
| the life insurance field, having worked 
Rhen Phoenix Mutual in Philadelphia, 
Sn ; Towe Agency in North Carolina, 
South Carolina, Florida and Georgia. He 
Galt ee of Georgia for 
pesca ; ec , rust Life and moved to Vir- 
Viewian year ago as state manager of 

sila tor the same company. 


Daryl L., 
agency 





Pru Transfers John Wilson 
From Canada to Newark H.O. 


John J. Wilson, Jr., Toronto, Canada, 
has been appointed to the newly created 
position of executive general manager 
in the Prudential’s mortgage loan and 
real estate investment department. Mr. 
Wilson leaves the investment 
officer in the company’s Canadian head 
office for his new assignment at Pruden- 
tial’s Newark headquarters. 


post of 


Mr. Wilson is a native of New York 
City, a graduate of University of Roch- 
ester in 1929 and he took post graduate 
studies at University of Bonn, Germany. 
He joined Prudential in 1935 
manager of its mortgage loan activities 
in New England prior to being appointed 
to the Canadian post in 1949. 

James B. Murray, Jr., associate gen- 
eral manager in Prudential’s North Cen- 
tral home office at Minneapolis, has 
been named to succeed Mr. Wilson at 
Toronto. 


and was 








Give $110,000 to Red Feather 

A gift to the Red Feather Drive of 
more than $110,000 from the John Han- 
cock Mutual Life and its employes is 
announced by Charles A. Connor, chair- 
man of the company’s home office cam 
paign. 

The 


was 17% higher than last year, and rep- 


total John Hancock contribution 


resented the most successful Red Feather 


appeal in the history of the company. 
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GOLDEN RULE COMPANY 
BRIGHTEN your TOMORROW 
by WRITING TODAY 


The COLUMBUS MUTUAL 


Life Insurance Company 


Carl Mitcheltree, President 


Ben F. Hadley, Vice-Pres. & Sup’t. of Agents 
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Something that Field Men have desired—and wanted 
for years! Most complete, most effective, most talked- 
about Career Development Plan in the Insurance World 
today! A time-saver and a money-maker for both YOU 
and YOUR AGENTS! 


Non-contributory Pension Plan 


—Liberal Disability and Retirement Benefits— 
up to $400 per month. Renewal Income guar- 
anteed for Life—plus continuation of active 
Agency Contract if desired. 


Golden Rule Agent’s Contract 


—attracts strong men—holds your better men 
—each agent you appoint becomes an agency 
builder for himself and a recruiter for you. 


Money-Making Sales Packages 
Business Building Direct Mail and Many Other 
Agency Building Helps 


Home Office Field-Help in 
Recruiting, Training and Building 
YOUR AGENCY 


a, 
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Heads Hartford Agency for 
Security-Connecticut Life 





BEERS 


WILLIAM W. 


New William W. Beers has 
been appointed manager of the Hartford 
Agency of the- newly formed Security- 
Connecticut Life Insurance Co. according 
Albert Law- 
The Hart- 
ford Agency entire state 
of Connecticut except New Haven and 
Fairfield Counties. The Hartford , 
will be located at 410 
Avenue, Hartford. 

A graduate of Blair Academy 
gate University, Mr. 
Chartered Life Underwriter 
in 1942. He has spent his entire career 
field, coming to 
Security from Life where he 
irganized and managed the White Plains, 
N. Y. held 
production positions with the Connecti- 
cut Mutual, New England Mutual, and 
Mutual Life. 

In addition to his < 
ber of the Chartered Life 


Haven- 


to an announcement by G. 


ton, executive vice president. 


will serve the 


Agen- 
cy office nal 
and Col- 
Jeers received the 
designation 
in the life insurance 
Guardian 
has 


agency. Previously he 


Benefit 
ictivities as a mem- 


Underwriters, 


Mr. Beers has been active in the Boy 
Scouts and has served as an officer of 
the Life Underwriters Association, the 
Chamber of Commerce and the Colgate 
Alumni Association. 


Provident Mutual’s New 
Paid Business 14.3% Ahead 


Provident Mutual’s new paid business 


for the first nine months of 1955 totaled 
$127,8603,000, an increase of 14.3% over 
the corresponding period for 1954. In- 
surance in force rose to $1,698,322,000. 
The company also experienced its best 


July, August and September in the 
amount of new paid-for business in the 
history of the company. 

New investments for the first nine 
months of 1955 totaled $71 million, yield- 
ing a gross return of 4.17%. Outstand- 
ing investments showed a gross yield of 
3.68% on total ledger assets of $751,587,- 


000 as of September 30. Both new and 
outstanding investments have shown a 
slight gain over the same period last 


year. 
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Mutual Life, New York 
Increases Dividends 


GREATER IN _ 1956 


TO BE 11% 


Over a Million Policyholders to Receive 
$40,300,000; Double Figure 
of Five Years Ago 








Dividends to be distributed to more 
than 1,000,000 policyholders of Mutual 
Life of New York, throughout the United 
States and Canada, wil be 11% greater 
in 1956 than this year, principally because 
the company has adopted a higher divi- 
dend scale. 

The latest increase means that in the 
past five years, dividend allocations to 
Mutual of New York policyholders have 
doubled, amounting to $40,300,000 for 
next year compared with $20,100,000 dis- 
tributed in 1951. 

The dividend action is subject only to 
final ratification by the board of trustees 
in January. The trustees have given ten- 
tative approval before the close of the 
year, to permit the company to issue 
dividend notices in advance to policy- 





holders whose policy anniversaries occur 
early next year. 

The allocation for 1956 is $4,100,000 
greater than for 1955. Nearly three- 
quarters of the increase is due to higher 


dividend scales; the balance of the in- 
crease is due to a greater amount of 


insurance in force, the company ex- 
plained. 

Virtually all policyholders will receive 
increases, Mutual of New York an- 


nounced, adding that the 11% gain for 
1956 follows a record high increase of 
28%, or $7,900,000, for 1955 as compared 
with 1954. 

Accident and sickness dividends will 
be continued at the same rates as in 
1955. MONY will pay a first dividend 
of 5% of the annual premium on accident 
expense and disability expense policies 
issued in 1954, and a dividend of 74% 
of the premium on such policies issued 
in 1952 or 1953. First dividends of 5% 
of the premium are payable on hospitali- 
zation policies issued in 1953. 

As part of the dividend allotment, the 
trustees have approved continuance of 
present interest rates under supplemen- 
tary contracts. Excess interest will be 
allowed on participating supplementary 
contracts during the year 1956 as in 1955 
to bring the total rate credited up to 
3.15%. The rate on dividend deposits 
will continue at 3%. 
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INCOME SALES 


be # tee. a 


are incahenll and made more 
profitable through ‘use of the 


Company's unique Family In- 
come Sales Ke This Kit, come 










OF IOWA 


EQUITABLE LIFE INSURANCE COMPANY 


plete with a phonograph train- 
ing -record,. 
materials. cneeded to make a 
“gonyincing ‘Family Income pres- 
‘entation. It is one of four similar 
Kits, each based on field tested 
procedures which accelerate the 
4 sales effectiveness of the career 
life underwriter. 


“-contains all the 









FOUNDED IN 1867 IN DES MOINES 


Now Agency Superintenden 
Of Crown Life of Toront, 



































W. N. BOWDEN 






Crown Life of Toronto has appointej 
W. N. Bowden as agency superintendent 
The appointment is the result of expan. 
sion in Crown Life’s United States bus- 
ness where more than 50% of the com. 
pany’s new business is now being 
written. 

W. N. Bowden joined the Crown Life 
in 1933 and was made supervisor of the fMannot 
claims division in 1940. In 1949, he wa f@ganiz: 
appointed sales research secretary ani fm De: 


Dr. 
thorit 
Schoc 
Color 










Coun 





Amer 
and t 


and I 











developed a new department which spe-fthe 1 
cialized in business insurance and estate [Cecil 
planning. In the past six years, he ha fMMege « 
been responsible for the development, MMsity o 





planning and direction of the company’ {sign 
sales promotion and advertising. Feder 





Jefferson Standard Holds 
Meeting in New Orleans: 


Climaxing an eleven-month qualifying 
period, more than 300 top producers 0 
Jefferson Standard Life and their wives 
gathered with home office officials at: 
leaders meeting at the Jung Hotel, Nev 
Orleans, La., October 31 through No- 
vember 2. Total attendance was abot 
600. 

Speakers included Howard Holderness 
company president; Clayton Rand, lec 





















pectur 
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Schoo 
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Board 


turer, author, columnist, of Gulfport. The 
Mississippi; Dr. Kenneth McFarlani ithe Cc 
General Motors Corp., Detroit; anig™made 


Wean 
Under 
Dean 
Pre pe 


Charles E. Gaines, executive associate 
director, Institute of Insurance Market 
ing, Southern Methodist University, 
Dallas. fer 
Program for the three-day meeting 1 
cluded business sessions, sight-seeit 
through historic New Orleans, and boat 
trip on the Mississippi River. 
Karl Ljung, vice president in charge «! 
agency operations, presided at all bus 
ness sessions. The special events com 
mittee was headed by Assistant Sectt 
tary Charles M. Rives, Jr., with Fist 
Vice President J. M. Bryan as honoraty 
chairman. Superintendent of Agencits 
J. S. Causey was chairman of the co 
vention arrangements committee. 
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Dean D. J. Duncan Named to 
CLU-CPCU Advisory Group 












































DR. DELBERT J. DUNCAN 








Dr. Delbert J. Duncan, national au- 


thority on marketing and Dean of the 


appointed 
rintendent, 








of expan- School of Business of the University of 
tates busi MeColorado, has been appointed to the 
f the com-MeCouncil of Educational Advisers of the 
ow being MAmerican College of Life Underwriters 
~BBand the American Institute for Property 
‘rown Life fend Liability Underwriters, it has been 
sor of thefmannounced by the deans of the two or- 
49, he was fMganizations. 
retary anif™ Dean Duncan will fll the position on 
which spe-fthe new advisory body left when Dr. 
and estateMmeCecil Puckett, former Dean of the Col- 
irs, he hasfMlege of Business Administration, Univer- 
velopment, sity of Denver, found it necessary to re- 
company’ fmsign to become vice president of the 
ng. ederal Reserve Bank of Kansas City. 


















Dr. Duncan was formerly a member 
{ the faculty of Northwestern Univer- 
ity, and has served the University of 
Colorado a total of eight years during 
wo periods of his career. He received 
his M.B.A. degree at Harvard in 1921, 
and was granted the Ph.D. degree at 
Northwestern University in 1935. He has 
lectured on marketing at many universi- 
ties including Harvard and Columbia. 
Author of many articles and a number 
i books, Dr. Duncan has been an active 
ember of such organizations as the 
merican Association of Collegiate 
Schools of Business, the American Mar- 
om! Association, the National Retail 
Dry Goods Association, and the Chicago 
Hoard of Trade. 

The appointment of Dean Duncan to 
the Council of Educational Advisers was 
ade by Herbert C. Graebner, CLU, 
Wean of the American College of Life 
Inderwriters, and Dr. Harry J. Loman, 
Dean of the American Institute for 
Property and Liability Underwriters. It 
vas confirmed by Dr. Leslie J. Buchan, 
harman of the Council. 

The nine-man advisory group was set 
i) earlier this year to assist the two 
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neeting it- 
ight-seeitg 
3, and beat 


n charge af ational organizations in examination 
tall busi-f™Pcedures and educational planning. 
vents com #—"e next meeting will be held in Feb- 
ant Secre mR 'ry. 


with Firs 





s honorary 

Agent‘ Joins Republic National 

yf the com - Edward Walker has been named 
tee. Mager of the Aurora, IIL, branch office 


t Republic National Life, Dallas, ac- 
dine to Larry R. Cardwell, midwest 
tgional director in Rockford, TIL. 


| 





Nn, ‘ Formerly manager for a large ‘Cana- 
Davis ian compan y, Mr. Walker is currently 
resident of the Decatur Association of 





“le Under writers, A graduate of Milli- 
et University, Mr. Walker spent five 
= one-half years in the Navy in both 
orld War II and the Korean War. 



















Life of Georgia Realigns 


Field Management Areas 

Life of Georgia will put into effect 
on January 1 a new tterritorial align- 
ment, reducing its top field management 
areas to four zones. Two zone directors 
of agencies have been appointed. They, 
with two veteran directors, will super- 
vise field operations. 

The arrangement follows: Zone 1 
(Georgia and Florida)—Claude D. Coth- 
ran, director. Zone II (South Carolina, 
North Carolina, Virginia)—John M. 
Jackson, Jr., CLU, director. Zone III 
(Kentucky, Tennessee, Alabama)—A. W. 
Read, director. Zone IV (Mississippi, 
Louisiana, Arkansas)—G. S. Cutini, CLU, 
director. 

Mr. Cothran and Mr. Read are the 
continuing directors. Mr. Cothran will 
move from Zone II to Zone I, succeed- 
ing Cliff C. Hewitt, who retires. Mr. 
Cothran became associated with the 
company in 1927, and is now in charge 
of the Carolinas and Virginia territory. 
Mr. Read, who has been with the com- 
pany for 30 years, is now in charge of 








New York agency. 


GUARANTEED SALARY, plus. Write 





OPPORTUNITY FOR ASSISTANT GENERAL AGENT 


Assistant general agent wanted to head Long Island branch office of progressive 


Supervisory experience not essential. 
in confidence to Box 2357, The Eastern 


Underwriter, 93 Nassau Street, New York 38. 
Our staff knows of this advertisement 


Excellent opportunity. 














Mississippi, Tennessee and Kentucky. 

Newly-appointed director John M. 
Jackson is now manager of the claims 
department, a position he has held since 
1952, when he was transferred from 
managership of the North Carolina divi- 
sion. He has been connected with the 
company since 1943. He was a Metro- 
politan agent for 13 years previous. 

G. S. Cutini moves into field manage- 
ment from the position of director of 
training which he has held since 1951. 
He became associated with the company 
in 1948, following war service and some 
seven years as an agent for Metropoli- 
tan. 

Guy T. Dobbs, S 
dinator of agency 
home office, moving 


r., will become coor- 
operations in the 
from the post of 
ansas and 
holds. This 
the new 


director of agencies for Ark 
Louisiana 
zone is 
Zone IV 


which he 
being merged 


now 
into 


Guarantee Mutual Gains 

New Life Insurance sales in Guaran- 
tee Mutual Life are up 30.6% for the 
first nine months of 1955 compared with 
the same period of last year. For the 
same period new commercial accident 
and sickness premiums are up 22% over 
1954. 

The field organization 
register regular monthly 
during September. 


continued to 
gain figures 
September was the 
ninth consecutive gain month showing a 
a 32.7% gain over September, 1954. 

J. D. Anderson, agency vice president 
of the company, also disclosed that the 
company has over 350 million of 
life insurance in important 
milestone in the development of Guar- 
antee Mutual Life and its expansion 
program in 21 states and Hawaii. 


now 
force, an 
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a salute to our 
Mississippi 
mmm millionaire ! 


cession: 


sales organization. 


* 3. 


and 14 days! 


Of his 91 sales for a total of $1,040,344, V. A. Liberto 
says, “85% of my sales were attributable to the amazing 
They are the most mirac- 
ulous door openers I have ever known.” 


appeal of Franklin specials. 


A Million within four months was the goal of dynamic 
young V. A. Liberto when he joined the Franklin. A 
member of the 1955 Million Dollar Round Table, with 10 
years in life sales, he scored these triumphs in rapid suc- 


1. Qualified for the Company’s exclusive “60 Club” 
with 62 sales during his first 60 days. 


2. For the same two months led the entire Franklin 


Exceeded his Million Dollar goal in three months 





Lhe Friendly 


RIRANTRILIN ILITIF 


SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 


CHAS. E. BECKER, PRESIDENT 


The largest legal reserve stock life insurance company in the U. S. 
devoted exclusively to the underwriting of Ordinary and Annuity plans 
Over One Billion Nine Hundred Million Dollars of Insurance in Force 


ic tree gga 
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AMA Question Period Lively Event 


Dr. Greenough Gives Variable Annuity Angles; Moreen 
Comments on Group Life & Health Plans; 
Speaks for Henry Beers 


By LevertnGc CaRTWRIGHT 


Chicago—Will the variable annuity be- 
come a substitute for life insurance? 
This was one of numerous questions that 
were put to Dr. William C. Greenough 
after he had delivered a paper “Variable 
New C ncept for Meeting 
gathering of the In- 
American Manage- 
week. He is vice 
Insurance & An- 
Retirement Equi- 


Annuities; a 
Inflation,” at the 
surance Division of 
ment Association last 
president of Teachers 
nuity, and of College 
ties Fund. 

“IT hope not and it should not,” he 
replied, “It doesn’t do the job that only 
life insurance can do of creating an im- 
mediate estate. The variable annuity is 
simply a supplement to the investment 
side of life insurance.” 

He was asked whether he thought the 
variable annuity could be used with labor 
groups in view of the fact that when 
the mathematics of the situation required 
a decrease in income, the resistance to 
taking such a bitter "dose might be as 
strong as is the pressure against apply- 
ing a down tick in the living 
index to a wage scale. 

Dr. Greenough said he didn’t know 
whether VA would work out with union 
groups, but he said CREF has done its 
be st to prepare the professors in its pro- 
gram for a depression. 

Had a professor bought an immediate 
annuity of $100 per month under the 
TIAA - CREF program when it was first 
offered in 1952, whereunder 50% was 
on the fixed dollar plan and 50% on the 
equities basis, he would have received 
in 1953 $97.30; in 1954 he would have 
gotten $103.70 and in 1955 $120.50. 

M: iterially higher standards of living, 
he said, “are going to be thrust on us” 
by the policy of full employment, etc. 
In 1965, it is estimated, we will be 30% 
plushier than today. A fantastic rate of 
progress seems to lie ahead. Retired 
people shouldn’t be deprived of sharing 
in this. CREF hopes to be able to give 
professors an opportunity to taste it 
rather than being static while everybody 
else is living higher and higher off the 


cost of 


hog 

In answer to the question whether the 
CREF plan is a full refund, he answered 
that it is fully vested during the ac- 
cumulation period, but it is vested only 
annuity at retirement. oe that 
time the annuitant has a choice of how 
to receive the payments. He has a gf rete! 
number of annuity units assigned to him 
at that time; what varies thereafter is 
the value of the unit, not the number 
of units. 

CREF in 3% 
$25 million in 
with 500 colleges 
pants, 


as an 


years has accumulated 
assets. It has contracts 
and has 25,000 partici- 


Group Life and Health 


Howard A. Moreen took the place of 
Henry S. Beers of Aetna Life to speak 
on developments in retirement planning. 
lis talk elicited many questions, He 
dealt with continuation of Group life and 
Group health plans on workers after 
retirement. 

How much coinsur. ince is needed on 
hospitalization cover > he was asked. His 
answer was that “some” will help even 
though small, to deter overutilization. He 
thought the minimum for retired persons 
ought to be 25%. 

Why not, he was asked, cause medical 
benefits for retired persons to be charged 
against their Group life that is contin- 
ued? This, he answered is a good scheme 
to control the cost of the over-all pro- 
gram. The question is will the workers 
like it? He doubted whether, from the 
popularity standpoint, it would be fea- 
sible to charge all medical costs against 
Group life. One possible answer is to 


stand one-third of 
one-third and 


have the individual 
the cost, the company 
Group life one-third. 

Another question 
would be advisable to continue major 
medical for retired personnel even 
though the underlying plan lapses. Mr. 
Moreen thought that was splendid. 

The over-all retirement program has 
to be considered. Most important, of 
course, is the retirement income feature. 
3esides that some Group life and some 
Group health cover should be continued. 

He was asked whether the amount 
of health insurance should be graduated 
with salary. He agreed that it should. 
For instance, $2,500 might suffice for a 
man in a low salary bracket, but a higher 
salaried man might go through $5,000 
just as fast as the less affluent person 
used up the $2,500. The deductible and 
the amount of the cover ought to go 
up with salary. 

In an uninsured health plan what re- 
course does an employe have against an 
employer that runs into financial straits ? 
The most important determining factor 
would be what the employe was told in 
writing. 


The Pulling Value of Losses 


At least two of the speakers at AMA’s 
insurance gathering touched on what 
might be called “the pulling value of cer- 
tain mina? and gave the impression tha 
companies are not utilizing to the fullest 
extend the opportunity to turn a specific 
calamity into premiums from those who 
can visualize being in the same fix. Just 
to mention a few of such calamities in 
recent years—Monsanto, Liveuts Town- 
ship, Whiting. It would seem that there’s 
a diffidence in the highest circles in the 
fire and casualty business to help along 
the buying impetus that these losses pro- 
vide. 

In the question and answer period 
William R. Odell, Jr., vice president and 
treasurer of Intern: itional Harvester, was 
asked how he is able to get the company 
to insure properties in connection with 

vhich the fire hazard looks low. He 
ee lied: “The story of a suffered 
by another company is the most telling 
argument . a comparable situation.” 

Elias W. Rolley, comptroller of Funk 
Bros. Seed Co., another speaker, was 
asked how he justifies to his nitablient 
the insuring of certain types of property. 

“A good once in awhile helps 
you out,” he replied. “Henry Austin was 
in that enviable position a few weeks 
His allusion was to the insurance 
manager of Standard Oil Co. of Indiana 
whose loss at Whiting, Ind., in Septem- 
ber, ran about $20 million. That was the 
one insured over a $1 million deductible. 


was whether it 


loss 


loss 


. ” 
ago. 


Principal Zones of Underinsurance 


In answer to another question Mr. 
Odell said his company avoids a “dis- 
position to undue economy in buying 
insurance. The risks are appreciated.” 
He said the principal zones of insur- 
ance are farm machinery and_ other 
equipment that is standing outside, the 
deductible part of various coverages, and 
workmen’s compensation in certain 
states. “The scope of our uninsured risks 
has narrowed in recent years,” he said. 

Mr. Rolley said his company under- 
takes to get the fullest advantage from 
contact with local agents, insurance com- 
panies and rating bureaus. In planning 
new construction rating bureaus are con- 
sulted and the rates on various types of 
building materials affect construction 
plans. 

Mr. Rolley likes to 
touch with the insurance companies on 
many matters. The confidence is such, 
between the insured and the two local 
agencies with which it deals, that the 


also get in direct 


latter are not embarrassed to have the 
insurer provide help directly. He stressed 
the importance of such confidence, say- 
ing it provides benefits both ways. His 
policy is to keep his door open to the 
agents, so that they will feel free to 
submit improved coverages and rates. 

Many agents, he said, hesitate to 
approach clients, for fear they will be 
charged with overselling. He told about 
an insured who was brusque with an 
agent who proposed that the firm in- 
vest in a fire door, with rate reductions 
paying for it in two years. Later the 
insured regretted that he had made the 
agent quail. At the time he thought the 
agent was up to some self serving pur- 
pose. 

Mr. Rolley thought an insured should 
give any one agent enough business so 
that the insurance man can afford to 
provide service. “Give him enough com- 
missions, so that he can do a_ good 
job,” he counseled. 

Hail insurance people 
for his answer to one question. He said 
that Funk Bros. used to carry hail 
insurance on its seed fields, but seven 
years ago it shifted its production from 
what looked like hail belts and dropped 
all insurance. In the seven years Funk 
is $75,000 ahead thereby, he said. 


wouldn’t care 





Remick and Youngman to 


Address NYC Assn. Nov. 10 


The November educational meeting of 
the Life Underwriters Association of the 
City of New York will be held in the 
Hote! Sheraton Astor, November 10, at 
2:30 p.m. Theme of the meeting will be 
“New Faces! New Ideas! New Views!” 
and will feature Robert M. Remick, Jr., 
CLU, educational director, Josephson 
agency, Connecticut Mutual, and Gerald 
E. Youngman, supervisor, Youngman 
agency, Mutual Benefit Life. 

Speaking on “The Psychological Im- 
pi ict of Little Things,” Mr. Remick will 
discuss some ideas about NSLI, Vet- 
erans’ benefits, Social Security and 
commercial life insurance policies that 
have been effective for him in arranging 
interviews, eliminating competition, mak- 
ing the sale and developing clients. He 
will explain the psychological importance 
of these ideas in helping the agent to 
establish a friendly understanding with 
the client. 

Mr. Youngman’s address, “Are We 
Responsible?” will de: < with defining 
responsibility. He will elaborate on this 
point and explain the responsibility of 
the agent to himself and to his prospect. 
He will outline his methods of operation 
and point out how his ideas on respon- 
sibility can be helpful to every agent, 
1s attested by the fact that he has pro- 
duced over $500,000 personally this year 
in addition to training and recruiting 
new agents. 

There will be no admission charge and 
attendance is restricted to members only. 





Ceneral Electric Program 


from Page 1) 


(Continued 


of four times the $7,500 a year individual 
limit, or $30,000 in a single year. 


Life Insurance Benefits Extended 


In addition to the health coverage, 
other insurance for G-E employes is be- 
ing improved effective November 1. The 
new benefits include: Life insurance 
equal to double an employe’s regular 
yearly pay, or triple in event of acci- 
dential death; broad dismemberment in- 
surance; and weekly sickness and acci- 
dent benefits of up to $85 a week for 
hourly-paid employes kept off their jobs 
by disabilities not connected with their 
jobs. 

The company expects to pay two- 
thirds of the cost of the entire insur- 
ance package for employes’ individual 
coverage. The cost to employes for com- 
plete individual coverage under the pro- 
gram is only 0.9% of their regular an- 
nual wages. For dependent coverage, 
the cost to employes is 2% of the first 
$5,000 of normal annual pay. . 


Extends Maximum Limit 


Removal of limits on the amount - 
life insurance issued on any one life Be 
been announced by Douglas B. Whiting 
president of United Life and Accident, 
Concord, N.H. Maximum amount of 
life insurance previously issued op any 
individual was $200,000, but effective 
immediately the company will issue life 
insurance without a maximum limit, but 
subject to normal underwriting rules Mr 
Whiting stated. : 





in Pacific Mutual’s 
TRAINING 
Process 


guided Marvin R. 
Carter (Spokane) in 
acquiring the profes- 
sional skill reflected 
in his 4 years’ top 
rank standing in the 
Big Tree Leaders 
Club, his membership 
in the Pacific Mutual 
Million Dollar (in 
force) Club, his an- 
nual National Qual- 
ityAward attainment 
—and in his building 
of a sterling quality 
clientele. 


Quality is the dom- 


inant objective in all 
Pacific Mutual field 
procedures. 


LIFE since 1868 + ACCIDENT Since 1885 
SICKNESS Since 1904 = RETIREMENT PLANS Since 1919 
GROUP INSURANCE Since 1941 
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New and Retiring President 
of Atlantic Alumni Assn. 


Pictured above, left, Edwin H. May, 
newly elected president of Atlantic 
Alumni Association, with L. Kent Bab- 
cock, Jr., immediate past president. ‘Mr. 
May is manager in Hartford for Phoenix 
Mutual Life and Mr. Babcock is general 
agent for Aetna Life in Philadelphia. 

The Atlantic Alumni Association in- 
cludes some 1,200 east coast graduates 
of Life Insurance Agency Management 
Association School in Agency Manage- 
ment. 


NEW LOW PREMIUM POLICIES 


Continental American Life’s Modernized 

Policies Reported on by President 

Claude L. Benner 

As a result of expanding business and 
higher average unit sales, Continental 
American Life announces modernized 
policies featuring new low premiums. 
At an all-day conference of managers 
and general agents representing the 
company’s 28 offices in principal cities 
from ay! England to Florida, Dr 
Claude L. Benner Continental American 
president, reported, “In light of chang- 
ing economic conditions, Continental 
American now offers a completely new 
and improved series of policies designed 
to serve the consumer better—both to- 
day and in the future.” 

“Continental American’s latest step in 
providing better life insurance at lower 
cost,” the Continent il American presi- 
dent reported, “is made possible by the 
company’s long-standing policy of spe- 
cializing in preferred class insurance 
and by the economy of operation result- 
ing from large unit sales on all insur- 
ance plans.” Last year, Continental 
American’s average new sale of $12,482 
exceeded that of any other life insurance 
company, 

Highlights of the new Continental 
American policies include improved pre- 
ferred class insurance, new low pre- 
miums on all plans, higher cash values, 
more liberal policy provisions, and a 
wide variety of plans. 


Joins Controllers 

George Aitken, assistant general man- 
ager and comptroller, Great - West Life, 
Winnipeg, has been elected to member- 
ship in the Controllers Institute of 
America. 

Established in 1931, the Institute is a 
non-profit management organization of 
controllers and finance officers from all 
lines of business—banking, manufactur- 
ing, distribution, utilities, transportation, 
tte. The total membership exceeds 4,400. 


HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 
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New England Life Reduces 


Rates; Increase Dividend 


A reduction in rates on the Ordinary 
life policy issued for amounts of $5,000 
announced by O. Kelley 
of New England 


or more was 
Anderson, president 
Mutual Life. 

A reduction of $1.50 per $1, 000 in the 
gross premium on all applications for 
five and ten year renewable 
vertible Term policies an- 
nounced. On non-renewable Term poli- 
cies there will be a reduction in gross 
premium of 50 cents per $1,000, exclud- 
ing decreasing Term, Term to 65 
Term riders. 

At the same time Mr. Anderson an- 
nounced an increase in the dividend 
scale on all New England Life policies 
in force. C.S.O. and American Experi- 
ence policyholders will share equitably 
in the increased dividend allocation. A 
total of $27,020,000 was voted by the 
directors for distribution to policyhold- 
ers in 1956 compared with $23,200,000 
for 1955. 

“We are pleased that our successful 
investment operations, the continued 
favorable mortality experience and the 
over-all efficiency of our company make 
these changes possible,” Mr. Anderson 
said. 


and con- 


was also 


and 


F. G. Jennings Heads New 
Office of Mass. Mutual 


Massachusetts Mutual Life is extend- 
ing its sales organization in the State 
of California with the establishment of 
a new general agency at Oakland. Fran- 
Jennings, CLU, has been named 
general agent of the new office. 

Mr. Jennings is a native of Formoso, 


Kan., 


cis G., 


was graduated from Kansas State 
College and received his Master’s de- 
gree from the University of California. 
Prior to his entrance into the insurance 
field with another company in 1947, he 
was a high school teacher, coach and 
principal in Kansas and California, and 
an instructor at San Francisco City 
College for nearly two years. He spent 
three years as a student and then in- 
structor at the Navy’s Pan American 
Long Range Navigation School. 

An active Kiwanian, Mr. Jennings is 
president of the East Bay Life Under- 
writers Association, a member of the 
East Bay Trust Council, and has re- 
ceived the National Quality Award for 
five years. 





Merle A. Gulick, vice president, Equi- 
table Life Assurance Society, and George 
T. Conklin, Jr., financial vice president, 
Guardian Life, have joined Chamber of 
Commerce of State of New York. 
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*The dividends in this 
illustration are neither estimated 
nor guaranteed, but are computed on 
the same basis as the scale of dividends in 
effect at the date of this illustration, Jan- 
vary 1, 1955. Similarly, the interest rate 
assumed is that currently allowed on such 

accumulations. 


Like driving a 
car for 30 
years then getting back 


more than you paid for it. 
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LIFE INSURANCE COMPANY 
Life, Annuities, Accident & Health and Hospitalization 
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serving the 


Baltimore General Agent 
For Fidelity Mutual Life 


RICHARD K. MARSHALL 


announces the 
general agent 
new general 


Fidelity Mutual Life 
retirement of its former 
and the appointment of a 
agent in Baltimore. 

Thomas M. Green, who has been gen- 
eral agent for the company in Baltimore 
for the past 42 years, has retired. Re 
lieved of the responsibilities of sales 
organization and management, he will 
continue in the field otf selling and in 
life insurance needs of his 
personal clientele. 

Richard K. Marshall has been ap 
pointed general agent in Baltimore. Mr. 
Marshall is a native of Baltimore, a 
graduate of Johns Hopkins University, 
Class of 1949, a Phi Beta Kappa and a 
member of the Delta Phi Fraternity. He 
was a first lieutenant in the U. S. Army 
Air Force and served in the European 
Theatre in World War II. 

Mr. Marshall has been in life insur 
ance work in Baltimore since his gradu- 
ation in 1949. He is active in the Balti 
more Life Underwriters Association and 
was formerly associate general agent 
of the New England Mutual in Balti 
more. 


Connecticut General Opens 


Chicago Brokerage Agency 

Connecticut General Life announced it 
has opened a brokerage agency in Chi 
cago. It will serve independent insur 
ance brokers in providing all forms of 
life, accident and health, and Group in 
surance. The new office is located in the 
Insurance Exchange Building at 175 
West Jackson Boulevard. 

Edward N. Cheek, Jr. has been named 
manager of the new Chicago office. He 
was formerly head of the company’s 
New Orleans brokerage agency. Mr. 
Cheek began his career with Connecti 
cut Gene ral in 1951 at one of the com 
pany’s New York City brokerage offices 


NAMED BY CENTRAL STANDARD 

Pension Consultants, Inc., of Detroit, 
have been appointed general agents of 
Central Standard Life. 

M. H. Blankenhagen and Herbert A. 
Cavanagh, both well known insurance 
men have joined in the formation ot 
Pension Consultants, Inc. The new com 
pany will deal primarily in life insurance, 
pensions, estate analyses and taxes as 
they affect life insurance. 





“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 


General Agent 


Continental Assurance Company 
Chicago, Ill. 
32 Court Street Brooklyn 2, N. Y. 
TRiangle 5-7362 
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TED A. PEAKE 


Ted A. Peake, 


Promotion of 


of The Prudential’s Binghamton, N. Y., 
Ordinary Agency to director of agencies 
in the home office at Newark, N. J., and 
the appointment ‘of Arthur B. Freeh as 


his successor in the Binghamton 
were announced this week 

Mr. Peake’s advancement climaxes a 
career which began as a special agent 
in 1948 and makes him, at age 29, one 
of the company’s youngest top sales offi- 
cials. 


post 


A former Army Air Force co-pilot and 
flight engineer, he was identified with 
the Retail (¢ ‘redit Co. in Binghamton be- 


fore joining Prudential in 1948. He was 
an immediate success as a special agent 
and in 1952 he was promoted to assistant 


N. Y. Life Names Schuler 


Manager at Savannah 
Harland A. Schuler, CLU, 
appointed general manager of New York 


has been 
Life’s Savannah branch office. 

Mr. Schuler, New York 
Life in 1950, had been general manager 
of the company’s branch office in Pough- 
N. Y. He started as an agent 
company’s Washington, D. C., 
where he was named assistant 
1951. In 1954, he 
supervisor for 


who joined 


keepsie, 
with the 
branch, 

was ap- 
New 


with 


manager in 
pointed training 
York Life’s 


headquarters in the home office. 


southeastern division, 
He was 
. ‘ mes ‘ ) co = 
named general manager at Poughkeepsie 
last January. 
Mr. Schuler 
Sales Executive 
masters International. 


is a member of the Na- 


tional Club and Toast- 


Washington National Hold 
Two-Month Sales Contest 


Completion of the most successful life 
insurance sales contest in the history of 
the Washington National’s 
agency department is announced by 
President Paul W. Watt. The two- 
month contest just completed surpassed 
the previous best two-month production 
38%. 


general 


figures by 

Over seven hundred agents competed 
for hundreds of merchandise prizes 
based on issued and paid business; and 
general agency offices, matched against 
one another, competed for agency din- 
ner prizes. Ninety individual winners 
will select their prizes from such items 
as food freezers, kitchen ranges and 
television sets. 


manager 


















ARTHUR B. 


FREEH 


manager of the Binghamton Agency. 
Later that year he was appointed head 
of its entire operations which cover a 
15-county area in New York and Penn- 
sylvania. 

Mr. Freeh has held Prudential sales 
and supervisory posts in western New 
York and Newark since 1946. He is cur- 
rently an assistant director of agencies 
at Newark. 

He was a construction engineer prior 
to joining the Binghamton Agency in 
1946 as a special agent. In 1949 he was 
promoted to assistant manager in charge 
of a new Elmira branch of the agency. 
He later served as a training consultant 
at Newark where he was advanced to 
assistant director of agencies early this 
year. 


A. J. A. Johnstone Dies 


A. J. A. 
Sacramento 
Men’s 


recently 


59, manager of the 
office of 


Johnstone, 
branch 
died of a heart attack 


Jusiness 
Assurance, 
after a few days’ illness. 

Mr. Johnstone began his career with 
the BMA in 1926 and served 
manager from 1944 to 1952 


the 


as district 
when he was 
appointed manager of Sacramento 
branch office. 

He was a 
Association of Life 
the National Association of 
Health Underwriters. He was active in 
civic affairs and was a member of the 
Sacramento Valley Council of California 


the National 
Underwriters and 
Accident & 


member of 


Ste ite Chamber of Commerce; the Amer- 
ican Legion; Lions Club; 40 & 8 Club; 
and the State Employers’ Retirement 
Fund. 



















Emil Wl W. Happy fo <a 


AT HIS FINE RESTAURANTS 


23 PARK ng 
Near Ann St., N. Y 
Phone: WOrth 2- 2514 


Charge Accounts Are Welcome 


EMIL PANGAL—Genial Host to Downtown Diners for over 26 Years 


Yu 


213 PEARL STREET 


Near Maiden Lane, N. Y, 
Phone: Digby 4-2348 











Proctor Agency 


(Continued from Page 3) 


ers-in-law in the insurance business and 
I never used to ask them for anything 


because | thought the relative would 
naturally get it all. Later, I found out 
that neither one of them had so much 


as a dollar’s worth of business with their 
relatives.” 
Sees Selling, Not Buying Trends 


Trends in the life insurance business 
are made by the sales force, Mr. Proctor 
thinks. 

“There are no buying trends in our 
business,” he said, “there are selling 
trends. Our trends—what we’re empha- 
sizing—are away from endowments and 
Ordinary life and toward paid-up policies 
at age 65, which combine the best fea- 
tures of both, without compulsory tax 
problems. 

“Let me give you an example of what 
I mean. I had an endowment policy for 
myself which matured a few years back. 
It so happens that it matured in a year 
when I had a heck of a big income, and 
if I had done what I originally intended 
to do, namely take it in one lump sum, 
I would have lost most of my profit on 
it because I was in a high tax bracket. 
So I took it in installments, but I was 
forced to do what I didn’t want to do.” 

These disadvantages don’t exist for 
the paid-up at 65 policies, Mr. Proctor 
continued, and his agency is now empha- 
sizing sales of these policies and also 
family income protection. 


Average Policy About $10,000 


“Our average policy now is about 
$10,000 or a little over,” he said, “which 
is about double the pre-war amount. We 
doubled our business back in 1946, right 
after World War II, and we’ve kept it 
at a high level ever since. The number 
of cases has been the same but the 
amounts have increased.” 


Ohio State Life Gains 


The Ohio State Life now has more 
than $300,000,000 of insurance in force. 
The gain of insurance in force in first 
nine months of this year was $15,300,000. 
A substantial gain in accident and health 
insurance was also noted. 

The company has established a new 
general agency in Evansville, Ind., with 
Robert F. Lutz as general agent and in 
Winston-Salem, N. C., with Richard T. 


3rinkley as general agent. 

















MORGAN O. DOOLITTLE, 
President 








EMPIRE CAN FURNISH YOU-- 


the tools to do a completely efficient job for your clients. For 
example — EMPIRE’S NEW LOW RATE MORTGAGE 
CANCELLATION POLICY — guarantees a family’s stay 


in their home, while the mortgage moves out! 

If you are considering a General Agency, and are interested 

in territory in New York, Ohio or Virginia, write to: 

Write in confidence to: 
OR 

EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 























DOUGLAS S. FELT, 
Director of Agencies 
























YOU'RE HEADING 


IN THE 


RIGHT DIRECTION 
WHEN YOU REPRESENT 


Combined Insurance Co. of America 
5316 Sheridan Rd. — Chicago 40, Ill, 













Hearthstone Insurance Co. of Mass, 
395 Commonwealth Ave. — Boston, Mass, 


Combined American Insurance Co, 
2817 Maple Ave. — Dallas, Texas 


First National Casualty Co. 
Fond du Lac, Wisconsin 


COMBINED GROUP 


W. CLEMENT STONE 
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New Berkshire Director 
























C 
JOHN A. COE, JR. 
vi 
John A Coe, Jr., president of Ameri- de 
can Brass Co., Waterbury, Conn., has 7 
been elected a director of the Berkshire : 
Life. Mr. Coe was graduated from Wil- a 
liams College in 1920. He joined Ameri de 
can Brass that year in the casting shop . 
and in 1928 was transferred to the sales z 
department. He is chairman of the S. 
board of Anaconda American Brass, ge 
Ltd., Canadian subsidiary of American 
3rass; director of Anaconda Wire and 
Cable, Southern New England Tele- 
phone Co., Waterbury Savings Bank, a 
Colonial Trust of Waterbury, the Tor- W 
rington Co., Manufacturers Association m 
of Connecticut and Nacional de Cobre S 


of 






Mexico. 
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Virginia General Agent 
For Manhattan Life 


HUGH SAWYER 


Appointment of Hugh Sawyer as gen- 


eral agent in Virginia with offices at One 
North 5th Street, Richmond, has been 
snnounced by Manhattan Life of New 
York. 


Mr. Sawyer has a broad background 
of experience in life insurance, having 
entered the business in 1946. A graduate 
of the U. S. Military Academy, he served 


as an ofiicer in the regular Army from 
1937 until his resignation in 1946. He 
holds the rank of colonel in the Air 


Force Reserve. 





Richard E. Vernor Now on 
Washington, D. C. ALC Staff 


Richard E. Vernor, former adjudicator 
for Veterans Administration and assis- 
tant law revision counsel to the Judiciary 
Committee of House of Representatives, 
is joining Washington staff of American 
Life Convention. He also was formerly 
a staff member of Rubber Manufactur- 
ers Association. He will serve ALC’s 
Washington office as attorney. As a 
member of the Rubber Manufacturers 
Association staff his work included 
Government relations with Congress and 
its committees, liaison with administra- 
tive departments and agencies of the 
Government. 

A graduate of University of Oklahoma 
and George W ashington University’s 
law school he was in the Marine Corps 
in World War II as a lieutenant in the 
Naval Reserve. 





FRANK L. SHORING PROMOTED 


Columbian Nat.’1| V.P. and Group Man- 
ager, Succeeding C. Paul Barry Made 

_ San Francisco Gen. Agent 

Frank L. Shoring has been elected 
vice president and manager of the Group 
department, Pac 9 in National Life. He 
has been successively editor of the com- 
pany’s field publication, sales promotion 
Manager and director of field services, 
assistant manager of agencies and claim 
department manager. He succeeds C. 
raul a as Group department man- 
ager, Barry resigned that post and 
a vice pate a in order to reside in 
Sin Francisco where he will become 
general agent for Columbian National. 








ELMIRA ASSN. SPEAKER 
Robert Kroemer of Rochester, N. Y., 
addressed the Elmira, N. Y. Life U nder- 
Writers Association at a recent luncheon 
meeting. Mr. Kroemer is a representa- 


lve of the Equitable Life Assurance 
Society, 





Guardian Life to Have Own 
Agency Bldg. in San Diego 

The Guardian Life has announced 
plans for its first company-owned agency 
office building. It will be erected in 
San Diego, Calif. The cornerstone for 
the new structure will be laid today 
by John L. Cameron, vice president 
of the company, who will be visiting 
agencies on the Pacific Coast after 
attending the annual meeting in Los An- 
geles of the Mortgage Bankers Associa- 
tion of America. 

Following the ceremony at which lo- 

cal public officials will participate, a 
formal luncheon will be held at the Kana 
Kai Club with many of San Diego’s top 
business and professional people in at- 
tendance. 

The two-story contemporary commer- 
cial building designed by the architec- 
tural firm of Skidmore, Owings & Mer- 
rill, is expected to be completed by 
March 1, 1956. It will include parking 
facilities and will feature a 36-inch diam- 
eter palm tree located in one corner of 
the property. The structure itself will 
consist of a unique combination of tilt- 
up concrete frames and bearing brick 
walls, inter-related for economy plus 
utility. Plans are for the company’s San 
Diego agency to occupy one floor with 
the other rented. 

Manager of the company’s San Diego 
office is Donald R. Campbell who or 
led the agency to become the company’ 
fourth largest producer in life so fe 
in 1955. 

James A McLain, president of the 
Guardian, has stated this may be the 
first in a series of new buildings to help 
house the company’s expanding agency 
operations. It is felt that company- 
owned buildings outside congested mid- 
city areas, will prove more economical 
than renting agency office space. 

Othérs from the Guardian attending 
the ceremoney will be Gordon F. Can- 
telon, agency director for the Pacific 
Coast, will serve as toastmaster at the 
luncheon, Mortgage Secretary Peter V. 
Cloke and Assistant Mortgage Secretary 
Donald M. Goodyear. 





U. S. Life Conference 


James Harte Levenson, counsel for 
Robinson Brothers, New York, ad- 


dressed more than 150 insurance agents 
and brokers on the problems of estate 
clearance. The conference on tax plan- 
ning and sales development, sponsored 
by United States Life, was held at the 
Barbizon-Plaza Hotel, New York, Octo- 
ber 27. Mr. Levenson lectured on prob- 
lems that confront a family when one 
member leaves an estate which is tax- 
able. 

Mr. Levenson is a 
of law at Pace College. He has, in addi- 
tion to his law practice, done consider- 
able lecturing before various professional 
groups and has written numerous articles 
on taxation, life insurance and estate 
planning. 


former instructor 


Some Factors Making 
Tomorrow’s Markets 

EXPANDING USE OF CREDIT 

A. W. Gilbart of Equitable Society 


Addresses Porcelain Enamel Insti- 


tute at White Sulphur 








Money and credit, human needs and 
desires are primary activating forces 
representing a dynamic team of incal- 
culable strength and the manner in 
which they are harnessed and controlled 
will determine the size and scope of to- 
morrow’s markets. Arthur W. Gilbart, 
second vice president of Equitable So- 
ciety, told the Porcelain F>mel Insti- 
tute meeting at White Sulphur Springs 
last week. 

“A rising tide of population and the 
growing capacity of industry insure an 
abundance of buyers and a plentiful sun- 
ply of goods in tomorrow’s markets,” 
said Mr. Gilbert, “and the continuing 
evolution in distribution methods will 
bring buyer and seller together on an 
efficient basis. Funds supplied by insur- 
ance companies, banks and other finan- 
cial institutions have played an impor- 
tant part in supporting expenditures for 
new manufacturing plant and equipment 
and for new distribution facilities aggre- 
gating $230 billion during the past ten 
years. The demonstrated and successful 
use of credit to finance this outstanding 
industrial growth augurs well for the 
continued availability of adequate funds 
for tomorrow’s production. 


Personal Debt Now $120 Billion 


“The people of this country are now 
personally indebted to the extent of 
$120 billion of which $85 billion repre- 


sents home mortgages and the balance ~ 


installment financing of automobiles and 
other consumers’ goods, personal loans 
and charge account balances. This total 
is, of course, an all-time high for our 
economy. Is this good or is it bad? Does 
it mean that we have now found the 
magic key for continuously expanding 
our markets or does it mean that we are 
about to exhaust our credit resources 
with the prospect of a substantial de- 
cline in the amount of credit extended 
and, of course, in the amount of goods 
sold. I frankly do not know nor does 
anyone else, expert opinion on both sides 
of the question to the contrary. 

Citing the change in the attitude of 
the lender such as the bank, insurance 
company and finance company, Mr. Gil- 
bart said: 

“Thirty years ago these lenders did 
not know how to deal with the individ- 
ual. Thev were unable to equate human 


values. They looked primarily to se- 
curity. Repayment terms were geared 
to the desire of the lender to have his 


money back as soon as possible and not 
to the ability of the borrower to repay. 
The small man of modest means was 
often discouraged from borrowing sim- 
ply because the size of his transaction 
was inadequate to reward the lender 
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We Take Pleasure In Announcing That 
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with a profit. Today we have an en 
tirely different picture. The lender 
stresses human values, although — the 


matter of security is not overlooked. Re 
payments are now a tunction ot the 
ability to pay. When 20 and 25 year 
home mortgages were first introduced 
there were shivers of apprehension 
among conservative mortgage lenders 
But we have seen, although I must ad 
mit our experience is not complete, that 
mortgage repayments that parallel an 
individual’s capacity to earn result in a 
much sounder mortgage structure than 
repayments in lump sums at the end of 
relatively short terms. No longer is the 
small man ignored. In fact, it must be 
obvious to all of us that he is one ot 
the most eagerly sought after persons 
today.” 


American United Appoints 


Foreman Agency Manager 
Harry V. Foreman, president of Indi- 
ana State Association of Life Under- 
writers, has been appointed American 
United Life agency manager in Kokomo. 
National committeeman and twice pres- 
ident of the Kokomo Association of Life 
Underwriters, he now serves on the 
board of directors of the organization. 
Mr. Foreman attended the Purdue Life 
Insurance Marketing Institute, graduat 


ing in 1950 with honors as_ president 
of the class. He also attended the Mar 
keting Institute on Advanced Life Un- 


derwriting. 


Provident Mutual School 


A business insurance school of Provi 
dent Mutual Life of Philadelphia was 
held at the company’s home office during 
the week of October 17 to 21. This 
week-long school was attended by 13 
representatives from various agencies 
across the country. During a series of 
lectures and seminars, intensive study 
was devoted to programming of partner 
ship, corporation and sole proprietorship 


insurance. 
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Split-Funding Gives 
Pension Advantages 


PLANS COMPARED BY J. M. HINES 





Equitable Society Vice President Sees 
Lower Cost, More Guarantees 
Over Fully Trusteed 


There are a number of advantages in 


pension plans, it was 
pointed out by John M. Hines, 


president of Equitable Society, in a talk 


split-funding of 
vice 


before the fall conference of the Council 


on Employe Benefit Plans recently. He 


cited some of the advantages as lower 


guarantees than can be 


fully 


others. 


net cost, more 


provided | trusteed arrange- 


ment and 
“Some 


ya 


insurance companies are re- 


luctant to move from their traditional 
role of insurer into this area,” said 
Mr. Hines. “Banks are often reluctant 
to see a large share of their funds in- 


1 


StOCcKS. 


However, the large 
total results 


vested in 
employer who is looking at 
obligation to, or 


and owes no. special 

admits no pressure from, either a bank 
or an insurance company may welcome 
this approach. It is to be hoped that 


both insurance companies and banks will 
find in split-funding a way of living to 
gether to give pension plans the advan 
tages which each can provide.” 
What Split-Funding Is 
In describing how split-funding works, 
Mr. Hines said: 
‘The method is 
actuarial work may be 
consulting actuary or by the 


simple enough. The 
performed by a 
insurance 


company. The employer puts aside the 
same payments for normal cost and 
amortization of accrued liability which 
he would pay under a trusteed plan. Let 


us say the normal $2,000,000 a 
vear and the employer is paying $1,000,- 
QOO a year toward accrued liability. He 
might put $1,500,000 a year with a cor- 
porate trustee and the other $1,500,000 
with an insurance company under a 
Deposit Administration contract. If the 
employer wants 30% of his funding 
($1,000,000) invested in trus- 
tee would purchase the stocks. 
“Instead of a 50-50% division, the em 
ployer might use a different percentage. 
Hie might even for a time place all the 
employer money for active lives with a 
trustee. Where the plan is contributory, 
the insurance company would ask that 


cost is 


stocks, the 


all the employe money be put in its 
hands so that it can be accountable to 
the employes individually for their con- 
tributions. 

‘As employes retire the entire annuity 


under the plan is purchased under the 
Deposit Administration contract. The 
Insurance company guarantees a con 


servative rate of interest on the deposit 


fund and segregates somewhat more for 
retired lives than an actuary might con- 
sider necessary where no guarantee is 
involved. However, all the money held 
by the insurance company, employe 


money, if any, reserves held for retired 
employes, and employer money in the 
active life fund share in an internal 
accounting which credits the funds with 
the total net rate of earnings on the 
insurance company’s charges the 


assets, 


actual expenses incurred as nearly as a 
cost accounting formula can determine, 
and reflects gain or loss on the actual 
mortality experience of the individual 


employer 


“Thus the employer puts part of his 


money with a trustee to be invested in 
bonds and stocks under his direction, 
and part of his money with an insurance 
company in a sort of mutual fund with 
diversified investment in bonds and 
higher vield investments, primarily mort 
gage loans. My own company’s portfolio 


is not uncharacteristic and will serve to 
illustrate. Our $7,500,000,000 of assets as 
of the end of 1954 were divided as fol 
lows: 

Cash and Treasury Bills......... 1.9% 
U. S. Government Bonds......... 6.2% 
Corporate and Other Bonds.......58.8% 


HINES 


JOHN M. 


Mortgage Loans and Policy Loans 26.9% 
Equities including income-produc- 
real estate, owned transpor- 


ing 

tation equipment, preferred and 

common! SEOCKS: «6.56 ssc5.. 6.2% 

“In other words, one-third of the 
assets are in investments which yield 
higher than bonds. In contrast, a recent 
SEC study on the investment of non- 
insured pension funds showed the fol- 
lowing for 1954 
Cash and Mepositss. ..056s.esace es 2% 
LS, S: Governments, 2.03 6.5205 3.05% 18% 
Gorporate Ss0ndS: 12.50.6552. .2%e500% 53% 
Preferred and Common Stock...... 23% 
(Oiier ASSEtS oss Sou sse eas eoewe 4% 

“The principal held by the trustee 
need never be touched as long as the 


plan continues. It is a characteristic of 
pension funding that for many years the 
current contributions will be used partly 
to provide pensions and partly to pro- 
vide additions to the fund. As the fund 
gradually matures a larger amount of 
current contributions goes to provide 
benefit payments. At that distant point 
of full maturity, all of current contribu- 
tions and all the interest income on the 
fund are required to support benefits. 
The principal of the fund is never used 
except on discontinuance of the plan. 
This is the characteristic which oo 
the use of common stock possible anc 
split- funding practical. 

“Incidentally, if that distant theoretical 
point is ever reached, that is precisely 
where the trusteed method falls down. 
\t that point all the current contribu- 
will be flowing into benefit pav- 
and the trustee can only hold 
the money idle in cash while disbursing 
it through the year. Paid to an insurance 
company, it rests in an everflowing in- 
vestment stream while being disbursed. 


tions 
ments 


Difference Substantial 


the split-funding 
the larger 


advantages of 
substantial for 


‘The 
method can be 
company : 

“Where the plan is contributory, the 
method relieves the employer from re- 
sponsibility for employe contributions. It 
eases the trustee’s investment problem 
with regard to employe’s money. Many 
contributory plans have, through collec- 
tive bargaining or for other reasons, 
been changed to a non-contributory basis 
with refund-of all prior employe con- 
tributions. If trustees realized, as they 
should, that the part of the fund aris- 
ing from employe contributions is po- 
tentially call money at any time, they 
might keep this part of the fund in 
liquid securities despite the effect of 
depressing the total interest yield. Em- 
plove money turned over to an insurance 


company shares in a steady stream of 
high investment yield without loss) of 
liquidity. 

“The split-funding method gives an 


insured annuity to retired employes, 


backed by an insurance company cer- 
tificate. Trust funds normally limit lia- 
bility to the sufficiency of the fund. The 





1 J. C. Curtis Agency Asst. 


At Aetna Home Office 


Appointment of John C. Curtis as 
agency assistant at the Aetna Life has 
been announced. 

Mr. Curtis, who formerly was super- 
visor at the Aetna Life’s Houston gen- 
eral agency, will serve as an instructor 
in the company’s home office life insur- 
ance training schools. 

A graduate of Indiana University, Mr. 
Curtis is an Air Force veteran and was 
engaged in retail sales work before en- 
tering the life insurance business in 
1953 as an Aetna Life representative at 
Houston. He was a charter member of 
the Bellaire Junior Chamber of Com- 
merce and also served as state director. 





guarantee has psy- 
value at all times and very 
real value in event of discontinuance 
of the plan. In these days of sale and 
merger, discontinuance of the plan and 
transfer to another company of obliga- 
tions is always a possibility. The trust 
fund is relieved of obligations to retired 
employes at the time when the insurance 
of the mortality risk becomes more im- 
portant than the investment factor. 
“Most important, split-funding should 
improve the over-all yield of the total 
fund. No idle cash need be held from 
an annual contribution to meet current 
disbursements to pensioners. Stocks may 
be purchased by trusteed funds to the 
percentage of the total fund desired. 
The money held by the insurance com- 
pany will earn more than if invested in 
bonds by the trustee. Insurance compa- 


insurance 
chological 


company 


nies maintain that they earn more on 
bonds than corporate trustees can be- 
cause of the direct placement method 


which is widely used and because their 
contractual obligation (with no one 
looking over the shoulder) as:contrasted 
with the trustee’s fiduciary obligation, 
permits more latitude, imagination and 
courage in the field of bond purchases 

However, assuming the bond yield would 
be the same, the insurance company 
normally has a third or more of its as- 
sets in investments (primarily mortgage 
loans) which over a normal! period pro- 
duce higher than bond yields. Using 
hypothetical average rates of yield which 
are relatively not unreasonable, the point 
can be made clear in the following 
picture. 

“INSURANCE COMPANY Two- 
thirds in bonds at 3%; % in mortgages, 
etc., at 334%. Total average yield, 3.25% 

“TRUST FUND—Two-thirds in bonds 
at 3%; YY in stocks at 5%. Total aver- 
7. yield 3.67%. 

“SPLIT FUND—One-half with insur- 
ance company at 34%; % with trustee— 
chy in bonds at 3%, and V4 in stocks at 

Total average vield 3.79% 

“This illustration assumes net insur- 
ance company yields after investment 
expenses and Federal tax on investment 
income. Incidentally, it is confidently 
expected that the next session of Con- 
gress will en< act a new tax law for insur- 
ance companies which will exempt pen- 
sion funds from the Federal tax on in- 
vestment income. This would add about 
two basis points to the yield. 

“Other insurance company expenses 
involve little duplication under split- 
funding. Administrative chz irges for han- 
dling employe accounts and paying bene- 
fits are probably less with an insurance 
company than through a trustee. Charges 
for actuarial work are not made by the 
insurance company where a consulting 
actuary is engaged. Commission charges 
may be a partial reimbursement to the 


consultant. (Actuarial and commission 
charges normally are not out of line 
with the consultant’s fees where the 
employer prefers to deal directly with 


the insurance company through an in- 
surance agent.) 
“The only significant ‘extra cost’ is 


the premium tax paid by insurance com- 
panies in some states. Some insurance 
companies allocate this charge to the 
contracts in the states which impose the 


tax. Others spread it as an average 
charge to all contracts. The average 
charge represents the equivalent of 


about 0.04% 


compound interest.” 













HEARD On The WAY 








The Washington Post and Times Her. 
ald has named Jack Adams, son of Claris 
Adams, executive vice president, Amer. 





Washington Post Photo 


JACK ADAMS 


can Life Convention, “prep player of the 
for his achievements as tackle on 

Albans football team. 
He is also captain of St. Albans track 
team and goalie on the soccer team 
which won the Washington metropolitan 
championship. Jack Adams also has a 
high scholastic rating. moving 
to Washington he was a member oi 
teams at Western Reserve Academy in 
Ohio and Bexley High School, Colum- 
bus. 


week” 
the ‘St. 


school’s 


3efore 


Uncle Francis. 


“BINDING RECEIPT” BOOKLET 


Monograph Published by _ Insurance 
Advocate; William MHarmelin and 
Donald D. Ryan Authors 
A monograph has just been published 
by the Insurance Advocate that provides 
up-to-date, factual information about 
the “binding receipt,” based upon a 
survey of life insurance companies on 
their current practices and experience 
with it. “The Dilemma of the Binding 
Receipt” by William Harmelin, field 
supervisor of the Harmelin Agency, 
New York, and Donald D. Ryan, life 
editor of the Insurance Advocate, de- 
scribes the three principal types ol 
“binding receipts” in use today. It lists 
many of the companies now using each 


type of receipt. Also the rate “uncon- 
ditional” type of receipt, and the only 
two companies that are using it suc- 
cessfully today. 


The monograph, which originally ap- 
peared as a series of special articles in 
the Insurance Advocate, gives many ac- 
tual case histories from the life insur- 
ance company files, where many thou- 
sands of dollars were paid out in bene- 
fits solely because the protection was 
placed in force by the “binding receipt. 
In many of these cases, policies had not 
even been issued iy the companies. The 
material in this booklet has already been 
used successfully by one of the authors 
to convince prospects of the importance 
of “binding a company” on the risk by 
paying cash with the application. 

Copies of the monograph may b 
tained in quantity for distribution by 
writing to the Insurance Advocate, 135 
William Street, New York 38, N. ¥ 
Prices are: single copy 30 cents; ten oF 
more 25 cents each; 50 or more 20 cents 
each. 
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Pension Fund Views 
Before NAIC Meeting 


PROGRESS AS TO STATE LAWS 


issioners’ Subcommittee Gets In- 
mage oro Attitude on Welfare 
Plans and Funds 


Chicago — Fundamental questions on 
commercial pension funds and trusteed 
welfare plans were discussed at length 
Monday afternoon at Chicago by indus- 
try people and Commissioners at a 
meeting of an NAIC subcommittee 
headed by Joseph A. Navarre of Michi- 
gan. While definitive proposals were not 
forthcoming, the conferees came to close 
grip with the complex issues involved 
and it is a safe guess that future de- 
liberations will be increasingly fruitful 
and pointed. } 

Commissioners present included Holz 
and Deputy Superintendent Wikler of 
New York; Sullivan, Kansas; Gillooly, 
West Virginia; Bisson, Rhode Island, 
and McConnell of California. 

Robert Crichton presented a study in 
behalf of ALC and LIAA as background 
information. This contained the six-point 
program of the two organizations. 


Industry’s Program 


1, Any position taken by the life 
insurance business on union welfare 
fund legislation should be based on the 
assumption that passage of Federal 
legislation of some type is quite likely. 
2. Any Federal legislation in this field 
should be of the type which would ac- 
complish its purposes through an amend- 
ment to the Taft-Hartley Act, and 
should be limited to provision for dis- 
closure along the lines of the Gwinn 
bill (H.R. 9705). 

3. If there is to be legislation going 
beyond provision for disclosure, it should 
be at the state level. Regulatory legis- 
lation at the Federal level should be 
opposed. 

4. The life insurance business should 
indicate a willingness to cooperate with 
any state department preparing drafts 
of state legislation, in an effort to set 
an acceptable pattern both for disclosure 
and regulatory type bills. 

5. The question of what department 
of state government should be given 
any authority created through state 
legislation should be left open, at least 
ior the time being. Such authority might 
be split between two or more state de- 
partments, according to the subject mat- 
ter involved. 

6. All legislation at the Federal level 
should apply only to joint trusteed union 
welfare plans. For this purpose, joint 
trusteed union welfare plans include only 
plans where both labor and management 
are separately represented by their re- 
spective trustees, and do not include 
other types of trusteed plans even 
though they may be collectively bar- 
gained for, 

There was much discussion of what 
State legislation if any would be indi- 
cated if the Gwinn bill should be enacted 
by Congress. There was even greater 
and more searching discussion of the 
underlying question of what ought to 
be done in the way of giving the bene- 
iciaries of uninsured plans the protec- 
tion of the minimum standards which 
beneficiaries of insured plans enjoy. 
Also, how the premium tax should fall. 
Before too long it is likely the spokes- 
men tor conflicting attitudes will be 
Meeting face to face. There will be 


ro debate with positive proposals at 
Nand, 





Met Buys Ottawa Buildings 
Ottawa—The Orme and Brock build- 
ings, which have a frontage of about 100 
‘eet on Wellington Street facing Can- 
ada’s Parliament buildings, are reported 
io fave been bought by Metropolitan 
lle, which has its Canadian head office 
immediately next to these two buildings. 
.' IS understood that the price involved 


's about $400,000 


Arthur H. Challis Retires; 
Succeeded by D. N. Mason, Jr. 


Arthur H. Challis, general agent for 
Massachusetts Mutual Life at Seattle, 
has retired. Succeeding him is Dwight 
N. Mason, Jr., who has been assistant 
general agent since November, 1951. 

Mr. Challis, who will be general agent 
emeritus, has spent more than 41 years 
with Massachusetts Mutual, 33 of them 
in Seattle. An alumnus of Cornell Uni- 


versity, he became general agent in 
Seattle in 1922 after eight years as co- 


general agent at Peoria. He is well 
known as author of many articles on 
life insurance, and has issued a booklet, 
“Right Here in Washington,” concern- 
ing the local human interest application 
of insurance. 

Mr. Mason is a graduate of the Uni- 
versity of Montana and joined Massa- 
chusetts Mutual in 1945 as a represen- 
tative in Seattle. In 1948 he became 
district manager at Tacoma. He is a 
member of the Seattle Life Managers 
Association and the Seattle Life Under- 
writers Association. Before entering the 
life insurance field he spent six years 
with the U. S. Forest Service and four 
at a Pacific Coast shipyard. 


Makes Ad Agency Change 


Hartford, Nov. 1—Wilson, Haight, 
Welch & Grover, Inc., Hartford 
New York advertising agency, has re- 
signed the advertising account of the 
Security Insurance Co. of New Haven 
effective 


and 


made 
the 
Security of a life insurance subsidiary 
whose advertising activities will be in- 
tegrated with those of the fire and 
casualty insurance operation. The agency 
has handled the advertising of the Con- 
necticut Mutual Life for nearly 15 years. 


December 31. This was 


necessary by the organization by 





UNDERWRITERS... 


lke olkelaF 


Underwrifell i 
. obligation for fe 
to be distributed fo pi 


Your client signs a note for the total amount of 
his annual premiums plus a small additional charge. 


The Chase Manhattan pays your client's premiums for 
a full year in advance. (You collect full commission 
immediately.) 


Your client repays the Chase Manhattan in 
convenient instalments over a period of one year. 
In many instances your client saves money under 


The Chase Manhattan provides life insurance without 
cost to your client covering unpaid balance of 
e his note up to $5,000. 











literature 


Call “instalment Credit Division” 
HAnover 2-6000, Ext. 2604 


THE CHASE MANHATTAN BANK 


is without 
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ASS’N INSURANCE SECTION 


The insurance section of American 
largest 
divisions of ABA 


attended. 


Bar Association is one of the 


and most important 


and one of the most largely 
The purpose of the section is to promote 
the development of insurance law in all 
of its branches—and they are many; to 
promote uniformity and intelligent inter- 
pretation of insurance law as well as to 
simplify and improve the application of 
this field. In 


objectives the insurance 


justice in reflecting these 


section always 
has in mind contemplation of the broad 
latitude of insurance law and its relations 
with the complexities of the business, 
social and_ political community. 

The section has regional meetings and 
the one in New 
held on November 30 will present a trial 
Federal 


moderator with speakers discussing such 


Orleans which will be 


practice panel with a judge as 


subjects as “marshalling of evidence,” 
“combating the use of demonstrative evi- 
trial.” 


section 


dence” and “final preparation for 

Participation by the insurance 
at the regional meetings has emphasized 
egal-medical discussions and trial tactics 


panels. In the presentation of such ma- 


ria 


1 
| 
CTl 


ompletely objective presentation 


l 
made, the goal being to instruct the 
trial attorney as to correct procedure in 
the presentation of medical evidence and 
cequaint him with the clinical steps 
physicians to arrive at medical 
mclusions 

At the New 
vill be presented by 


Chicago who 


regional a 
Wyatt 


reconstruct the 


Orleans paper 


Jacobs of 


will facts 


and circumstances of an automobile acci 


dent. The example will be a true case 


ond Mr. Jacobs will use motion pictures, 
photographs and charts 
ATOMIC ENERGY CONVENTION 


One of the most important conven 


tions which the National Industrial Con- 
ference Board has yet had (an organiza 


tion in which a large number of insur- 


hold membership), has 


Waldorf-Astoria 


companies 
held at the 


ance 


just been 


Hotel New York. Every paper deliv- 
ered at this convention had some bear- 
ing on atomic energy and the speakers 
came from a number of nations. 

One of the most interesting papers 
was that delivered by James D. Harlow, 
Philadelphia topic 
“Current Outlook on Nuclear Power 
Costs.” Along with the Atomic Energy 

and manufacturers 
Electric is devoting 
money to de- 


Electric Co., whose 


was 
Commission various 
the Philadelphia 
considerable effort and 
velop nuclear power for central stations 
and in the long run it expects to reduce 
materially the cost of power generation. 
At the same time fossil fuels will be con- 
served. 

J. Barton Hoag, 
School of Nuclear Science and Engineer- 
progress 


associate director, 


ing discussed the educational 
now in the colleges and national labora- 
tories of the United States. He ex- 
types of American and for- 
eign students of the subject and showed 
his school’s extensive experimental fa- 
slides. 


plained the 


cilities with General opinion of 
was that present processing 
that further 


uranium reac- 


the speakers 


costs will down and 


come 
improvements in natural 


tors will result from additional develop- 


ment. 


Forest A. Heath, vice president of J. S. 
Frelinghuvsen Corn, New York insur- 
ance brokers, has been appointed chair- 
mona of the YMCA find-raising cam- 

New York Citv. The iat of 
the campaign is to raise $600,000, the 
campaign running until January 31, 1956. 
The organization has 18 branches in 
Manhattan, the Bronx and Staten Island. 

* * * 


paion mm 


Richard K. Langan, head of his own 


agency in Louisville, Ky., formed iust 
a few months ago after vears as a field 
man for Great American, has become 
one of those rare golfing individuals to 


shoot a hole in one. It was the second 
he shot in two months at the River 
Road Country Club, one of his exhibi- 
tions having been at 100 yards, the other 
at 120 yards. 

* * * 

Morrow G. Campbell has become as- 
sociated with Stokes Packard & Smith, 
Inc. of Philadelphia, as manager of their 
marine and insurance department. 


HavLey, Vice President 


























































The above picture is of executive board of National Association of Insurance 


Women 


Brown, Griffith, Ind., 
president; Elizabeth DeCesari, 
second vice president; Doris Platt, 
Lavin, St. Louis, former president. 

Standing: 
ington, D. C.; Myrle Woods, 
Bagger, Des Moines; Peggy Phillips, 
Ruth Wade, Phoenix, Ariz. 


ty, BN. 3, 
Pittman, N. 


taken while they were attending mid-year board meeting in St. Louis. 
Seated, L. to R., are Marion Walker, San Francisco, treasurer of NAIW; 
recording secretary; Betty Hirst, Columbia, 
Woodley, 


Mary 
Sha oe first vice 
Frances Runk, Houston, 
J., corresponding secretary; Kay 


president; : 


Regional directors Ada MacGregor, New York; Nellie Casey, Wash- 
Jacksonville, Fla. ; 
Dallas; Roberta 


Clare McKnight, Detroit; 


Betty 
Moore, Hutchinson, 


Kan.; 





Lester C. Lockwood, Jr., who has re- 
signed as secretary and counsel of the 
Railroad Insurance Association in New 
York City, has joined Milton B. Ignatius 
at 150 Broadway, in the general practice 
of. law. Mr. Lockwood, well known in 
the New York area, started in insurance 
in 1932 after graduation from Colgate 
University and was admitted to the bar 
in 1935. He served with the law firm of 
Badger & Lockwood until 1941 and then 
spent several years in the Air Force, 
leaving in 1946 as a major. In that year 
he became associated with the Railroad 
Insurance Association. Mr. Lockwood is 
an officer of New York City Pond of 
the Blue Goose and a member of the 
Loss Executives Association and the 
Recovery Men’s Forum. 


* * * 


Henry E. Niles, executive vice presi- 
dent, Baltimore Life, has been appointed 
chairman of the mayor’s advisory coun- 
cil to the Health Bureau of Baltimore 
city health department. The “Baltimore 
Plan” of housing law enforcement has 
attracted nationwide attention as a 
means of neighborhood rehabilitation and 
a weapon against slums. Widely known 
as an authority on management, Mr. 
Niles is a former vice president of Amer- 
ican Management Association and has 
undertaken a number of assignments at 
the request of the Federal Government. 
including one year as deputy director of 
the U. S. Technicz! Cooperation Mis- 
sion to India. 

* * * 


H. Bruce 


Benefit Life, 


Palm>r, president, Mutual 
Newark, addressed the Oak 
Ridge, Tenn. Rotary Club last week. 
Mutnal Benefit Life was instrumental 
in financing the new multimillion dollar 
shopping center opened there last month. 


* * * 


Fred A. Ditmars, Massachusetts Mu- 
tual Life, Newark, has been elected to 
the »dvisory committee of the Fairleigh 
Dickinson College Tax Institute. This 
committee is selected from nominations 
made by various legal, accounting and 
fiduciary organizations, and Mr. Ditmars 
was nominated by the New Jersey Asso- 
ciation of Life Underwriters. 


Harry R. Kendall, co-chairman of 
Washington National Insurance Co, 


Evanston, Ill., has been made a 33rd 
degree Mason, the highest such honor 
in the order. Selection was made by the 
Supreme Council of the 33rd Degree, 
Southern Jurisdiction, Scottish Rite of 
Freemasonry, which met in Washington. 
Awarding of the honorary degree to 
Mr. Kendall highlights an active career 
in Masonry since 1898. He organized 
Shibboleth Lodge No. 750, F. & A. M. 
in 1903; and in 1952, the name of this 
lodge was changed to the Harry R. 
Kendall Lodge. Other Masonic _affilia- 
tions include: founder and first High 
Priest of Highland Chapter No. 150, 
R. A. M.; member Louisville Demolay 
Commandery No. 12, Knights Templar; 
member Kosair Temple, AAONMS; 
honorary member board of directors 
Masonic Widows and Orphans Home; 
emeritus member finance committee 
Grand Lodge of Kentucky. 


HARRY R. KENDALL 
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Lunch to Visiting Germans 


A group of Germans making a tour of 
the United States studying American 
management systems were guests at a 
luncheon given in October at the Illinois 
Athletic Club, Chicago. Also at the 
luncheon were some Americans who are 
specialists in foreign risk insurance. The 
Americans are members of the executive 
committee of National Insurance Buyers 
Association. Both groups later attended 
the semi-annual insurance conference of 
American Management Association in 
Chicago. 

The affair at the Illinois Athletic Club 
was given by American International 
Underwriters. Among the guests from 
Germany was Dr. H. H. Koch of Bonn, 
general manager of an _ organization 
many of whose interests and activities 
parallel those of National Insurance 
Buyers Association. Dr. Koch is also 
adviser on insurance matters to the 
Bundestag, German equivalent of the 
United States House of Representatives. 

Among other guests were Dr. Hans J. 
Enge, manager of the insurance depart- 
ment of Margarine Union A. G., Ham- 
burg; J. H. Froehlich, board chairman, 
Fire Damage Association for Rhine; 
Dr. Horst Keller of Duesseldorf; Helmut 
Croissant, Hamburg insurance broker; 
Dr. Klarr, manager of insurance division, 
Federation of German Industries. Also 
present were Dr. H. G. M. Schram, vice 
president of the drug and chemical divi- 
sion of the former I. G. Farben cartel, 
and Dr. H. E. G. Pinckernelle, a director 
of a heavy machinery plant. 

Among those in the National Insur- 
ance Buyers’ Group were B. E. Kelley, 
president of NIBA; H. Stanley Good- 
win, insurance manager. McKesson & 
Robbins, Inc.; Frasier S. Wilson, insur- 
ance manager, United Air Lines, Chi- 
cago; Edward L. Dillworth, insurance 
manager, Lever Brothers, New York; 
B. A. Olarich, treasurer, Abbott Labora- 
tories International Co., Chicago; Joseph 
£ Parrett, insurance manager, the Car- 
nation Co., Los Angeles; R. F. Boettcher, 
Insurance manager, Geo. A. Hormel & 
Co, meat packers, of Austin, Minn.; 
W.E. Klem, insurance manager, Schlum- 
oo Well Surveying Corp., Houston, 
ex. 

The German guests met the top 
American International Underwriters of- 
cials in New York later. Representing 
the AIU and its affiliates were Tord M. 
Ringdah! of Frankfort, regional vice 
president for northern Europe; Leonard 
1. Collier, New York, vice president; 
George W. Lutton, Chicago, midwest 
Manager; J. Donald Aldinger, manager 
in Detroit, and Winthrop Clement, New 
York, public relations manager. 


* * * 


Dr. Hurd C. Willett, Meteorologist 


Dr. Hurd C. Willett, whose compre- 
hensive study just published of the 
‘ropical hurricanes which have caused 
such heavy loss to insurance companies 
in Atlantic and Gulf coast areas, is a 








meteorolgist of considerable distinction. 
A professor of meteorology of Massa- 
chusetts Institute of Technology, his 
study was undertaken at the request of 
Inter-Regional Insurance Conference of 
New York. 

A Princeton graduate of 1924 Dr. Wil- 
lett was an observer and_ assistant 
meteorologist of the U. S. Weather 
Bureau in Washington, D. C., until 1929 
when he received his Ph.D. from George 
Washington University. Since 1929 he 
has been with M.I.T. During 1939-45 he 
also lectured on his specialty at Har- 
vard University. 

Since 1936 Dr. Willett has been con- 
tinuously active in research on problems 
of the general circulation of the at- 
mosphere, of climatic change both short 
and long term, and of long-range weather 
forecasting. That research has been sup- 
ported at various times by the Bureau 
of Agricultural Economics, the Weather 
Bureau and the National Defense agen- 
cies as well as M.I.T. Also, he has been 
an expert consultant to the National 
Military Establishment, Research and 
Development Board. Currently, it is 
understood that his services are sought 
by the U. S. Weather Bureau in the 
field of long term climate in connection 
with the comprehensive hurricane re- 
search program to be undertaken by the 
Bureau. He has made many contribu- 
tions to journals of meteorology and 
related fields. 

Dr. Willett belongs to the American 
Meteorological Society, Royal Meteoro- 
logical Society of London and American 
Geo-Physical Union. 


* ok * 


Mabel Parrell to Retire 


After 14 years with the New York 
State Insurance Department, Mabel 
Neilson Parrell, its chief clerk, will re- 
tire December 1. Her present and some 
former associates in the Department will 
be hosts at a dinner to her in Belmont- 
Plaza Hotel, November 21, to express 
“our high regard and esteem for her.” 
Chairman of the dinner committee is 
Andre F. Pouy, principal examiner at 
the Department. Mrs. Parrell is also 
secretary of the Insurance Examiners 
Traveling Fund and is on the board of 
the State Employes Federal Credit 
Union. 

As chief clerk Mrs. Parrell is in 
charge of personnel and supervises the 
clerical pool for hiring stenographers, 
typists and clerks. At the present time 
there are 35 stenographers and typists in 
the New York office of the Department. 

Mrs. Parrell joined the Department 
after leaving high school. It was during 
a period of great excitement in the De- 
partment the rafters of which were still 
shivering from the impact of the Arm- 
strong committee of the New York State 
legislature which investigated life insur- 
ance, a job done in such a_ thorough 
manner that eventually the Governor’s 
chair at Albany was occupied by an al- 
most hitherto unknown young lawyer 
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with a red beard, an icy interrogator of 
current insurance officials whose name 
was Charles E. Hughes. He had con- 
ducted the investigation. 

Otto Kelsey was New York State In- 
surance Superintendent when Mabel 
Neilson got her job there. Department’s 
personnel at the time consisted of eight 
persons: the Superintendent, the Deputy 
Superintendent, a stenographer, an office 
boy and eight examiners. 

The entire situation changed when 
William H. Hotchkiss, a New York law- 
yer, came in as Superintendent, one of 
the finest appointments made by Gov- 
ernor Hughes. Hotchkiss soon became 
a leader in state supervision, who built 
up a great reputation with all of the 
state departments. After leaving the 
Department he re-entered the practice 
of law, many of his clients being foreign 
fire insurance companies doing business 
in this country. 

“Another result of the investigation,” 
said Mrs. Parrell to the writer, “was the 
establishment by the Department of an 
audit bureau with Joseph H. Woodward 
in charge as auditor and actuary. Later, 
he became actuary of the State Insur- 
ance Fund and finally a general agent of 
Connecticut General Life in New York 
City. Number of clerks increased and I 
was made head stenographer. For years 
the Albany office was headed by Harry 
D. Appleton, who became the outstand- 
ing Deputy Insurance Superintendent in 
America. One of the most amiable of 
individuals, exceedingly popular at con- 
ventions of Commissioners, Harry Apple- 
ton was a brilliant figure exerting a 
tremendous amount of influence on all 
the states. And, speaking of how the 
Department has grown there are now 
more than 200 examiners in the New 
York office alone.” 

In the nearly half a century she has 
been with the Department, Mrs. Parrell 
has worked under many Superintend- 
ents, some of the noted ones being 
Tesse, S. Phillips, George S. Van 
Schaick, Albert Conway, Louis H. Pink, 
James A. Beha, Colonel Francis Stod- 
dard, Robert E. Dineen and Alfred Boh- 
linger. 

Asked by the writer if she cared to 
discuss any of these Superintendents, 
she said: 

“There was a considerable difference 
in their personalities, each having his 
strong points. A common denominator 
was evident in all of the New York Su- 
perintendents. It was their paramount 
interest in protecting the public. During 
my career here I have also served un- 
der a large number of Deputy Superin- 
tendents who were unusually able execu- 
tives. Of these, I was particularly fond of 
Harry D. Appleton, head of the Albany 
office for so many years.” 


William Woodward, Jr., Dies 

William Woodward, jr., banker, sports- 
man and owner of the thoroughbred 
racer, Nashua, who died this week, was 
a director of many corporations which 
included the Continental Insurance Co., 
Hanover Bank, and United Shoe Ma- 
chinery Co. He was also a member of 
the board of governors of New York 


. Hospital, and belonged to several of the 


most famous clubs in New York; 

Knickerbocker, Piping Rock, Brook, 

Racquet & Tennis and Meadow Brook. 
* * Ok 


Accountants Hear Lafrentz 


Arthur F. Lafrentz, chairman of 
American Surety and a partner in F, 

’. Lafrentz & Co., nationally known 
accounting company, spoke on “Mutual 
Benefits to Accountants and Surety 
Company Executives Through Coopera- 
tion” at the 68th annual meeting of the 
American Institute of Accountants in 
Washington, D. C., October 23-27. More 
than 2,000 CPA’s and guests from all 
parts of the United States attended. 

During World War I Mr. Lafrentz 
was on the War Credits Board in Wash- 
ington. He is a director of Guardian 
Life, Greenwich Savings Bank, Insur- 
ance Society of New York, Inc., Surety 
Association of America, Lincoln Educa- 
tion Foundation, Inc., and Lincoln Me- 
morial University. He is also a director 
of the Greenwich Hospital Association, 
Greenwich, Conn. 

os aa 


Ballinger Heads New Atomic 
Energy Department 

John S. Sinclair, president of the Na- 
tional Industrial Conference Board, an- 
nounces the appointment of R. Maxil 
Ballinger as head of the Board’s newly- 
formed Industrial Atomic Energy De- 
partment 

The Industrial Atomic Energy Council 
is composed of leaders in the atornic 
energy field. The first meeting of the 
council was held in conjunction with the 
Board’s Fourth Annual “Atomic Energy 
in Industry” Conference recently held at 
the Waldorf-Astoria. 

The Conference Board, founded in 
1916, is an independent and nonprofit in- 
stitution for business and industrial fact 
finding through scientific research. In 
terms of everyday usefulness, the Board 
is a source of facts and figures bearing 
on all aspects of economic life and busi- 
ness operation. The work of the Board 
is made possible through the support of 
more than 3,400 subscribing associates 
including business organizations, trade 
associations, government bureaus, labor 
unions, libraries, individuals, and col- 
leges and universities. 
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NYFIRO, Allstate 
Appeal Rate Ruling 


ON FIRE DWELLING POLICIES 





Rating Body Contends Allstate Rates 
“Inadequate”; Company Seeks Filing 
Granted in Prior Approval 





The New York Fire Insurance Rating 
Organization and the Allstate Insurance 
Co., this week filed appeals from the 
July decision of New York Insurance 
Superintendent Leffert Holz, which 
granted Allstate the right to issue dwell- 
ing class policies at rates approximately 
15% charged by other 
insurance companies. Prior to this rul- 
ing, Allstate’s rates were at a level of 
approximately 20% below other compa- 


below those 


nies. 

In its statement, NYFIRO said it feels 
“aggrieved” by the new filing with re- 
spect to a number of points, among 
which are “that Allstate is issuing poli- 
cies in the dweHing house class at in- 
adequate rates.” The rating organiza- 
tion further stated: 

“The report of the Insurance Depart- 
ment for the year 1954 indicates that 
Allstate transacted its 1954 fire business 
countrywide on the basis of expenses 
(adjusted) of 84.4% and losses incurred 
to earned premiums of 37.8%, and a net 
loss (adjusted) of 22.2%. NYFIRO con- 
tends that Allstate rates are in violation 
of law and that Allstate is entitled to no 
cut in rates on the basis of its experi- 
ence in the fire insurance business.” 


Allstate Files Appeal 


\llstate filed its notice of appeal with 
the Appellate Division of the Supreme 
Court of New York, Monday, October 
31. Henry S. Moser, vice president and 
general counsel, in announcing the de- 
cision to appeal stated: 

“Although reluctant to question the 
decision of the Superintendent, a review 
of the evidence we presented in support 
of our filing convinces us that we can 
write residential fire insurance in New 
York at this greater saving for our 
policyholders. We feel that in fairness 
to our policyholders we must take this 
step and seek rates in accordance with 
those granted in a prior approval by the 
New York Department of Insurance. 

“Allstate is selling automobile and 
comprehensive personal liability insur- 
ance throughout the United States and 
Canada at rates which average approxi- 
mately 20% below those of the so-called 
bureau companies and our fire insur- 
ance, according similar savings has been 
approved in more than 30 states.” 

Mr. Moser pointed out that the trend 
of experience in the residential fire in- 
surance line has been generally favor- 
able in contrast to that of the automo- 
bile. He explained: 

“In view of the good experience and 
the prevailing practice of many fire in- 
surance companies to pay substantially 
greater commissions to their brokers 
and agents on residential fire insurance 
policies than they pay on auto policies, 
Allstate’s economies of operation enable 
it to save 20% for its fire insurance 
policyholders.” 


“Norbrit Guards” Elect 


H. G. Thomas was elected president 
of the “Norbrit Guards,” 25-year club 
of the North British Group, at its an- 
nual meeting held recently. Other offi- 
elected were: S. J. i 


cers, _J. Currie, vice 
president; Mrs. Antoinette McElroy, 
secretary; Lillian C. Teller, treasurer, 


R. J. Earl and F. W. Young were elected 
to the executive committee. 


Royal Exchange Appoints 
Miller on Pacific Coast 


A joint statement released by Arthur 
Lang, Pacific department manager, and 
W. S. Macy, Los Angeles branch man- 
ager of the Royal Exchange Group, an- 
nounces the appointment of J. Douglas 
Miller as supervisor of the agency and 
bond departments. 

Mr. Miller has broad experience in 
insurance on the coast. In his former 
association he managed the bond de- 
partment and also had general respon- 
sibilities of a productive and underwrit- 
ing nature for other lines of business. 
He is a member of the Surety Under- 
writers of Southern California and is 
active in bonding circles. . 

The Royal Exchange explained the 
appointment as another step in the de- 
velopment of the company’s expansion 
program on the West Coast. 





Home Executive Change 


Kenneth E. Black, president of the 
Home Insurance Co., announces transfer 
of Vice President and Secretary L. 
Vaughan Grady from the company’s 
head office in New York to its Chicago 
office, effective January 1, 1956. Mr. 
Grady will succeed Vice President R. E. 
Minner who was recently transferred to 
the Home’s New York office. 





INVITE PA. ASSN. TO SCRANTON 


The Lackawanna County Association 
of Insurance Agents has invited the 
Pennsylvania Association of Insurance 
Agents to hold its 1957 convention in 
the Scranton, Pa., area. A committee, 
headed by George Ungar, will submit 
several locations with necessary accom- 
modations to the state directors at a 
meeting in Harrisburg. 


Friends Honor Leon A. Watson 


At Brilliant Testimonial Dinne 


Agents’ Leaders, Top Insurance Executives, New Jersey Dept. 
Heads and Many Others Pay Tribute to Retired New 
Jersey Rating Manager at Waldorf-Astoria 


By Epwin N. Eacsr 


Leon A. Watson, who recently retired 
as manager of the Fire Insurance Rat- 
ing Organization of New Jersey after 
a career in rating extending over more 
than four decades, is a man of un- 
usual attainments. Long since recog- 
nized for outstanding professional ac- 
complishments in his field, he has like- 
wise acquired tremendous popularity by 
virtue of his warm personality, the in- 
spiration he has given hundreds of 
young men new to insurance, and his 
thorough and sympathetic understand- 
ing of the problems of companies, pro- 
ducers, the general public, the Insur- 
ance Department and the legislature. 

Therefore, it was less than a surprise 
that over 600 of his friends, within and 
outside of the insurance business, should 
honor Mr. Watson with a magnificent 
testimonial dinner on October 26 in the 
grand ballroom of the Waldorf-Astoria 
Hotel in New York. This attests to the 
continued high position he holds in the 
affections of these friends, for 20 years 
ago, in 1935, he was also honored with 
a large dinner at the Hotel Pennsylvania 
now the Statler—in New York City. On 
each occasion the sponsors included the 
New Jersey Association of Insurance 
Agents and the field clubs of the Garden 
State. 





Leaders in Insurance Attend 


Present at the gala affair last week, 
in addition to Mr. Watson, his wife and 
other members of his immediate family, 
were many top insurance company ex- 
ecutives, past and present leaders of the 
New Jersey agents’ association and field 
clubs, state Insurance Department off- 
cials and representatives of many seg- 





Investment Prospectuses 
Repair Estimates or Bids 
Salesman's Call Reports 
Branch Office Policy Reports 
Accident Reports 
Policyholder's Premium Receipts 
Policyholder's Hospital Bills 
Insurance Policy Endorsements 
Medical Examinations 

And Many, Many Other Copying 
Jobs 
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ments of the insurance industry. They 
all came to show their appreciation gj 
the services rendered by one whom Pag, 
President Frank D. Layton of the Na. 
tional of Hartford, acting as toastmaster 
characterized as a man of “good judg. 
inent, patience, kindness, well-beloyed 
and never false to anyone.” 
_ For the 45 years Mr. Watson has been 
in rating work in New Jersey—33 oj 
which he served as “expert” and subse. 
quently manager of the rating organiza. 
tion— Colonel Layton declared that Mr. 
Watson “carried out well his respons 
bilities to companies, agents and brokers, 
the state government and the public” 
Other well merited tributes were voiced 
by Arthur L. Polley, vice president of 
the Hartford Fire and chairman of the 
governing committee of the FIRON]-. 
Frederick W. Doremus, manager of the 
Eastern Underwriters Association; § 
Gage Lewis, Mr. Watson’s successor as 
general manager of FIRONJ; Charles 
R. Howell, Commissioner of Banking 
and Insurance in New Jersey, and John 
S. Sheiry, president of the New Jersey 
Agents’ Association. : 
The dinner was sponsored by the New 
Jersey Association of Insurance Agents, 
New Jersey Insurance Fieldmen’s Asso- 
ciation and Insurance Field Club oj 
South Jersey. Members of the dinner 
committee responsible for the successful 
banquet were S. S. Holland, chairman; 
Paul Thompson, John D. Sullivan, W. 
E. Cooper, Mr. Lewis, C. Stanley Stults, 
A. George Rohe, Jr., Howard Water- 
house, Alfred C. Sinn, Raymond M. 
Myers, C. Neville Wight, Charles J. Un- 
ger and Jean Ferrari. Mr. Holland is a 
past president of the New Jersey agents’ 
association, 


Those Seated on the Dais 


On the dais, in addition to the speak- 
ers, were Harry W. Miller, U. S. attor- 
ney, Commercial Union, and _ president, 
Eastern Underwriters Association; J]. 
Victor Herd, executive vice president, 
America Fore Group, and president, Na- 
tional Board of Fire Underwriters; Jo- 
seph A. Neumann, immediate past presi- 
dent, National Association of Insurance 
Agents; Lewis A. Vincent, general man- 
ager, National Board of Fire Underwrit- 
ers; Elizabeth De Cesari, president, Na- 
tional Association of Insurance Women; 
George J. Margraff, president, Pennsyl- 
vania Association of Insurance Agents; 
G. Edward Nichols, first vice president, 
National Association of Insurance Bro- 
kers; Howard L. Waterhouse, president, 
New Jersey Insurance Fieldmen”s Asso- 
ciation, and G. Neville Wight, president, 
Insurance Field Club of South Jersey. 

Also representing the New Jersey As- 
sociation of Insurance Agents, with 
whose members Mr. Watson’s relations 
have been particularly close for decades, 
were the following past presidents seated 
on the dais: Harry L. Godshall, Alan V. 
Livingston, C. Stanley Stults, Edward 
M. Schmults, Charles E. Meek, Jr. H 
Donald Holmes, Edward F. Walton, Her- 
bert L. Brooks, Charles H. Frankenbach, 
John C. Conklin, Alfred C. Sinn, H. Earl 
Munz, Russell E. Stevens, Roy H. Mae- 
Bean and H. G. Mather. 

Mr. Polley related how he had first 
met Mr. Watson when a young fieldman 
in New Jersey seeking assistance on rat- 
ing questions. “I found Leon, as always 
since then, considerate, helpful and cour- 
teous. He is a man of unquestioned in- 
tegrity and one of the truly strong me? 


(Continued on Page 26) 
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Ex-New Jersey Fieldmen’s Assn. 
Celebrates At Third Annual Dinner 


For the third successive year the Ex- 
New Jersey Fieldmen’s Association held 
a lively and enthusiastic annual banquet, 
October 24, at the Hotel Gramercy Park 
in New York City. There were about 30 


attest to accomplishment of this objec- 
tive. These friendships made or strength- 
ened pay large dividends in the future 
and aid in constructive progress of the 
business, for when friends later meet to 





Ben Fasman 


Officers of the Ex-New Jersey Fieldmen’s Association who served during the 12 

months ending the evening of the banquet. Left to right are Carl Fry, treasurer; 

Joseph Sorge, president; S. Gage Lewis, vice president, and F. Wickham Mallalieu, 
secretary. Mr. Lewis is the new president of the association. 


of the group’s nearly 70 members pres- 
ent and to a man they voiced continued 
support for this steadily growing organi- 
zation patterned generally in form and 
purpose after the New York Ex-Field- 
men’s Society, which has been operating 
successfully for well over 30 years. 

No official insurance business is dis- 
cussed or even mentioned at these jovial 
dinners. The prime objective is worthy 
good-fellowship, a chance to renew old 
friendships and develop new ones among 
men who have in past years served as 
resident managers, state or special 
agents in New Jersey. The smiling coun- 
tenances of those attending this dinner 





consider insurance problems, wisdom and 
moderation are often more in evidence 
than if the participants are merely ac- 
quaintances, one with another. 

Sorge Excellent Presiding Officer 

Energetic Joseph Sorge, assistant sec- 
retary of the Caledonian at Hartford, 
who is active in numerous fraternal 
groups and personifies the spirit of such 
organizations, presided at last 
dinner as president. He ran the 
with parliamentary skill and then turned 
over the gavel to S. Gage Lewis, gen- 
eral manager, Fire Insurance Rating 
Organization of New Jersey, who was 


week’s 
affair 





elected to succeed Mr. Sorge as presi- 


dent. 
Other officers named were F. Wick- 


ham Mallalieu, Jr., secretary, Great 
American, as vice president; Carl Fry, 
New York brokerage and service mana- 
ger of the Boston, secretary, and Wil- 
liam T. Murphy, manager of the Eastern 
department of the General Adjustment 
Bureau, treasurer. 

Donald Maclay, also secretary of the 
Great American, was a guest of honor 
in his capacity as vice chairman of the 
New York Ex-Fieldmen’s Society. He 
presented the greetings of that group. 

Paul Hartelius, Firemen’s of Newark, 
was elected to the executive committee 
for a three-year period, the other mem- 
bers of that committee being Samuel H. 
Reiter, American of Newark, and Harry 
Kohler, Continental Insurance Co. 

The 


presentation of 


association voted to continue 
25 as a prize to be 
awarded by the School of Insurance of 
the Insurance Society of New York to 
the leading student in the course on fire 
risk physical aspects. 

Several new members were admitted 
to the association. These include Mal- 
colm W. DeVesty, Fireman’s Fund; 
Warren Buell, American of Newark; 
E. C. Niver, New York Board of Fire 
Underwriters; John J. O’Keefe, Cale- 
donian, and Charles Dupuis, Firemen’s of 
Newark. 

It was voted to prepare a memorial 
resolution on the passing of J. Scott 
King, who retired from the America 
Fore Group and died some months ago. 


Others Attending Banquet 


In addition to those whose names have 
been mentioned, others attending the 
banquet, which will be long and happily 
remembered, were the following: 

Edward M. Barrett, Firemen’s; Frank 
W. Cornish, American Insurance; Walter 
W. Custance, Great American; Earl F. 
Leach, General Adjustment Bureau; 
Harry A. Marsh, Great American 

Also Samuel A. Mehorter, McDaniel 
& Co., Inc.; Victor L. Pitchford, Ameri- 
can Insurance Co.; Walter Sheldon, 
America Fore Group; Franklyn Thur- 
nall, Atlas Assurance; Charles A. Voor- 
his, Yorkshire Insurance Co.; R. C. Wil- 
liams, Hanover Fire; Joseph H. Wilson, 
Home Insurance Co.; P. M. Winchester, 
General Adjustment Bureau, and C. B. 
Cleaves, Fire Insurance Rating Organi- 
zation of New Jersey. 








































































Ben Fasman 


Members and guests of the Ex-New Jersey Fieldmen’s Association in an obviously jovial mood as they were ready to con- 
sume a delicious dinner at the Hotel Gramercy Park in New York City. These annual banquets are attended by youthful 
and veteran insurance men who formerly were state or special agents in the New Jersey field and are still desirous of main- 


taining the close friendships made in those earlier days. 





REVISE SPRINKLER FORMS 
NYFIRO Broadens Sprinkler Leakage 


Rules and Rates; Coverage Provides 
Reductions in Some Classes 

The New York Fire Insurance Rating 
Organization has announced revisions in 
the sprinkler leakage rules, rates and 
forms, effective October 31 in New York 
State, which provide broader policy cov- 
erage and reduced rates in some classes. 

Sprinkler leakage contents rates for 
limited occupancy non - manufacturing 
risks are reduced by 11.1%; rates for 
contents in multiple occupancy manufac- 
turing and non-manufacturing risks have 
been reduced by 9.1%. Revised rates for 
the classes affected will be promulgated 
by the Rating Organization as quickly 
as possible. Rates on existing policies 
bearing inception dates prior to October 
31 may not be adjusted on a pro-rata 
basis even with substitution of a new 
form. 

Broadened features of the coverage 
include a revision in the policy form (F) 
to provide for coverage of from 
any part of a newly installed automatic 
sprinkler system at no additional charge ; 
this was previously covered by endorse- 
ment for an additional premium. Cost 
of repairs and replacements to the auto- 
matic sprinkler system, when the dam- 
age is caused by breakage of any of its 
parts resulting in “sprinkler leakage,” 
or caused by freezing is now included 
under the building item at no additional 
charge. The format of the policy: has 
been revised to follow the “one-write” 
style of the Standard fire policy, and 
the sprinkler leakage forms redesigned 
to so conform. 


loss 


BOSTON -OLD COLONY CHANGES 


Two Boston Fields Established, “Greater” 
Cape Cod Territory Transferred to 
Providence, R. I. Branch 


Boston - Old Insurance Cos. 
have announced the establishment of 
two field territories known as Boston 
(North) and Boston (South) and the 
transfer of the “Greater” Cape Cod 
territory to the Providence, R. I., branch. 

Stephen F. O’Connor, multiple line 
special agent, has been appointed to su 
pervise the Boston (North) field. The 
Boston (South) field will be in charge 
of Lawrence G. Crosby, Jr., multiple line 
special agent. This field will include 
those agents in Plymouth County, who 
report their fire business to the 
office of the New England Fire Insur- 
ance Rating Association. 

Agents located in the towns and cities 
of Plymouth County reporting to the 
New Bedford, Mass., office of NEFIRA, 
will henceforth for all lines be under 
the supervision of the branch office in 


Cx lc ny 


> 
»Oston 


Providence, R. I1., 607 Industrial Bank 
Building. The agents located in Barn- 
stable, Dukes, and Nantucket Counties, 


will report, as do the agents in Bristol 
County, to the Providence’ branch. 
Robert R. Towne has been appointed 
multiple line special agent to assume 
this added territory in the Cape Cod 
area in association with Branch Mana- 


ger Philip N. Hall. 








American Universal Stock 
Is Fully Subscribed 


Maurice H. Saval, president, Ameri- 
can Universal, Providence, R. I., says 
that the recent offering made to stock- 
holders of additional stock of the com- 
pany had been fully subscribed by stock- 
holders. This offering of 12,525 shares 
of the $10 par value stock at $21.50 a 
share amounted to $269,287.50, of which 
$125,250 represents capital stock and 
$144,037.50 additional contribution to sur- 
plus. 

This, together with a stock dividend 
recently declared by the directors, re- 
sults in American Universal now having 
$1,000,000 of paid-up capital and approxi 


mately a like amount of surplus, a 
total surplus to policyholders of over 
2,000,000. 
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Capital Conservation 
Seen Serious Problem 


WM. ODELL TELLS AMA MEET 


International Harvester Co. V. P. Pre- 
dicts Increased Role of Insurance 
in Conserving Assets 
The conservation of capital—and with 
it the function of corporate insurance 
protection—may become an increasingly 
important problem for business in the 
years ahead, William R. Odell, Jr., vice 
president and treasurer, International 
Harvester Co., Chicago, suggested in the 
opening address of the American Man- 
agement Association’s fall insurance con- 
ference at the Palmer House in Chicago, 
October 20. Mr. Odell presented the top 
management view on insurance to the 
three-day meeting of corporate insur- 
ance managers from all parts of the 

country. 

Current forecasts of a steadily rising 
standard of living for a steadily increas- 
ing population “are soundly based on 
reasonable assumptions as to growth of 
population, technology and productivity,” 
Mr. Odell said. “But,” he cautioned, “we 
must not accept them as assured. There 
may be limiting factors which seem to 
me to deserve our closest scrutiny: edu- 
cation and capital.” 

Whether American educational insti- 
tutions will have sufficient human and 
financial resources to meet the need for 
better and broader education at all levels 
is “a most serious problem and one with 
which business must concern itself to 
an increasing extent,” the speaker de- 
clared, Similarly, there is the problem 
of the invested capital, both in and out 
of industry, that is required to support 
our living standards and to increase our 
productivity. “Will there be,” he asked, 
“enough true savings to finance the 
mounting needs without inflation?” 

Trend Toward More Coverage 

If availability of capital should prove 
to be a limiting factor on economic 
progress, the conservation of capital will 
become more and more important, Mr. 
Odell asserted. Limited availability of 
capital would multiply the impact of a 
sudden and unexpected loss. Therefore 
Mr. Odell predicted “an increasingly 
important role for the insurance func- 
tion” and a “trend toward more exten- 
sive coverage rather than less.” 

In the broadest sense, Mr. Odell 
pointed out, the function of insurance 
is the conservation of company assets 
and capital for the benefit of the share- 
holders, a responsibility of which Inter 
national Harvester’s top management is 
“keenly aware.” This awareness of the 
“vital importance” of insurance is made 
evident to department managers, plant 
managers, and all other members of the 
organization; therefore, Mr. Odell said, 
“there is no doubt in anyone’s mind that 
top management fully supports the in- 
surance programs and that cooperation 
is expected from everyone.” Such top 
management backing, he pointed out, is 
one of the foundations of management 
confidence in the insurance function. 


Insurance Manager’s Knowledge 
Important 

In a large company the insurance 
manager’s knowledge of other depart- 
ments and his ability to enlist and main 
tain their interest and cooperation is of 
prime importance, Mr. Odell emphasized. 
Also essential for the insurance manager 
if he is to do a good job are specific 
knowledge of and experience with insur- 
ance and sound relationships with agen- 
cies, brokers and insurance companies. 

At International Harvester, the speaker 
reported, the initiative in all insurance 
matters rests with the insurance man- 
ager. He maintains an operational sur- 
vey outlining in detail the company’s 
method of covering all risks. Significant 
changes require the approval of the 
treasurer and sometimes of higher au- 
thority. 

The trend in Harvester’s insurance 
policy, Mr. Odell said, has been “for 
some years quite steadily in the direc- 
tion of increasing the proportion of risks 


Ellis Sees Congress 
Backing Flood Control 


SPEAKS AT AMA CONFERENCE 


Feels Private Industry, if It Writes 
Flood Insurance, Will Have to Accept 
Some U. S. Participation 


Even if Congress does nothing about 
flood insurance this year, it is certain 
that it will not only authorize but ap- 
propriate “very substantial sums _ of 
money” for flood control projects, Alex- 
ander Ellis, Jr., partner, Fairfield & 
Ellis, Boston, Mass., declared in an ad- 
dress to the American Management As- 
sociation’s fall insurance conference in 
Chicago last week. 

“It is far better to prevent losses than 
to pay them,” Mr. Ellis asserted, “and 





insured,” in part a result of the great 
increase in the size of the investment 
in each of the company’s various types 
of establishments. The number and 
variety of locations also has led to a 
trend “which I believe is probably char- 
acteristic of industry as a whole, namely, 
the trend away from individual policies 
and toward coverage of a large number 
of locations under blanket policies.” 


this would be money well spent.” What 
will be done about insurance against 
floods is less easy to predict, he said. 

If the private insurance industry is to 
underwrite flood insurance at all, it un- 
doubtedly will have to accept some sort 
of government participation, probably 
by way of reinsurance, according to Mr. 
Ellis. The substantial reserves that are 
needed to meet the catastrophic losses 
characteristic of floods require a rein- 
surance market that can absorb losses 
running into hundreds of millions of dol- 
lars. “The Federal Government with its 
vast resources could provide such a mar- 
ket whereas, for the present, it is highly 
doubtful if adequate private facilities are 
available.” ; : j 

The alternative for the insurance in- 
dustry, Mr. Ellis said, is to reject the 
feasibility of flood insurance and let the 
government explore that issue on its 
own. Sound flood insurance, the speaker 
pointed out, undoubtedly would stimu- 
late flood control measures, adequate 
and intelligent flood zoning, better con- 
struction engineered to withstand flood 
damage and improved flood forecasting. 

Insurance will cover only five to 10% 
of the billion and a half dollars’ worth 
of property losses caused by the August 
floods in the Northeast, Mr. Ellis esti- 
mated. Most claims that will be paid 
will involve personal property, the 
speaker reported. 





COULD BE YOUR 
FAULT THAT 


BILL WENT 


But rented a boat—a good one. A storm came up, 


Bill turned over and went down because he had no life preserver. 


Someone had forgotten to put one in the boat. 


Will you let your business clients down because you sold fire and 


liability but no business interruption? Will you sell fire and 


windstorm without additional living expenses or without suggest- 


ing a homeowners policy? 


Full knowledge of coverages can save your client money and 


perhaps all his business. As his insurance agent it’s your obliga- 


tion to recommend for his protection. 


THE AGENCY SYSTEM — AN AMERICAN TRADITION 


‘S$ 


HOME OFFICE 
111 W. Fifth Street, St. Paul 2, Minn. 


EASTERN DEPT. 
90 John Street, New York 38, N. Y. 


NEW YORK SUBURBAN DEPT. 
99 John Street, New York 38, N. Y. 


PACIFIC DEPT. 
Mills Building, San Francisco 6 


Members, American Foreign 
Insurance Association, 
offering world-wide insurance facilities. 





DARGAN & CO., INC 


110 William St., New York 38, N.Y, 
Telephone: DI 9-0670 Cables: NAGRAp 


WORLDWIDE FACILITIES 


ADJUSTERS—SURVEYORS 
INVESTIGATORS—SALVORS 


Offices or 
Dependable Representatives in 
every country throughout the World 











Presents Profile of _ 
Typical Insurance Mg, 


AT AMA CHICAGO CONFERENC: 


Pictured as Practical, Deliberate, Co. 
servative Detailist by Fred Replogle, 
Partner in Chicago Firm 


Profiles of the “ideal” and the “typ. 
cal” corporate insurance manager wer 
presented to the American Managemen; 
Association’s fall insurance confereng 
at the Palmer House, Chicago, October 
28, by Fred A. Replogle, partner, Rohrer 
Hibler & Replogle, Chicago. He spoke 
at a luncheon that concluded the three. 
day meeting of insurance executive 
from all parts of the country. 

His remarks, he said, were based oy 
observations by some of the members of 
his firm who are psychological consut- 
ants to management. They prepared the 
following composite picture of insurance 
managers as they are today by combin- 
ing comprehensive psychological descrip. 
tions of 18 insurance managers: 


Plan Work Effectively 

1. Many insurance managers, accor- 
ing to Mr. Replogle, are too indirect in 
their supervision of other people. “They 
take things for granted. They tend to 
‘dump’ rather than delegate.” However, 
in the main, they plan their work effec- 
tively, they are fair, they listen to sug- 
gestions, they are willing to learn, ani 
they remain organized under the pres- 
sures of an administrative responsibility 

2. There is “quite a strong tendency 
for the insurance man to be a ‘do 
gooder. Many of them,” Mr. Replogle 
said, “have some weaknesses in the area 
of inter-personal relations. They oper- 
ate better with individuals or very small 
groups than with large groups and, by 
and large, tend to get along better with 
subordinates and lower-ranking employes 
than they do with their superiors and 
top management. 

3. “Insurance managers leave some 
things to be desired in the area of emo- 
tional maturity. There is a strong tend- 
ency for them to be protective and with- 
drawing. They are constant worriers, 
indecisive, sensitive, tense and irritable. 
They frustrate easily, are often unim- 
aginative and lacking in motivation and 
drive.” They tend to be methodical, per- 
fectionistic, impatient and cautious, and 
somewhat lacking in self-confidence. 
Even Tempered, Objective, Consistent 

However, Mr. Replogle added, insur- 
ance managers also are likely to be 
even-tempered, objective, consistent and 
conscientious. “They are not gamblers 
or risk takers. From this study it ap- 
pears that the emotional problems 1- 
volved in being an insurance managet 
transcend all others by a very large 
percentage.” 

4. In general, according to the speaker, 
insurance managers seem to have _ 
insight into technical, analytical an¢ 
quantitative problems than they have 
into the motives, aspirations and desires 
of people. They “find it difficult t0 
analyze their own shortcomings 4 
their own strengths, much less to recog: 
nize the limitations and motivations © 
others.” fe 

5. Insurance managers, Mr. Replog' 
said, range from average to sp 
their ability to think through — 
intellectual problems. “They are oat 
tially conservative detailists, and ™ 
some instances they are unimaginative 
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MUTUAL RATIO NOT RISING 





Kamper Says While Premiums Are Way 
Up Mutual Companies Still Write 
About 17.5% of Business 

There has been no change for more 
than 20 years in the relative percentages 
of premiums written in the United States 
py mutual fire insurers and stock fire 
companies, and there is likely to be a 
through by whichever of the two 
croups first finds the actual reasons for 
the deadlock, it was asserted by Gary 
H. Kamper, Milwaukee, president of the 
Badger Mutual Insurance Co., in his 
presidential address to the 39th annual 
meeting of the Federation of Mutual 
Fire Insurance Companies at St. Louis 
recently. : 

In the property insurance field mutual 
companies now write about 17.5% of 
U.S. premium volume and stock compa- 
nies about 82.5%, about the same ratio 
that existed in 1935. Mr. Kamper said. 
During this period the dollar amount of 
property insurance premiums for the 
husiness as a whole has increased al- 
most fivefold. hy 

In commenting upon significant 
changes within the mutual property in- 
surance field in recent years, Mr. 
Kamper pointed out that premium vol- 
ume in fire and allied lines constitutes 
4 much smaller percentage of the writ- 
ings of companies members of the Fed- 
eration of Mutual Fire Insurance Com- 
panies than it did in the past. In 1935 
such business accounted for 90% of the 
premium volume of these leading mu- 
tual fire insurance carriers; last year 
it was down to 66.5%, with automobile 
and casualty lines becoming much more 
important. 

Mr. Kamper noted that there has been 
a substantial decrease in the number of 
assessment farm mutual fire insurance 
companies over the past 20 years—with 
375 fewer such companies in existence 
now than then—but that the principal 
reason for the change has been that 
such companies tend to change over to 
an advance-premium method of opera- 
tion as they become larger. The actual 
decrease in number of mutual fire in- 
surance companies since 1935 was 86. 


break 





RELIABLE INS. CO. TO EXPAND 





Will Become Multiple Line Insurer With 
Increase in Capital Stock; Eight 
New Directors Named 
The Reliable Insurance Co., whose as- 
sets total more than $2,000,000, voted at 
a special stockholders’ meeting to be- 
come a multiple-line insurance company. 
This means the 90-year-old firm will be 
able to write automobile and other types 
of casualty insurance, according to Jo- 
seph Weintraub, president of the Amer- 
ican Title & Insurance Co., of Miami, 
parent company of the Dayton, Ohio or- 

ganization. 

Other actions approved by the stock- 
holders were authorization of an in- 
crease in capital stock in order to carry 
out the proposed expansion as well as 
the modification of its firm name from 
the previous title, Reliable Fire Insur- 
ance Co. of Dayton, Ohio, Mr. Wein- 
traub noted. 

The stockholders elected eight new di- 
rectors, including five Miamians and 
three Daytonians. Newly designated di- 
rectors from Miami include Ray K. 
Davis, |. O. Hall, Melbourne L. Martin, 
Jay R. Schwartz, and Mr. Weintraub, 
all officers of American Title. Additional 
board members from Dayton are Jack 
Davis, Albert G. Lauzon and Ray Wise. 





Buffalo CPCU’s Elect 


Allen Fischer, Standard Accident, was 
elected president of the Buffalo Chapter 
ot Chartered Property & Casualty Un- 
derwriters, at its monthly meeting, Oc- 
tober 24. Other new officers elected 
Were: Robert W. Zoller, Great Ameri- 
can, vice president; Robert P. Lentz, 
Jr, Buffalo Fire Office, Inc., treasurer; 
and Herbert C. Cox, Aldrich & Cox, 
Buffalo, secretary. 
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the bill came to $2,042,803,288 
paid by THE HOME | 


When it comes time to 
collect, you realize the value of 
good insurance. 





Many thousands of people—homeowners, businessmen, farmers: 
have made this discovery about The Home Insurance Company 
Through the burning of cities, windstorms and other disasters, 
The Home has paid—big losses and small—promptly and fairly 
The value of the services of The Home can be 

measured by the size of the bill—over two billion dollors 

Paid out in losses since 1853 

Equally important have been the human, devoted and skilled 
services of the agents of The Home. Without them, 

this record could never have been attained 


For your protection, it’s wise to see your own Home agent. 


THE HOM 


Susurance Company 


Home Office: 59 Maiden Lane, New York 8, N. Y 


FIRE « AUTOMOBILE - 











The Home Insurance Company’s 
new advertisement dramatically 
illustrates the point about insurance 
that most interests the policyholder— 
prompt and fair claim settlement. 
One of the most powerful sales 
factors you have working for you 
is the prospect’s knowledge that 
you render the same skilled service 
after a loss as you do in the 
original selling. 


This advertisement 


NCE. SEE YOUR HOMETOWN AGENT! 











The Home Indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds 
A stock company represented by over 40,000 independent local agents and brokers 


appears in color i 


Business Week — Nov 


Newsweek—Nov 






Time — Nov 
U.S. News & World 
Report—Nov. 25 


Nation's Business —Nov. 
Town Journal—Nov. 


Better Homes and 
Gardens—Dec. 


American Home— Dec. 





New Book Answers 
Insurance Questions 


IN FIRE-CASUALTY FIELD 





“Questions and Answers on Insurance” 
by Boyd & Toole, Offers Valuable Ref- 
erence Material to Agents and Brokers 

\ valuable contribution to the field of 
insurance education, “Questions and An- 
swers on Insurance” by the late William 
E. Boyd, Jr., and Cameron S. Toole, just 
published by Prentice-Hall, offers con- 
cise and practical information to agents, 


CAMERON S. TOOLE 


brokers, underwriters and prospective 
agents and brokers preparing for the 
licensing examination. Packed into its 
468 pages for quick reference are over 
650 questions on fire, inland and ocean 
marine, casualty and indemnity, liability, 
fidelity and surety bonds, workmen’s 
compensation and allied lines. 

In addition the book contains special 
features including insurance law and 
ethics, specimen policies, an index to 
the standard fire policy, a chart of U. S. 
and Canadian licensing laws, glossary of 
insurance terms, all ready at instant 
access. Answers to questions on more 
than 40 different types of policies and 
forms of coverage available in the book, 
will prove invaluable as a handy refer 
ence for all professional insurance peo 
ple as well as to the student. 

Facts About Authors 

Cameron S. Toole will be 30 years in 
the fire insurance business in 1956, hav 
ing spent his entire career with the 
Travelers and all in New York City. 
Presently he is metropolitan N. Y. and 
suburban manager of the Travelers Fire 
and Charter Oak Fire. He had previously 
served as special agent, then assistant 
manager and educational director in the 
New York branch of these companies. 
An active member of the American As 
sociation of University Teachers of In 
surance, he is also a life member of the 
Insurance Society of New York, chair- 
man of its fire insurance lecture com 
mittee and a member of its general edu 
cational committee. He started and con 
ducted the brokers’ course at Pace Col 
lege for eight years and also lectured 
at the Pohs Institute. 

The late William E. Boyd, Jr., who 
died about a month ago, began his 
career as an engineer for the Under 
writers Laboratories, Inc., in 1911. There 
after he served as a special agent, vice 
president of a general agency, and then 
as superintendent of agencies for the 
Travelers Fire. He conducted numerous 
training schools and helped prospective 
agents and brokers prepare for licensing 
examinations in over 16 states. 


FOSTER S. C. SPECIAL AGENT 

R. Kelsey Foster, Jr., has been ap- 
pointed as special agent in South Caro- 
lina for Agricultural and Empire State 
Cos. of Watertown, N. Y. Mr. Foster 
will be associated with T. E. Snelling, 
state agent for both Carolinas. 
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North America “Salute to Canada” 


Reviews Directors’ Inspection Tour 


The inspection tour of Canada made a visit to the head office of the Bank 
earlier this year by members of the of Montreal whose chairman, Gordon R. 
board of directors of North America Ball, presided at a meeting that evening 
Companies, headed by President John for Montreal business leaders. While in 










































Meeting of North America directors during inspection tour of Canada. 


Montreal a press conference preceded a 
luncheon for North America agents and 


A. Diemand, is theme of an illustrated 
brochure which the company has issued, 


entitled “Salute to Canada.” brokers at Ritz-Carlton Hotel. At the 
The trip which covered almost 7,000 luncheon, Quebec Superintendent of In- 
miles enabled the board to study first- surance Georges LaFrance welcomed the 


hand Canada’s industrial potential dur- directors to Canada. While on the 


ing the visit the board members con- 





Consultants 










ligently serve those U 
the best. 


Montreal visit the directors toured the 
huge plant and warehouses of Distillers 
Corporation—Seagrams, Ltd., in a sub- 
urb, host being Colonel James M. Mc- 
Avity, Seagrams vice president. Another 
event was attended by 100 Montreal 
business men where the economic foun- 
dation and future of Canada was subject 
of an address by Gordon R. Ball, chair- 
man and president, Bank of Montreal. 
At Toronto the directors visited the 
Canadian Bank of Commerce, whose 
president, James E. Stewart, C.B.E., was 
chairman at a dinner in Toronto. Next, 
the Canadian head office of the com- 
pany (where remodeling operations de- 
signed to double the size of the office 
are under way), was inspected. There 
was also a press conference at the Royal 
York Hotel followed by a luncheon to 
the companies’ agents and brokers in the 
area. In the afternoon came a tour of 
the new plant of International Business 
Machines followed by a dinner of busi- 
ness leaders where the directors were 





ferring with many leaders of business 
























and government and also gave these di- 
rectors the opportunity to meet North 
America’s Canadian agents and em- 
ployes. 

Inspection trips of this kind were in- 
augurated by President Diemand in 1953 
when the board of directors traveled to 
the West Coast for purpose of inspect- 
ing the company’s facilities there. In 
1954 the board studied North America’s 





































operations in Louisiana and Texas. 
What Trip Accomplished 

In a foreword of “Salute to Canada” 
Mr. Diemand wrote: 

“The annual inspection tours of the 
directors are vehicles of good public re- 
lations practice that serve the broad in- 
terests of the companies. Far-reaching 
benefits of a tangible and intangible na- 
ture are apparent. Included in these de- 
sirable results are the contributions to 
candid and cordial relations with our 
agents, whose loyalty helps the Compa- 
nies to maintain their leading position in 
the industry. Similarly the opportunity 
to meet our employes in far-off offices is 
most worthwhile. Substantial business 
has been attracted to the companies as 
a direct result of businessmen and our 
agents meeting face-to-face with our 
board. Certain investment opportunities 
have been discovered with benefit to our 
shareowners. While these measurable 
benefits are of great importance to us, 
there is created also a tremendous re- 
servoir of first-hand knowledge that can 
be applied to decision-making in the 
days ahead. These benefits can only be 
derived from the simple and straightfor- 
ward search for facts and knowledge.” 

Widespre: id publicity of the visit was 
made in a number of Canadian news- 
papers. One of the leading journals said: 
“To say that Canada and Canadians wel- 
come such visits is an understatement.” 
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Toronto. 

An event of historic importance to thy 
company was a meeting of the North 
America Companies board in the Bank 9} 
Nova Scotia Building, Toronto, the firs 
time in the company’s 163 years that suc 
a meeting was held on foreign soil. 


Winnipeg, Calgary, Vancouver 


Next stop was Winnipeg where the 
directors also met the press and a lunch. 
eon there was attended by the comps 
nies’ agents in the Winnipeg area. An 
official welcome to the Province of 
Manitoba was extended at the luncheon 
by F. A. Swaine, Superintendent of In- 
surance. In the evening a dinner was 
attended by prominent figures in Mani- 
toba’s civic and business life, toastmaster 
being Alexander Robertson, president 
of Winnipeg Chamber of Commerce. 
Among those present were Manitoba 
Premier D. L. Campbell, Chief Justice 
E. K. Williams, Provincial Treasurer and 
Minister of Industry and Commerce R. 
D. Turner and some prominent person- 
alities in the Anglican Church. From 
Manitoba the directors crossed _ the 
plains province of Saskatchewan to Al- 
berta, heart of the Commonwealth’s bur- 
geoning gas and oil industry. At Banff, 
President Diemand was made an hon- 
orary Chief of the Stoney Tribe of In- 
dians, an honor which the Tribe gives 
with the approval of the Canadian Gov- 
ernment and which has been bestowed 
upon only six men. ; 

In Calgary the directors met with 
North America agents in the area and 
leaders of business and Government at 
a lunch over which Mayor Don MacKay 
es and the visitors were welcomed 

y J. A. MacPhee, Superintendent of 
at Bie of Alberta. In the afternoon 
the directors visited the Anglo-American 
Exploration Co. and inspected Calgary 
on a tour conducted by the mayor. 

At Vancouver that large seaport city 
was inspected. As guests of Thomas W. 
Ayres, president of the General Paint 
Corp. of Canada, Ltd., the directors 
toured the harbor aboard the boat, Sena- 
rieta II. In the evening at Hotel Var- 
couver, Howard N. Walters, president of 
Vancouver Board of Trade, presided at 
a dinner. Representing the Province of 
British Columbia was Attorney General 
Robert Bonner. 





Fire Association Field Change 


R. Wayne Sonneborn, special agem 
for Fire Association Group in Minne- 
sota, has been transferred to the held 
office at Pittsburgh as special agent. Mr. 
Sonneborn has had some years of ex 
perience in both life and property 
surance and is a graduate of the com 
panies’ special training school. For the 
past two years he has been specializing 
in sales work in Minnesota. 
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Increase Adjustment 
Expenses to Cut Claims 


ADVOCATED BY R. G. McCALLUM 





Says Over-Payment of Claims Could Be 
Reduced by Moderate Rise in Costs 
of Loss Settlements 





Insurance companies should spend 
more of the premium dollar for adjust- 
ment expenses and less for settlement 
of claims, and thereby save several hun- 


dred million dollars in present over- 
payment of losses, in the opinion of 
Ralph G. McCallum, general manager, 
National Association of Independent In- 
surance Adjusters. In an address before 
the annual meeting of the National As- 
sociation of Independent Insurers No- 
vember 2 at Chicago he said that less 
than $750,000,000 was paid for adjust- 
ment expenses in 1954 by 1,213 insurance 
companies, which is about 16% of the 
total amount of losses paid last year. 
Holding that 10% of the sum paid in 
claims in 1954 could have been elim- 
jnated by more and better investigations, 
Mr. McCallum contends this would have 
resulted in a reduction of $475,000,000. 
If such a reduction could have been 
accomplished by expending around $100,- 
000,000 in additional adjustment costs, 
the companies, and the public, would 


have been $375,000,000 better off. 
How to Reduce Claim Settlements 


This hypothetical $100,000,000 in addi- 
tional loss expenses could be spent in 
a variety of ways that would have a 
favorable effect on claim settlement 
costs Mr. McCallum told the independ- 
ent insurers. 

“The first requirement is,’ he con- 
tinued, “qualified manpower. There is no 
substitute for quality and no way for 
one man to be in two places at the same 
time. There simply has to be more com- 
petent adjusters than are now available 
in the industry. Availability of sufficient 
qualified adjusters will make it possible 
to investigate all claims promptly and 
thoroughly. Prompt investigations of 
claims will reveal and preserve evidence 
that often disappears with the passage 
of time. 

“Claim payments for so-called  ‘nui- 
sance value’ have no justification in my 
opinion. Prompt and thorough investi- 
gation will provide ‘facts instead of 
fancy’ as the basis for claim settle- 
ments,” Mr. McCallum stated. 
“Employment of technical experts on 
a broader scale than now practiced by 
the insurance industry, will add mate- 
tially to the accuracy of various kinds 
of evidence and valuations. I fear that 
too many insurance company represen- 
tatives fail to employ experts when 
needed only to save adjustment expenses 
and end up by paying much more in 
settlement than the claim is really 
worth. 

“What I have said about prompt and 
thorough investigations and the employ- 
ment of technical experts is particularly 
applicable to all claims involving dam- 
ages to automobiles. The upward trend 
in the volume of these claims has been 
especially heavy since the last war and 
there is every reason to expect a con- 
tinuation of that trend. 

“The public is probably most con- 
Sclous of automobile insurance — both 
first and third party—and most con- 
cerned with the premium rates charged 
tor it. The percentage of excessive set- 
tlement costs is very high in these cases. 
With automobile damage estimates of 
$100 or less being generally considered 
in the ‘nuisance value’ class and paid 
with little or no effort to verify repair 
Costs, the insurance companies are easy 
prey tor unscrupulous garages,” he said. 

Independent appraisal of the cost of 
repairs where automobile damages are 
estimated at more than $100 are ob- 
tained by insurance companies in a 
comparatively small number of cases. 

1€ vast majority of these larger claims 
are paid on the basis of estimates sub- 
mitted by garages without a qualified 
independent automobile appraiser exam- 


ining the damages for the insurance 
companies. Here also, the companies are 
at the mercy of conniving garages, in- 
sureds and claimants. 


Independent Experts 


“T sincerely believe that nowhere can 
the insurance industry obtain greater 
immediate benefits for money spent than 
to employ the services of an independent 
qualified expert to inspect, evaluate and 
report on all insured automobile damage. 
Settlement of claims on the basis of 
such reports will, I feel sure, substan- 
tially reduce the average cost of claims 


and ultimately result in lower premium 
rates for the insurance buying public. 

“I commend the independent appraisal 
plan inaugurated by the Combined 
Claims Committee representing the As- 
sociation of Casualty and Surety Com- 
panies and the National Association of 
Mutual Casualty Companies. Appraisal 
services are available through that plan 
to all insurance companies doing busi- 
ness in about 80 principal cities through- 
out the country. The appraisal facilities 
of many independent adjusters are like- 
wise available to insurance companies in 
a larger number of cities.” 
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In West Germany, a watchman sniffed the damp night air F 


suspiciously, broke into a run, shouting “Hilfe! Hilfe!” — 


Too late. Only a “fireproof” safe survived, holding almost 
a million dollars’ worth of fine watches. 

The American owners frantically called their insurance 
company, American International Underwriters. An AIU 
adjuster arrived while the ashes were still smoldering. 

When they finally managed to open the massive door, they 
found the watches — half-melted! They’d been broiled. 

It took months to determine the exact amount of the 
damage. In the meantime, the firm might have suffered a 
paralyzing business catastrophe. It was averted by AIU’s 
paying over $900,000 immediately — all but a small part of 


Such practical service is typical of AIU throughout the 
world. It can help you make the most of today’s opportunity 


AIU policies are written in broad American terms. Infor- 
mation required is the same kind as for domestic risks. 
Claims are paid in the same currency as the premiums — 
including U. S. dollars where local law permits. 

You don’t have to be an expert to handle foreign risks. 
Take them to AIU — and AIU is your expert. For full infor- 
mation and literature, write to Dept. F of the AIU office 
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REINSURANCE EXPANDED 
Latin American Pool Broadens Activi- 
ties to Include All Lines of Insur- 

_ ance States Enrique Godoy 
Reinsurance operations of the Latin 
American Pool have been expanded to 
include all lines of insurance, it is an- 
nounced by Enrique Godoy, president of 
Oficinas de Ultramar, S. A., Havana, 

managers of the pool. 

The Latin American Pool was inau- 
gurated a year ago and during this ini- 
tial period has limited its activities to 
the reinsurance of fire and allied lines 
on risks in the United States and Canada. 
Oficinas de Ultramar, S. A. of Havana, 
is an affiliate of the Godoy-Sayan insur- 
ance and banking organization of that 
city, of which Mr. Godoy is founder and 
president. Another affiliate is Ultramar 
Inter-America Corporation, New York 
City, which acts as reinsurance inter- 
mediaries and average adjusters. 


QUARTER CENTURY CLUB MEET 





C. E. Farrell, B. O. Robinson Elected 
to Membership in Security-Connec- 
ticut Companies’ Service Club 
Two men were elected to membership 
in the Quarter Century Club of the 
Security-Connecticut Companies of New 
Haven at its annual meeting, held last 
week at the New Haven Country Club. 
Diamond pins were awarded to the new 
members, Chester E. Farrell, manager, 
New Orleans branch, and B. O. Robin- 

son, state agent in Nebraska. 

The Quarter Century Club has a mem- 
bership of 35, with an average of 32 
years’ service with the company. To 
gether they represent over a 1,000 man- 
years of service. 

Peter J. Berry, president of the com- 
pany, in an address pointed out the 
value of the employes of long service 
to the company. Other speakers were 
Ernest V. Goodwin, vice president, and 
Raymond A. Gildea, secretary. Louis A. 
Strong, secretary and chairman of the 
committee, presided. 


LaRonge Named to Head 
Home’s Eastern Farm Dept. 


Harold LaRonge has been appointed 
by the Home Insurance Co. as manager 
of its eastern farm and crop-hail depart- 
ment, effective immediately. Mr. La- 
Ronge will make his headquarters at the 
Home’s head office in New York City 
and will serve under the direct supervi- 
sion of Vice President and Secretary T. 
Morgan Williams. 

Mr. LaRonge joined the Home in IIli- 
nois in 1948 as a hail special agent. After 
serving in Montana as a special agent he 
was transferred to Wisconsin where he 
became hail supervisor for the state. In 
1952 he was transferred to the company’s 
Newark, N. J., office as hail supervisor 
of the Home’s eastern state’s territory. 


NAIA Convention Dates 
For Next Six Years 


The National Association of Insurance 
Agents has arranged its annual conven- 
tion dates for the next six years, run- 
ning through 1961. They are as follows: 
1956—New York City, September 17-20; 
1957 — Chicago, September 9-12; 1958 — 
New Orleans, October 5-9; 1959—Chi- 
cago, September 20-23; 1960 — Atlantic 
City, N. J., September 25-30; 1961 - 
Dallas, Tex., September 24-27. 


MILLS NAMED STATE AGENT 
William D. Mills has been appointed 
state agent in Georgia for the North 
3ritish Group, replacing John A. Fer- 
guson who recently resigned. Mr. Mills 
is a graduate of the University ot 
Florida, and had several years of ex- 
perience in the Southern department in 
Atlanta of one of the large fire insur- 
ance companies. For the past five years 
he has been a special agent in another 
state. 
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John T. Harrison, Sr., Honored on 35th 


Anniversary; 350 At N. Y. 


John T. senior partner 
in the brokerage firm of Flynn, Harri- 
son & Conroy, 99 John Street, New 
York, observed his 35th anniversary in 
the insurance business on November 1 


Harrison, Sr., 


simultaneously with the same milestone 
of his organization. To mark the anni- 
versary in fitting style a reception in Mr. 
Harrison’s honor was held the afternoon 
of egg eg 1 at the Waldorf-Astoria 
Hotel, New York,-attended by some 350 
friends including leading figures of the 
business. 

Previously Mr. Harrison’s partners 
presented him with a George III old 
English Sheffield oval tray inscribed 
with his name and the signatures of the 
partners. Employes of the office pleased 
and surprised him with their gift of a 
gold watch chain with medallion at- 
tached. 

At the same time Morris Slute and 
James J. Mason, Jr., key men in the 
organization, were recognized for the 35 
years of service which they have each 
given to Flynn, Harrison & Canroy. 
They received inscribed George II] Eng- 
lish silver plated trays as well as gold 
wrist watches from their office associ- 
ates. 


John T. Harrison’s Career 


John T. Harrison, Sr., nationally 
known and highly regarded in insurance 
production circles, is a graduate of St. 
John’s College of Annapolis, Md., the 
third oldest college in the United State: 
His first job was with the Fidelity & 
Deposit in 1907. After two years of 
office work he went out in the field as 


a special agent, his immediate boss then 
being Frank A. Bach, also a_ special 
agent, later to become president of Fi- 


Mr. Harrison traveled 
almost the entire country in the next 
two years, reporting to J. Arthur Nelson, 
then vice president of the F. & D. Mr. 


delity & Deposit. 


Nelson, a life-long friend, is now board 
chairman of New Amsterdam Casualty 
Co. 


In 1909 Mr. Harrison was transferred 
to the F. & D.’s New York City office 
where Kennedy R. Owen was then ex- 
ecutive special agent. Mr. Owen’s as- 
tuteness made a great impression on Mr. 
Harrison. When the former resigned 
from the F. & D., John Harrison suc- 
ceeded him as the executive special.- For 
a number of years thereafter he traveled 
New York State developing surety bond 
business, 


Becomes Partner of Joseph A. Flynn 


The turning point in Mr. Harrison’s 
career came in 1920 when Joseph A. 
Flynn resigned as vice president of the 
F. & D. He invited John Harrison to 
join him in the formation of the firm of 
Flynn & Harrison. Off to a good start, 
the firm was appointed agents by the 
United States F. & G. for both casualty 
and surety lines which representation 
has continued ever since. In 1925 Wil- 
liam Conroy joined the firm, resigning 
his post as vice president and manager 
of the New York office of Massachusetts 
Bonding. The firm name was then 
changed to Flynn, Harrison & Conroy. 


Reception 


HARRISON, SR. 


JOHN T. 


Over the years the firm has grown 
and prospered. The complete list of its 
partners today is as follows: John T. 
Harrison, Sr., John Langhorne, William 
V. Platt, Henry A. Goode, Richard FE. 
Evans, John T. Harrison, Jr.. and Morris 
Slute. 

Harrison’s Directorships 


Active in many diversified fields, John 
T. Harrison is chairman of the board 
of directors of the Daily Record Co. of 
ee director of Northern Insur- 
ance Co. of New York, its affiliate, As- 
surance Co. of America, and its newly 
formed subsidiary, the Autoplan Insur- 
ance Co. In all three companies he is 
also a member of the executive finance 
committee. 

In addition he is a director of W. J. 
Barney Corp., construction engineers of 
New York; Uppressit Metal Cap Corp. 
and Uppressit Products Corp., and presi- 
dent and director of 1 East End Ave- 
nue Corp. His clubs include University 
Club of New York, Union Club of New 
York, Country Club of Fairfield, Conn., 
and Yeamans Hall of Charleston, S. C. 

Finally, Mr. Harrison has long been 
active in the National Association of 
Casualty & Surety Agents. 





Agents Complete Course 

Harry M. Mountain, executive vice 
president, Aetna Insurance Co., was the 
principal speaker at a luncheon given 
at the Hartford Club at the completion 
of the 17th session of the agents’ multi- 
ple line training school of the Aetna 
Group. 

The 20 agents came from 14 states and 
two Canadian provinces to attend the 
seven-week course. Fire, marine and 
casualty insurance was studied, with em- 
phasis on policy coverages applicable 
to, various types of risks such as home- 
owners, merchants, manufacturers and 
financial institutions. 





MARTIN J. KENNEDY DEAD 


Mid-town Broker Went to Congress 
After Six Years in the New 
York State Senate 
Martin J. Kennedy, 63, for years one 
of leading insurance brokers in mid- 
town New York and whose offices are 
at 230 Park Avenue, died last week of 
a heart ailment while in St. Luke’s 
Hospital. He established his insurance 

business in 1916. 

Mr. Kennedy was also a prominent 
figure in public life. In 1924 he was 
elected to the State Senate where he 
served for six years after which he 
became a Congressman until 1944 when 
he was defeated by Vito Marcantonio 
in the Democratic primaries. He was 
regarded as a “business man’s politician.” 
A staunch member of Tammany Hall 
he supported Franklin D. Roosevelt un- 
til the latter’s bid for a third term in 
the 1940 campaign after which he be- 
came a critic of the President. He fought 
the St. Lawrence Seaway and differed 
with the administration on its foreign 
policy. 

Mr. Kennedy was a member of the 
New York Athletic Club, Friendly Sons 
of St. Patrick, Knights of Columbus and 
was on the Cardinal’s Committee of the 
Laity. He leaves a widow; a son, John 
M. Kennedy of Bridgeport, Conn.; a 
sister and a brother. 





Frank Seymour Succumbs, 


Headed Buffalo Agency 


Frank E. Seymour, president of one 
of Buffalo’s leading insurance agencies 
for nearly a quarter-century and promi- 
nent in social and civic enterprises, died 
October 25. He was 68. 

Mr. Seymour was born in New York 
City, in 1889, and went to Buffalo in 
1915 to open a branch of the Fidelity 
& Deposit Co. of Baltimore. 

Later, he was associated with the 
Richard L. Wood & Co., Inc., insurance 
agency, for about two years and then 
organized his own agency in 1924 

The agency was incorporated in 1927, 
with Mr. Seymour as president, under 
the name of F. E. Seymour, Inc. Its 
offices then were at 11 Niagara Street, 
but it now has offices at 661 Delaware 
Avenue. 

Mr. Seymour retired as president in 
1952, when he was succeeded by Edward 
J. Schenck, and became chairman of the 
board. He retired from that post early 
last year. 





Ontario Agents Elect 

Clare E. McVicar of Brantford was 
elected president of the Ontario Insur- 
ance Agents’ Association. He succeeds 
Harold A. Smith of Kitchener. 

Vice presidents elected were Wallace 
Wood, He umilton; Alf H. Cowling, Tor- 
onto; B. Brisco, Chatham. Elected 
directors were: Harold Ewan, Ottawa; 
George McLean, Orillia; Fred Funston, 
St. Catharines; F. B. Dupont, Windsor. 





DALLAS ASSOCIATION ELECTS 

Don M. Houseman, CPCU, of the 
Cochran & Houseman Agency, was ad- 
vanced to president of the 25-year-old 
Dallas Association of Insurance Agents 
at a meeting of directors held in the 
Dallas Athletic Club, October 18. Other 
new officers, each advancing a step, are: 
first vice president, W. Nicholas Wil- 
liams, CPCU, and second vice president, 
M. Cullum Thompson, CPCU. The new 
member of the official family is Jim 
Wallace as secretary-treasurer, and the 
outgoing president is Charles R. Ever- 
sole, who becomes a director. Jack L. 
Curtis was renamed executive secretary. 





AGENCY 100 YEARS OLD 
Columbus, O.—The Kirkpatrick Insur- 
ance Agency has observed its 100th an- 
niversary. It was organized in 1855 by 
J. V. K. Seeley and was one of the first 
agencies representing the Ohio Farmers. 


Present officers are C. D. Palmer, 
president; John E. Best, vice president, 
and Samuel E. Miller, secretary-treas- 
urer. 
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N.Y. STATE EXAMS 
NEW YORK e JAMAICA 


132 Nassau St. 148-15 Archer Ave, 


INSURANCE COURSE 


Starts Monday, Dec. 5, for 
Brokers’ Examination on March 15, 1956 


Se: 


Starts Monday, Dec. 5, for 
State Examination on Feb. 29, 1956 


NOTARY Pustic COURSE 


Starts Tuesday, Dec. 6 
for Examination on Jan. 10, 1956 


AMERICA’S LARGEST INSURANCE 
& REAL ESTATE BROKERAGE SCHOOL 


Write, phone or call for Booklet 


INSTITUTE OF 
PQ HS on 
132 Nassau Street 
New York 38, N. Y. 
Near City Hall 
COrtlandt .7-7318 
: HERBERT J. POHS, Founder-Director 


Wisconsin Agents Elect 
The following officers were reelected 
at the 56th annual convention of the 
Wisconsin Association _ of __ Insurance 
Agents in Milwaukee: President, John 














J. Batenburg, Racine; vice president, 
Arthur R. Moss, Beloit; secretary- 
treasurer, Phil J. Hausmann, Madison; 


state national director, George A. Timm, 
Kenosha. Mr. Timm was also elected to 
chairman of the board of directors. 


WM. E. MURDOCK, SR. DIES 

William E. Murdock, Sr., an insurance 
producer in Elmira, N. Y., since 1925 
and for 13 years head of the agency 
which bore his name, died recently. 
He was 54. He purchased a half interest 
in the William Campbell Agency in El- 
mira in 1942 and formed the company 
which bore his name. Mr. Murdock was 
president of the Chemung County In- 
surance Agents Association. 
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WHAT’S 


TO THIS OBJECTION? 
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Agents attempting to sell complete accounts 
of insurance meet this objection many times. Unless 























. a Plan that takes responsibility 


ret! they have the right answer . . . and the right 

of the plan . . . they lose the sale! 

urance 

site American Agents successfully counter this objection and win sales 

dises with The American Family Protection Plan. . 

Ae for all of a client’s insurance and produces 

: additional income for the agent. 

IES 

Ors Once the prospect sees for himself the dangerous “holes” in 

gency piecemeal coverage—once he sees that “spreading business around” means 

terest spreading responsibility for his protection . . . objections become so many 

mt stepping stones to the sale. 
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7 To help sell their services, American Agents tell their story with 
dramatic pictorial aids and show-how charts in The American 

] Family Protection Plan booklet following a consistent campaign of 

















tested sales promotion material. 
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THE AMERICAN INSURANCE GROUP 
15 Washington Street, Newark 1, N. J. 


If you want free details on the business-building American Family 


f 


Public Relations Dept. O-11 


Send me free information on The American Family Protec- 
tion Plan—an aid to increased sales volume. 








Newark 1, New Jersey Name 
THE AMERICAN INSURANCE CO. ¢ BANKERS INDEMNITY INSURANCE CO. Company - 
Address. 





City. 
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F. S. Wilson President 
Of Insurance Buyers 


SUCCESSOR TO B. E. KELLEY 
NIBA Changes Name to American So- 


ciety of Insurance Management; 
Over 800 Members 


Frazier S. Wilson, manager, insurance 
division of United Air Lines, Chicago, 
was elected president of the American 
Society of Insurance Management at its 
annual meeting held October 25 in Chi- 
cago. He succeeds B. E. Kelley, insur- 
ance manager of United States Plywood 
Corp., New York. 

Mr. Wilson has been in the insurance 
field for 23 years, 12 of which have been 
with United Air Lines. Born in Oak 
Park, IIl., he now resides in Winnetka. 
A graduate of the University of IIlinois, 
he has been associated with London & 
Lancashire Indemnity Co. Chicago; 
William M. Houze agency of John Han- 
cock, Chicago; and John Hancock Life, 
Miami Beach. 

Insurance Organizational Posts 

He has held offices in several insur- 
ance organizations: president of the 
Miami Association of Life Underwrit- 
ers; chairman of the Air Transport As- 
sociation Insurance Committee; vice 
chairman of the International Air Trans- 
port Association Insurance Committee; 
president of Midwest Insurance Buyers 
Association; first vice president of the 
National Insurance Buyers Association; 
member of the insurance planning coun- 
cil of the American Management Asso- 
ciation. He is also a member of the ex- 
ecutive committee of the Cook County 
chapter of the National Foundation for 
Infantile Paralysis. 

Officers who will serve with Mr. Wil- 
son are Joe T. Parrett, Carnation Co., 
Los Angeles, first vice president; H. 
Stanley Goodwin, McKesson & Robbins, 
Inc., New York, second vice president; 
R. V. Brady, the Chase Manhattan 
Bank, New York, treasurer; and Peter 
A. Burke, who will continue as secretary 
and managing director, with head quar- 
ters in New York. 


Formerly Called NIBA 


Formerly the National Insurance Buy- 
ers Association, Inc., founded in 1950, 
the new name American Society of In- 
surance Management was approved by 
the membership and announced at the 
Chicago meeting, There are active chap- 
ters in Los Angeles, San Francisco, 
Portland, Houston, Dallas, Baltimore, 
Philadelphia, New York, Chicago, Bloom- 
ington-Peoria, Minneapolis, Cincinnati, 
Detroit, and Richmond. In _ addition, 
there are members in 22 other states 
and Canada. Membership is over 800. 


Leon Watson Dinner 


(Continued from Page 18) 


who has no enemies. We all have ad- 
mired his energy, high order of intelli- 
gence and his sincere understanding of 
the viewpoints of others on rating prob- 
lems.” 

Other well merited tributes were 
voiced by Mr. Doremus and Mr. Lewis, 
the latter extending to Mr. Watson the 
best wishes of the staff of the New Jer- 
sey rating organization for good health 
and years of happiness in his retirement. 


Tribute From Commr. Howell 


Insurance Commissioner Howell, for- 
merly in the insurance business in Tren- 
ton and a member of Congress for sev- 
eral years before being appointed to his 
present post early this year, commended 
Mr. Watson for his “outstanding con- 
tributions to rating progress and to 
strengthening of state regulation of in- 
surance.” He stated that the guest of 
honor has a “grand philosophy of life 
and is one of the great men of insurance 
in New Jersey.” 

Mr. Sheiry, on behalf of the agents’ 
association, presented Mr. Watson with 
a handsome set of matched luggage and 
related how he had over many years 


traveled thousands of miles to hundreds 
of agents’ local, county and state meet- 
ings to keep the producers fully abreast 
of changes in rates, rules and forms and 
to be of assistance in solving rating 
problems. The agents fully appreciate 
the extensive cooperation they have re- 
ceived from Mr. Watson. 


Watson on Changes in Rating 


Responding graciously to the sincere 
tributes paid to him, Mr. Watson said 
he has always had faith in human nature, 
justified with few exceptions. He also 
outlined some of his ideas on fire rating, 
including his strong support for all fire 
prevention activities for such tended to 
keep losses down and rates at a reason- 
ably low level to the public. He sees 
golden opportunities in insurance for 
young people willing to work and pos- 
sessing a forward look. Rate-making has 
advanced far from crude methods of 
the past to the more technical approach 
of today, he said. He upheld the prin- 
ciple of competition but at the same time 
warned against a trend toward too much 
competition in rating. Such he feels 
would be harmful to the business. 

Mr. Watson entered insurance as an 
office boy with the Home of New York 
when he was 16 years of age. Shortly 
thereafter he joined a general agency in 
New York as a fieldman doing inspection 
work in New Jersey and in 1910 went 
into rating work, gaining experience un- 
der the late Atlee Brown, expert of the 
Schedule Rating Office. When Mr. 
3rown died in 1922 Mr. Watson, then 


Brooklyn Brokers’ Meet; 


Dinner-Dance November 17 

The Brooklyn Insurance Brokers As- 
sociation held its monthly meeting yes- 
terday evening, November 3, at the Hotel 
St. George in Brooklyn. The 43rd annual 
dinner and dance is scheduled for Thurs- 
day evening, November 17, in the grand 
ballroom of the same hotel. That eve- 
ning State Senator Mario M. De Optatis 
will be honored for his efforts in behalf 
of insurance by being presented with 
the 1955 Merit Award of the brokers’ 
association. 





32, was named expert and continued in 
that capacity until a change in state laws 
over a decade ago permitted formation 
of the present rating organization. 

Mr. Watson, who resides at Linden, 
N. J., also has a home at Point Pleasant. 
While now officially retired as general 
manager of FIRONJ he is continuing 
until the middle of next year in a con- 
sultant capacity as secretary-treasurer. 

In addition to activities associated with 
his rating work, involving attendance at 
legislative hearings, traveling to agents’ 
meetings and conferring with groups of 
public officials in all parts of New Jer- 
sey, Mr. Watson found time for public- 
spirited civic work which he thoroughly 
enjoys. He was Linden’s first council- 
man-at-large. He has also been presi- 
dent of that community’s Board of Edu- 
cation, a member of the Board of Health 
and Rahway River Harbor Commission. 
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Service does Pay 


Says a Pearl-American Agent in North- 
eastern Ohio. This is his story: “For 





A SERIES 


V7) 


plant.” 


Every 





some time I had been trying to convince 
a wealthy manufacturing acquaintance of 
mine that he should let me make a com- 
plete survey of his insurance needs. He 
was friendly but I got nowhere. One day 
he phoned and said he wanted me to 


write a policy on a new fur coat and diamond ring which he 
had just bought for his wife. I knew he was the kind of person 
who should have a Personal Property Floater so I said to him, 
Mr. Blank I’ll be glad to bind coverage on a temporary basis 
but much as I appreciate the business I cannot in fairness to 
you write the coverage permanently without first examining all 
your personal policies to make certain that the policy you have 
asked me to write fits in with the policies you now have. To 
make a long story short, he was so impressed by my willingness 
to turn down business rather than sacrifice a business principle 
that I, with the help of your field man, wound up making a 
complete survey, not only of his personal business but his entire 


P.S.—The personal survey disclosed six separate Jewelry 
and Fur Floater policies ! 


Eu Pearl-American Agent has at his command the 
facilities of one of the world’s greatest companies. We invite 
your inquiry. 


WE BELIEVE 


the properly qualified “Independent” local agent can best SERVE the 
insuring public, Unlike the “Captive” agent he ts free to utilize the in- 
surance facilities of the world. In the present and continuing struggle 
between “Independent” and ‘Captive’ agents it is important that this 
capacity of THE “‘Independent Local Agent” to SERVE be emphasized 
again and again, This series of twelve actual stories of everyday service 
rendered by “*Independent”’ agents is published in that spirit. Reprints 
are available without cost or obligation 
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PEARL ASSURANCE COMPANY, LTD. 

THE EUREKA SECURITY FIRE & MARINE INSURANCE CO. 
MONARCH FIRE INSURANCE COMPANY 

HOME OFFICE: 19 RECTOR ST., NEW YORK 6, N.Y. 
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NOVEMBER BROKERS COURSE 


Begin Registration for Agents, Broker; 

Qualification Course at Insurance 

Society of N. Y. School of Ins, 

The School of Insurance of the Ingyp. 
ance Society of New York, Inc., wil 
begin its November agents and brokers 
license qualification course on Monday 
November 14. Registrations are ine 
being taken at the Society’s offices a 
16 Liberty Street. 

The November course, which is one 
of three agents and_ brokers courses 
offered annually in downtown Manhat. 
tan by the Society’s School, will pre- 
pare students for the June state ex. 
amination. Courses are also given to 
prepare for the December and March 
examinations. Classes meet on Monday, 
Wednesday and Friday evenings from 
6 to 8 o’clock. 

Although the New York State lay 
requires a minimum of 90 hours of class 
work, the course at the School of Insur- 
ance comprises a total of 150 hours, It 
has been the school’s policy for many 
years to give a course which enables 
the student to acquire a more thorough 
understanding of the business. For this 
reason the course has been designed to 
provide considerably more than the 
minimum insurance education or class 
hours required to qualify for the state 
examination. 

In the past, these courses have been 
of particular interest to candidates for 
the broker’s license, but they now should 
be of equal interest to prospective 
agents. Effective September 1, the agent 
can no longer obtain licenses in indi- 
vidual fields but must also complete a 
90-hour course and pass the same com- 
prehensive examination taken by the 
broker’s license applicant. 





WOMEN MARK ANNIVERSARY 


Insurance Women of Albany, N. Y,, 
Observe 13th Milestone; Active in 
Formation of Federation 
The Insurance Women of Albany 
celebrated its 13th anniversary October 
27 with a dinner meeting in Jack’s 

Restaurant. 

_Under the guidance of Luella Good- 
ridge, an employe of the State Insurance 
Department, a group of women in the 
insurance industry formed this Albany 
club which has successfully carried out 
its objectives over the years. Miss Good- 
ridge became the club’s first president 
and also the first president of the 
Federation of New York Insurance 
Women’s Clubs of which she and her 
club were prime movers in forming some 
12 years ago. Officers of the club have 
aided in the formation of several other 
clubs of the Federation. 

Always concerned with insurance edu- 
cation this club keeps up to date with 
changes in insurance procedures by 
holding classes throughout the year. 

Guest speaker on the occasion was 
Stanley W. Morse, superintendent of 
casualty underwriting, Phoenix Insur- 
ance Co. Mr. Morse spoke on “Recent 
Changes in the Casualty Field.” 

One of the special features of the 
meeting was the induction of ten new 
members into the club. Assisting Presi- 
dent Gladys Halton in this service were 
several past presidents of the club who 
are known as the “Helpful Exes.” The 
Insurance Women of Albany is now one 
of the largest and most active of the 
clubs forming the Federation of New 
York Insurance Women’s Clubs. 





Toale on N. Y. Board 


Fire Prevention Committee 

President T. Morgan Williams of the 
New York Board of Fire Underwriters 
has appointed Eugene A. Toale, metro- 
politan manager of the Security-Connec- 
ticut Companies, to the committee on 
fire prevention and water supply to Suc 
ceed William H. Rusher, Hartford Fire, 
who has been transferred to the Pacific 
Coast. 





a ae 





ire now 
ffices at 


ig One 
courses 
Manhat- 
vill pre- 
fate ex. 
‘iven to 
- March 
Monday, 
xs from 


ate law 
of class 
f Insur- 
ours, It 
rT many 
enables 
horough 
“or this 
gned to 
an the 
or class 
1e state 


ve been 
ites for 
’ should 
spective 
e agent 
in. indi- 
plete a 
le com- 
by the 


SARY 
N. %% 


re in 


Albany 
Detober 
Jack’s 


Good- 
surance 
in the 
Albany 
ied out 
Good- 
esident 
of the 
surance 
nd her 
g some 
b have 
| other 


‘e edu- 
e with 
es by 
ear, 

n was 
ent of 
Insur- 
Recent 


of the 
n new 
Presi- 
e were 
b who 
” The 
Ww one 
of the 
New 


ittee 
of the 
vriters 
netro- 
ynnec- 
ee on 
oO suc- 


| Fire, 





November 4, 1955 





a 














— 


N. Y. Ruling On Insured’s Duty To 


Produce Documents, Answer Queries 


The Appellate Division of the Supreme 
Court of New York last week handed 
down a decision of interest in defining 
obligations of an insured to answer ques- 
tions and produce documents ct an ex- 
amination under oath conducted by an 
insurer under provisions of the New 
York standard fire policy. : 

The opinion, written by Justice Botein 
and unanimously concurred in by the 
rest of the court, was in the case of 
Happy Hank Auction Co., Inc. v. Amer- 
ican Eagle Fire and 14 other fire insur- 
ance companies. The case is also of 
interest in further extending a rule an- 
nounced by the Court of Appeals in the 
recent Delmar Box Co. case (309 N.Y. 
60) respecting enforceability of the ap- 
praisal provisions of the policy. 

The court reversed the order made at 
a special term of the New York County 
Supreme Court denying a motion made 
by the fire insurance company defend- 
ants for a summary judgment. It di- 
rected the dismissal of the complaint 
in which the insured sought a $95,000 
recovery. The court, in so doing, reit- 
erated prior rulings that the penalty 
for willful failure to answer material 
questions and refusal to produce mate- 
rial documents at such an examination 
is avoidance of the policy and forfeiture 
of all the insured’s rights thereunder. 


First to Extend Rule 


So far as it is known this decision is 
the first in New York which extends the 
rule so as to make material information 
concerning a portion of the claim origi- 
nally included in the insured’s proof of 
loss but later withdrawn. 

The court said, “If defenidants could 
prove that the original out-of-sight claim, 
although withdrawn, was _ fraudulent, 
they could defeat plaintiff’s claim in its 
entirety. . Certainly the legislature 
never intended that a policyholder could 
file a swollen claim and thereafter adroit- 
ly preserve his legitimate claim by cast- 
ing off the fraudulent portion if the in- 
surance company came upon the spoor of 
the fraud. On that basis there would be 
little risk and no penalty.” 

Another issue raised by the case was 
whether or not an insured who claimed 
that most of its books and records were 
destroyed in the fire was required, on 
the demand of the insurer, to produce 
certified copies of its United States in- 
come and state franchise tax returns for 
the period covered by the books and 
_ claimed to have been lost in the 

re. 


Position of Insurers 


The insurers took the position that 
the tax returns would have supplied what 
amounted to copies of the books of ac- 
count claimed to have been lost and that, 
in any event, the returns would or 
should have been “vouchers” for the 


claim within the meaning of the stand- 
ard fire policy. The court idid not ex- 
pressly rule on this question since a 
decision on this point was unnecessary 
in the light of its disposition of the 
case made on other grounds. 

But the court did specifically state 
that the insured had wrongfully refused 
to answer the question of whether the 
opening entry on the current inventory 
account page from its general ledger, 
which page the court remarked had been 
“providentially preserved,” agreed with 
the closing inventory reported on the 
insured’s last tax return. 

The insured also argued that although 
it was now settled law that a special 
proceeding under the arbitration law 
could not be maintained in order to 
enforce the appraisal provision of the 
standard policy, a plenary suit in equity 
could be maintained to obtain specific 
performance of this part of the insurance 
contract. The court held, however, that 
the Delmar Box Company case required 
the dismissal of the appraisal cause of 
action in the complaint. 

Counsel for the plaintiff was Gilbert 
Goldstein of Goldstein & Goldstein. The 
defendants were represented by Herbert 
P. Polk of Lowenstein, Pitcher, Amann 
& Farr. 





lood Hearings 


(Continued from Page 1) 


also be a limit of loss per inhabitant. 

The war risk feature of the bill pro- 
vides that the aggregate liability cover- 
ing property losses would not exceed 
ten billion dollars. 

The entire program would be under 
direction of a Federal Disaster Adminis- 
trator who would be successor to the 
Federal Civil Defense Administrator, 
with enlarged duties and authority. Rates 
for coverage would be set by the ad- 
ministrator, but the bill provides that 
“no insurance or reinsurance is to be 
offered if available on reasonable terms 
from other public or private sources.” 
Senator Lehman said he hoped the hear- 
ings would be productive of suggestions 
to make the ultimate bill “entirely prac- 
tical, sound and effective.” 


Lehman on Duties of Government 


he wishes to 


“ 


Senator Lehman said 
have the Federal Government “assume 
the responsibility it should rightfully 
have to meet the full impact of disasters 
that have no respect for states lines and 
which in many cases far overtax local 
and state resources. The alternative is 
to use tax money to meet those losses. 
The use of general revenues for this 
purpose is in effect compulsory insur- 
ance. I would like to see a program of 
voluntary insurance.” 


The floods of August 17-19 in six 
northeastern states caused damage of 
approximately $457,674,000 according to 
a final summary by the Business and 
Defense Services Administration in 
Washington. Total damage by states 
was as follows: Connecticut, $215,245,000; 
Massachusetts, $110,412,000; Pennsyl- 
vania, $70,206,000; New Jersey, $27,525,- 
500; Rhode Island, $18,000,000 and New 
York, $16,284,000. 


Proposals at Washington Hearing 


At the opening hearing on flood cov- 
erage in Washington on Monday the 
Eisenhower Administration offered a 
general program with which Senator 
Lehman, who presided as head of the 
Senate Banking and Currency Commit- 
tee, expressed dissatisfaction. The Ad- 
ministration’s proposals were offered 
through Roger W. Jones, Jr., Assistant 
Director of the Bureau of the Budget. 
He recommended a three-year experi- 
mental plan which would embrace a 
limit on the amount of insurance to be 
issued; also that the question of rates 
be closely studied by Federal agencies 
to determine whether they should be 
entirely self-sustaining or whether an 
element of subsidy should be included. 

Mr. Jones likewise proposed a limit 
of $250,000-$300,000 on the amount of 
coverage obtainable by any individual or 
company, which insurance would be lim- 
ited to real property and business in- 
ventories, including growing and stored 
agricultural commodities, but excluding 
personal property. It is proposed there 
be a deductible amount, fixed either in 
dollars or percentages. Private insurance 
companies would participate in the pro- 
gram by using their agents to sell the 
coverage and adjusters to handle claims, 
with Federal financial assistance. 

Senator Lehman told Mr. Jones he 
considers the Administration proposals 
as too vague and not sufficiently specific. 

Mr. Jones stated there are several 
alternatives to Government insurance 
including a broadened Federal disaster 
relief program, a grant-in-aid program 
in which the states would share, to aid 
disaster victims. He feels that any Fed- 
eral program would involve a subsidy. 

Senator Prescott Bush, Connecticut, 
suggested at the hearing Tuesday that 
the “committee forget flood politics” and 
“get back to flood insurance.” Replying 
to Senator Lehman’s dissatisfaction with 
the Administration suggestions Senator 
Bush stated that “I believe it is some- 
what unfair to criticize the present 
Administration for not preparing in less 
than three months a detailed flood in- 
surance program when the Congress 
itself, and this committee, have failed 
in four years to consider the problem.” 

Walter Williams, Undersecretary of 
Commerce, said that on any Federal 
program there should be a limit on the 
over-all liability to be incurred, on the 
duration of the program, on coverage 
to be extended to a single assured, and 
any deductible required should be care- 
fully examined. He said there should be 
maximum use of private insurance facili- 
ties and services. 
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TER BUSH & POWELL MOVE 

Ter Bush & Powell, Inc., well known 
production firm with headquarters at 
Schenectady, N. Y., and offices also in 
New York City and Buffalo, announce 
removal of the New York City office to 
342 Madison Avenue. 





BRONX BROKERS MEET NOV. 10 
Harold Fleischer, president, Brooklyn 
Insurance Brokers Association, will be 
the principal speaker at the November 
10 luncheon-meeting of the Bronx In- 
surance Brokers Association to be held 
at the Grand Concourse Plaza Hotel, 
3ronx, 


MINNEAPOLIS ASSN. ELECTS 

Maurice S. Sampson has been elected 
president of the Insurance Agents of 
Greater Minneapolis; William E. Bran- 
dow, vice president, and J. A. Shoemaker, 
secretary and treasurer. 
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THE NORTHERN ASSURANCE CO. Ltd. 





Not that Daniel was one of our Agents. . 


fine Agency-Company relationships for over 100 years prompts us to 


say—‘'No matter what the situation may be—Northern is there to give 


The NORTHERN ASSURANCE has provided 
reliable insurance protection for over 119 years. 
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The Home Insurance Co. of New York formally opened last week these new 
headquarters for northern New Jersey, located at 106 Prospect Street, East Orange. 
President Kenneth E. Black headed a group of home office executives who were 
hosts to a large gathering of New Jersey agents, business and civic leaders. The 
new building consists of a two-story and basement fireproof, air-conditioned struc- 
ture of Colonial Williamsburg architecture. It contains about 30,000 square feet of 


office and work space. 


SERVICE FIRE OKLA. HEARING 
Commissioner Calls Company to Show 
Cause Why License Should Not Be 
Revoked; Violations Alleged 
Insurance Commissioner Joe B. Hunt 
of Oklahoma has issued an order to the 
Service Fire of New York City—affili- 
ated with the Universal C.I.T. Finance 
Co.—to appear at a public hearing on 
November 21 in Oklahoma City to show 
cause why the company’s license should 

not be revoked. 

Commissioner Hunt states that he and 
his staff have been investigating alleged 
overcharges in premiums on automobile 
insurance-made by the company in deal- 
ings with Oklahoma policyholders. He 
holds that the investigation discloses that 
the Oklahoma law pertaining to rates has 
not been fully complied with. Commis- 
sioner Hunt further states that it ap- 
pears that the company has also violated 
agency laws of Oklahoma and has en- 
gaged in coercive practice in restraint 
if trade. The order issued also charges 
the company with unjust and inequitable 
lealings with Oklahoma policyholders, 

The Service Fire, through a represen- 
tative, stated this week that “we believe 
our operations are in accordance with the 
laws of Oklahoma and, when the oppor- 
tunitv is afforded us, we expect to dem- 
this to the satisfaction of the 

Commissioner.” 


onstrate 
Insurance 


Marine Institute Holds 
_Annual Meeting in N. Y. 


The 57th annual meeting of the Amer- 
ican Institute of Marine Underwriters 
was held on October 27. Owen E. Barker, 
president, presided, and annual reports 

[ > committees and officers were re- 


ie following were elected directors: 
(;eorge Inselman, John W. Morrow, Gil- 
bert B. Oxford, Madoe M. Pease, James 
Is. Rawling, Frank B. Zeller. 
The Institute will hold its annual din- 
ner on Thursday, November 17, at the 
Waldorf-Astoria Hotel in New York. 


Wm. Dox Named State Agent 

William M. Dox, Jr. has been ap- 
pointed state agent in Maine and New 
Hampshire for the National Union Cos. 
of Pittsburgh, Pa. Mr. Dox is a native 
of Connecticut and a graduate of Yale. 
He served in the Navy from 1940 to 
1946 and is now a commander in the 
reserve. Mr. Dox will headquarter in 
the Portland field office. 





GAB Appoints Strehler 
Eastern Assistant Manager 


A. E. Strehler, executive assistant, 
General Adjustment Bureau, Inc., has 
been named assistant general manager 
of the Eastern department. 

Mr. Strehler has been a member of 
the Bureau staff since 1924 and served 
at the Albany and Syracuse branches 
until 1935, when he was appointed branch 
manager at Binghamton. He later head- 
ed the Utica and Albany branch offices 
in the same capacity, and in 1950 he 
was named general adjuster with head- 
quarters in Albany. 

Mr. Strehler was transferred to the 
departmental office in 1953, when he was 
named manager of the fire division. He 
was appointed executive assistant on Oc- 
tober 1, 1954. 


ALAN CANTRELL ADVANCED 


Former Assistant Secretary Becomes 
Assistant Manager, Eastern Un- 
derwriters Association 
President Harry W. Miller of the 
Eastern Underwriters Association an- 
nounces the advancement of Alan H. 
Cantrell from assistant secretary to as- 

sistant manager of the Association. 

Mr. Cantrell’s activities have been 
largely confined to handling details of 
the rating methods research committee 
which processes recommendations to the 
several rating organizations in the ter- 
ritory. 

He came with the Association in 
March of this year after having served 
as a fieldman for the Glens Falls In- 
surance Co, in the New Jersey territory 
for approximately five years. 

A graduate of the University of Con- 
necticut, Mr. Cantrell took post-graduate 
work at the Wharton School, University 
of Pennsylvania upon his completion of 
active service during World War II. 


Buffalo Ins. Co. Moves 
To New Headquarters 


The Buffalo Insurance Co.:moved Oc- 
tober 31 to 220 Delaware Avenue, Buf- 
falo 2, N. Y., from 451. Main Street. The 
new quarters are modern and planned 
for high efficiency. The total floor area 
of over 19,000 square feet houses the ex- 
ecutive offices, western New York branch 
office as well as all phases of home office 
administration. 

This new space is considered ample 
for expanding fire and inland marine 
business as well as for the newly de- 
veloped casualty department. One of 
the features of the new quarters will be 
the electronic tabulating department 
which includes a Univac “60.” 


Thorn on War Risks 


(Continued from Page 29) 








many other perils which are the out- 
growth of war conditions but which must 
be borne by the marine underwriter. 

For example, large groups of vessels 
were prosecuting their voyages in armed 
convoys, sailing without -lights, zig- 
zagging, navigating waters from which 
channel markings, lights and other aids 
to navigation had been removed and 
thereby greatly increasing the danger of 
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stranding and collision. This is not 
theoretical. Unfortunately, innumerable 
accidents, some of them resulting in to- 
tal losses of very fine ships and cargoes, 
occurred due to the extraordinary haz- 
ards of wartime navigation. 

In this connection I would like to 
point out that there will be casualties 
from time to time that raise controver- 
sial points, as to whether they fall 
within the scope of the marine or war 
policy. Fortunately these cases are some- 
what rare. 

There are, however, a few points in 
this connection that I think should be 
made clear. A collision between a mer- 
chant ship and a war vessel may or may 
not be a war loss. It would depend on 
whether or not the war vessel was en- 
gaged in a warlike operation. For in- 
Stance, destroyers in the course of 
patrolling the seas in search of enemy 
submarines, war ships convoying mer- 
chantmen for protection and, if neces- 
sary, combat, are engaged in warlike 
operations. So also is a warship on a 
warlike operation while she is proceeding 
to her station under orders to take up 
convoy escort duty. 

English Decisions 

But it has been pointed out, however, 
in an English case—the “Mattiana” case 
—that not everything done by a King’s 
ship or a King’s officer in time of war is 
necessarily a warlike operation or the 
consequence thereof. One of the English 
courts, in the case of the S. S. Richard 
de Larrinaga,” referred to a warship 
merely proceeding to a port in order that 
her bottom might be cleaned or her 
boilers overhauled as a possible excep- 
tion. i: 

If two merchant ships running in a 
convoy come into collision with each 
other, this has been held to be a marine 
loss under English law. Had one of the 
destroyers convoying the flotilla run 
down one of the merchant ships, how- 
ever, this would have been a war loss, 
for the warship was engaged in a war- 
like operation. It has even been said 
that a merchantman ramming what he 
supposed to be a submarine, and which 
proved to be something else such as sub- 
merged wreckage, and which sank him 
as the result, was a war loss just as 
much as if it had actually been a rea 
submarine that the master was endeav- 
oring to sink. 

The instances I have cited above I 
haye taken from “Templemen on Ma- 
rine Insurance,” the edition of 1934, and 
I have even quoted that work verbatim 
in some cases. I suggest that if you care 
to go into this subject in more detail 
that you read chapter 3 very carefully. 
I would also particularly recommen 
that you read the chapter on “Causa 
Proxima” which you will find extremely 
interesting. 
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Marine War Risk Insurance 


Development of “Free of Capture” Clauses; Formation of 
American Cargo War Risk Reinsurance Exchange; Prob- 
lems of Determining if Loss Is War or Marine 


By Henry C. THorN 


New York Resident Vice President 
Insurance Company of North America 


Henry C. Thorn, resident vice president 
a New York of the Insurance Company 
of North America, has written a compre- 
hensive analysis of marine war risk insur- 
ance which he presented at a meeting in 
New York City of the American Marine 
Insurance Forum. Mr. Thorn is chairman 
of the board of managers of the American 
Cargo War Risk Reinsurance Exchange 
and a leading authority on ocean marine 
insurance. His address is being published 
in full in weekly installments. Part IT fol- 
lows herewith: 


Part II 
When World War I started in 1914 


there were few underwriters in business 
who had had any extended experience in 
war risk insurance at sea. Possibly the 
last great war that had vitally affected 
marine insurance was our Civil War. 
Naturally the active underwriters of 
those days had achieved rest from their 
labors. The Spanish-American, the 
Russo-Japanese and certain other con- 
flicts involved war risk insurance, but so 
far as I know, no particularly new 
problems were presented. 

The World War, however, brought 
about a situation that was new, or at 
least it was new to the underwriters and 
brokers then in business, and that was 
a situation whereby one of the bellig- 
erents, meaning of course, the Allies, 
controlled the seas. Now I do not mean 
that the Germans did not have consid- 
erable sea power in 1914 for they did, 
and no man who has studied this sub- 
ject can (aside from humanitarian as- 
pects) have anything but admiration for 
the high technical skill and daring of 
the German seamen who manned raiders 
and submarines throughout the war. 

Nevertheless, the British Navy, aug- 
mented by the French and later by our 
own Navy, did, for all practical purposes, 
bottle up the German fleet, and drove all 
enemy merchantmen off the seas com- 
pletely. They also made it an easy mat- 
ter to exercise the right of “Visit and 
Search” on neutral ships bound for Ger- 
many or neutral countries adjacent to 
Germany. Now the right of “Visit and 
Search” must be (according to Interna- 
tional Law) exercised at sea, but vessels 
were taken into British control ports 
such as, for instance, Kirkwall in the 
Orkney Islands, and there searched in 
sheltered waters at leisure. 

Free of British Capture Clause 


The World War had not been on very 
many weeks before it became apparent 
to all that this seizing of neutral ships 
Was not something that might occur, but 
Was something that was just about 

und to occur. There was no force 

sufficient to oppose it. Therefore, as a 
matter of pure business the underwriters 
decided that they could not, at any rates 
Which shippers could reason; ibly expect 
eo! Pay, cover this risk of capture or 

ure by the British. 

oritish Underwriters, 
had startel, naturally 
‘rom insuring the risk or 


Seizure by their own government, 
t} 


after the war 
were prohibited 
capture or 
even 
hough they might choose to do so as a 
Therefore, 


business venture. the highly 


import - ck tuse known as the “Free of 
3ritish Capture” Clause or the “F.B.C.” 
came into being. This was in the early 
fall of 1914. While it is commonly re- 
ferred to as the “Free of British Cap- 
ture” Clause, it did include Great Brit- 
ain’s Allies, and later the United States, 
which while a belligerent on the side 
of the Allies, was not one of the Allies. 

When World War II started in Sep- 
tember, 1939, the line-up of belligerents 
was somewhat as before, at least sea 
power was on the Allies’ side as of old 
and to oppose it was only the German 
Navy, a mere shadow of its former self. 
Therefore even before this war started a 
new British capture clause was prepared 
and went into effect immediately the war 
started. The wording has changed sev- 
eral times in minor respects, and even- 
tually, after this country came into the 
war, it became a clause which read, in 
the American policy, as follows: 


American Capture Clause 


“This policy is warranted free of any 
claim arising from capture, seizure, 
arrest, restraint or detainment by the 
Government of the United States or of 
any of its Allies.” 

I would like to tell you something of 
the mechanics of the business of war 
risk insurance. I think the best way to 
understand what we are doing today is 
to go back and see how the business 
was handled in the past. Up to World 
War II each underwriter went his own 
way. He wrote whatever lines he chose, 
and there was no cooperation either as 
to the exact form of coverage or rates 
of premium except the leveling that in- 
evitable market competition brings to 
all business. 

The business was difficult to handle in 
those days for all concerned and _ par- 
ticularly for the broker. The underwriter 
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made up his mind that he would write 
not exceeding a certain amount on cer- 
tuin voyages or on certain flags. He 
filled his book and he had no trouble 
doing it in World War days, for values 
ran into enormous figures. The capacity 
of the individual underwriter, being lim- 
ited according to his judgment, or the 
assets of his individual company, neces- 
sitated the broker going from office to 
office with a large line, and sometimes 
taking several days to complete a risk. 
Due to the fact that rates were en- 
tirely those of the individual companies, 
no broker could feel sure that he had 
secured the best proposition until he had 
tried the whole market, and trying the 
market was a difficult thing. It was not 
at all uncommon to have to wait for a 
half hour to even more than an hour, 
after you arrived at the company office, 
before you could even see the under- 
writer. This process would have to be 
repeated in many offices before even a 
moderately large line could be placed. 


Formation of War Risk Reinsurance 
Exchange 


Early in 1939 it became apparent to a 
number of the underwriters in the New 
York market that the inevitable war in 
Europe was coming closer with each 
crisis. Munich had only put off the evil 
day. It was therefore felt that if some 
scheme could be worked out whereby all 
of the companies writing war risk in- 
surance were to enter into a reinsurance 
arrangement practically unlimited facili- 
ties could be offered the brokers for 
their assureds, by any one of the sub- 
scribers to such an arrangement. Fur- 
thermore, by such an arrangement the 
underwriters would get a greater spread 
of risk. 

To make a long story short, the 
American Cargo War Risk Reinsurance 
Exchange was formed and put into op- 
eration on June 10, 1939, and had started 
to function well in advance of the out- 
break of the war. Naturally a reinsur- 
ance between companies must be on a 
basis whereby parity is observed as to 
terms of coverage and rates of premium. 
Therefore, a rating and underwriting 
committee composed of companies rep- 
resenting over 65% of the war risk pre- 
mium written was formed. This commit- 
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tee labored incessantly since the forma 
tion of the exchange and all during the 
war, promulgating the necessary rates, 
bulletins, etc., that are required to 
handle such a vast amount of business 
with all of its details. 

This exchange passes through its rec- 
ords many thousands of risks every busi- 
ness day of the year. It was composed 
at that time of over 140 subscribers, rep 
resenting total assets well in excess of 
a billion dollars. Its affairs have been 
reasonably and efficiently administered, 
I believe. I know that there were occa- 
sional delays and possibly other annoy 
ing occurrence, but I can assure you that 
the business of handling war risk insur 
ance during World War II, particularly 
for the broker, was so much simpler 
than at was in 1914-18, that there was 
absolutely no comparison. 


Problems of Missing Ships 


One of the questions that arises quite 
frequently is whether or not it is safe 
to place war risk insurance and marine 
insurance on the same shipment with 
different sets of underwriters. I can 
only answer this by saying that it is 
not desirable. The first thought that 
comes to mind is that of the missing 
ship. Which set of underwriters would 
bear the loss? This question, I believe, 
arose possibly for the first time during 
World War I. Prior to that time war 
and marine, I believe, were always 
placed together. 

During the war, however, with the es 
tablishment of government bureaus and 
with the fluctuating rates in the open 
market, shippers often found it cheaper 
from a dollars and cents standpoint only, 
to shop their war risk around and place 
it at the lowest rate. We faced a some 
what similar situation in World War II, 
chiefly brought about bv the 
ment of the subsidized British govern 
ment War Office, whose rates were very 
much lower than the commercial mar 
kets of the world. 

I think I am safe in saying that the 
great bulk of the cargoes carried to and 
from Great Britain by any flag was in 
sured with that government. Now as the 
British government did not write ma 
rine insurance, the problem of the mis 
ing ship was a very live one on both 
sides. 


establish 


Marine or War Operation? 


In addition to the risks directly cov- 
ered by the war risk policy, there are 
(Turn Back to Page 28) 
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Supt. Holz Recommends UJ Fund as 
Compulsory Auto Insurance Alternate 


to collect from the driver or owner, they 

would then be paid from the fund. 
Those injured by hit-and-run drivers 

would bring suit against a designated 


In a memorandum to Governor Averell 
Harriman this week, New York Super- 
intendent of Insurance Leffert Holz 
suggested the creation of an unsatisfied 
judgment fund to take the place of 
possible compulsory automobile insur- 
ance. He was one of several officials 
the Governor asked for suggestions to 
meet the financially irresponsible driver 
problem. As yet, Governor Harriman 
has not reached a decision on Mr. Holz’s 
recommendations. 





J. Dewey Dorsett, general mana- 
ger, Association of Casualty & Surety 
Companies, said this week following 
news stories on Superintendent Lef- 
fert Holz’s recommendation to the 
Governor for an unsatisfied judgment 
fund that the Association is on rec- 
ord in opposition to UJ as an alter- 
native to compulsory automobile in- 
surance. 











The New York Superintendent pro- 
posed four alternative means of financ- 
ing a UJ fund. One would seek an 
additional registration fee on uninsured 
cars. A second would call for additional 
fees both from insured and uninsured 
cars. The remaining two alternatives 
would seek additional registration fees 
both for insured and uninsured cars plus 
an assessment on casualty insurance 
companies based on the amount of their 
business. 

Suggested Registration Fees 

The additional registration fees sug- 
gested for insured cars range from 50 
cents to $1.75, depending on the financ- 
ing scheme that is finally adopted. The 
suggested fees for uninsured cars would 
range from $3 to $25. 

The UJ fund recommendation by Mr. 
Holz would be basically patterned after 
the one now in use in New Jersey. There 
the fund is financed by a combination 
of surcharges on registration fees both 
for insured and uninsured drivers with 
an assessment against casualty compa- 
nies doing business in that state. 

The fund provides compensation for 
innocent victims of financially irrespon- 
sible motorists. The maximum that could 
be collected from the fund by any one 
individual would be $10,000 and the top 
limit for all the victims of a_ single 
accident would be $20,000. 

In order to collect, the victims would 
be required to bring suit and obtain a 
judgment, establishing that they were 
free of fault in the accident. If unable 
Report Only 87% of N. Y. 

Motor Vehicles Insured 

At least 13% of the vehicles registered 
in New York State are not covered by 
liability insurance, a survey by the 
Motor Vehicle Bureau shows. 

Commissioner Joseph P. Kelly. re- 
ported that, as of October 7, 3,917,858 
vehicles had at least the minimum cov- 
erage for personal liability when regis- 
tered for 1955. A total of 587,218 was 
not insured at the time they registered, 
Mr. Kelly said. 

The survey was required under terms 
of a law enacted in 1954. All vehicle 
owners, when registering last year, had 
to state to the Bureau whether they 
possessed insurance. Mr. Kelly said the 


survey would be continued to the end 
of this year. 


state official instead of the driver. If 
they obtained a judgment it would be 
paid from the fund. 


Estimated Cost of UJ Fund 


Mr. Holz’s memorandum brought out 
the estimated cost of the fund as $10,- 
700,000 a year if it is assumed that 10% 
of the automobiles now operating in 
New York State do not carry insurance. 

If, as insurance company statistics 
point out, only 5% of the cars involved in 
accidents in New York are not insured, 
the annual cost would be $5,700,000. 

In his memorandum, Mr. Holz said 
that it was his view that compulsory 
insurance legislation should be, by its 
very nature, a last resort. He said he 
was not convinced that all reasonable 
alternatives have been fully explored 
and tested by experience. 

The Superintendent declared that 
compulsory insurance offers no help to 
victims of out-of-state drivers. In 1954, 
he reported, there were 2,184 accidents 
in New York State involving hit-and-run 
drivers and 6,649 involving out-of-state 
drivers, some of whom may have car- 
ried insurance. 

He made it known that a recent addi- 
tion to automobile liability insurance 
gives the owners of insured cars and 
their families protection against finan- 
cially irresponsible drivers. However, he 
added that it gives no protection to the 
3,000,000 families who do not own cars. 


Fund Combined With Vehicle 
Impoundment 
Superintendent Holz said that at the 
present time he could only reiterate that 
the UJ fund approach, combined with 
the impoundment of vehicles, appears to 
be the most effective way of providing 
protection to the largest number of vic- 
tims of uninsured motorists as well as 

of hit-and-run drivers. 

If Governor Harriman approves Mr. 
Holz’s plan, it would be submitted to 
the legislature next January for approval. 





Harleysville Mutual Casualty 


To Enter South Carolina 
Harleysville Mutual Casualty Co., Har- 
leysville, Pa., will actively enter into 
business in South Carolina beginning 
November 7. A license was granted Oc- 
tober 3. 

Harleysville Mutual and its affiliate, 
Mutual Auto Fire write all forms of 
casualty insurance. South Carolina be- 
comes the tenth state in which the com- 
pany operates. 

Rated A Plus, Harleysville insurance 
lines include a wide variety of coverages 
—auto liability, auto physical damage, 
general, farm, residence, burglary, out- 
side theft, mercantile burglary, store- 
keepers liability and residence glass. 

Harleysville is now opening a number 
of charter agencies in South Carolina. 





NEW ALBANY OFFICE MANAGER 


J. Vance Farquhar has been appointed 
manager of the Albany claim office of 
the American Surety Co. He was em- 
ployed by the company on July 23, 1951, 
as claim representative trainee and be- 
came claim representative on February 
1, 1952. He received his B.S. from Rider 
College, Trenton, N. J. 





Gov. Harriman Weighing 
N.Y. Executive Hearings 
ON COMPULSORY AUTO INSUR. 
to Include Compulsory Motor 


Vehicle Inspection and Driver 
Re-examination 





Also, 





Governor Harriman of New York, is 
reportedly considering the possibility of 
conducting executive hearings on New 
York State legislative proposals for com- 
pulsory automobile insurance, compul- 
sory motor vehicle inspection and driver 
re-examination. 

report from the State Bureau of 
Motor Vehicles one the three issues has 
been in the governor’s hands for months. 
The report, which was not made public, 
is understood to have made no recom- 
mendations, but merely outlined possible 
solutions to the problems. 

Press reports from Albany sav the 
three subjects are still open to discus- 
sion, with the Harriman administration 
still undecided how the problems should 
be met. 

The governor previously has indicated 
his belief that some sort of action was 
needed on driver re-examination and 
compulsory insurance, but the method 
apparently is still under consideration 
in administration circles. 

In addressing the State Legislature 
early this year, Governor Harrimin rec- 
ommended legislation to change what he 
called a “defect in the law.” He said the 
defect was that drivers once licensed 
can “renew that license indefinitely 
without periodic phvsical checkups.” 

Driver Health Examination 

The governor declared in June that 
there should be “an examination, par- 
ticularly physical to determine the 
health and ability of drivers.” He said 
he would recommend this to the 1956 
legislature. 

Governor Harriman last Januarv urged 
the State Legislature to enact “effective 
legislation” to protect persons who are 
injured or killed by uninsured or other- 
wise financially irresponsible motorists. 

Statistics just made public by the 
State Bureau of Motor Vehicles re- 
vealed about 13% of the cars registered 
in the state are uninsured. Before this 
year it was believed only 5% of the 
cars were uninsured. 

State Motor Vehicle Commissioner 
Joseph F. Kelly said during the summer 
that “serious consideration” was being 
given to a state-operated system of spot 
checks of vehicles for mechanical safety. 

A compulsory motor vehicle inspection 
program. scheduled to go into operation 
in New York this year, was deferred by 
the legislature on the request of Gov- 
ernor Harriman. He said he wanted to 
study the problem more. 

The governor asserted that the pro- 
gram of state licensed private garage 
inspection “opened up opportunities for 
abuse.” 


CPCU Allegheny Chapter 
Luncheon Set for Nov. 7 


The annual all-industry luncheon of 
the Allegheny chapter, Society of Char- 
tered Property and Casualty Under- 
writers, has been set for November 7 
at the Hotel William Penn’s Pittsburgh 
Room. 

Speaker will be John D. Phelan, CPCU, 
vice president of the American States 
Insurance Co., who will talk on “Chal- 
lenging Opportunities in the Multiple 
Peril Era.” 

Robert O. Young, CPCU, will award 
the CPCU designation to Clyde 
Hadaway and Edwin G. Johnston. 

General Chairman of the event is 
Willis M. Kelly, assisted by co-chair- 
men A. Terrence Conlisk and Erling 
Haabestad, Jr. 


CANADIAN ACCIDENT REPORT 

There were 10,028 motor vehicle acci- 
dents reported to the police in all parts 
of Canada, excluding Quebec, in June, 
and the toll was 160 dead, 4,215 iniured 
and $3,675,231 property damage, Cana- 
dian Government reports. 














Casualty Actuaries 
To Meet in Hartford 


NOV. 17-18 AT HOTEL STATLER 





Opening Speaker to be Dr. T. F. Malone 
of Travelers’ Weather Research Cen. 
ter; Malcolm-Smith Dinner Speaker 





The 4lst annual meeting of the Casu- 
alty Actuarial Society will be held No- 
vember 17 and 18 at Hotel Statler, Hart- 
ford, Conn. The program will get under 
way the first afternoon with an address 
by Dr. Thomas F. Malone director of 
the Weather Research Center of the 
Travelers Insurance Co. He will talk 
on “Our Changing Weather Patterns and 
What Is Now Known About Hurricanes, 
and Why They Are Coming to This 
Part of the Country.” 

M. H. McConnell, associate actuary of 
the General Accident will be the toast- 
master at the dinner that evening. He 
will introduce as the guest speaker 
George Malcolm-Smith who is assistant 
manager of the Travelers’ public infor- 
mation and advertising department. Well 
known for his wit as well as his ability 
as a writer and a playwright, Mr. Mal- 
colm-Smith’s talk is certain to entertain 
the actuaries. 

The Casualty business meeting will be 
held the morning of November 18 with 
lead-off speaker being Seymour E. Smith, 
vice president and actuary of the Travel- 
ers’ casualty, fire and marine actuarial 
department. Mr. Smith will give his presi- 
dential address. Then will come the 
reading of new papers and discussion 
of papers already submitted. 

A panel discussion is also planned on 
the subject: “What Functions Should 
a Fire and Casualty Actuary Perform?” 
Dr. C. A. Kulp, dean of the Wharton 
School, University of Pennsylvania, will 
be the moderator. Panel participants will 
be Francis S. Perryman, assistant United 
States manager and actuary, Royal- 
Liverpool Insurance Group; Vestal Lem- 
mon, general manager, National Associ- 
ation of Indenendent Insurers; Harold 
Ginsburgh. vice president, American 
Mutual Liability, and M._ Stanley 
Hughev. third vice president, Lumber- 
mens ‘Mutual Casualty. 


Guy E. Mann to Address 


Joint Insurance Meeting 

Guy E. Mann, vice president in charge 
of casualty operations of the Aetna 
Casualty & Surety Co., will address a 
joint meeting of the District of Columbia 
Insurance Agents Association, Managers 
Association of the District of Columbia 
and Insurance Women’s Club of Wash- 
ington, D. C., at the Mayflower Hotel, 
December 9. A 

Mr. Mann will have as_ his topic 
“Building a Sound Foundation.” The 
speaker, who is a graduate of the Whar- 
ton School of the University of Penn- 
sylvania, was for some 15 years Wash- 
ington branch office manager of the 
Aetna until he was transferred to be- 
come manager of the Boston office on 
April 16, 1951. 

On October 1, 1955, Mr. Mann was 
appointed assistant vice president and 
transferred to the home office. On July 1 
of this year he was appointed vice 
president in charge of casualty opera- 
tions of the Aetna C. & S. ; 

During his term as manager ot the 
Washington office of the Aetna, Mr. 
Mann was for many years a member 
of the Insurance Club of Washington 
and served as chairman of a committee 
which drew up the program for_modi- 
fication of the Insurance Club of Wash- 
ington to permit its affiliation with the 
National Agents’ Association. He was 
also most active in formulating the 
bank-agent plan for automobile insur- 
ance writings in the District of Colum- 
bia and was an organizer and first presi- 
dent of the Insurance Managers Asso- 
ciation of the District of Columbia. 

He is a member of the Society 0! 
Chartered Property and Casualty Under- 
writers and has been a national director 
and regional vice president of that or- 
ganization. 
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Grinstead Urges Long Range Picton 
Within Which Insurance Can Develop 


NAII President Recommends Study of Buyer Needs, Improve- 


ment of Public Relations, Industry Self Regulation, 
Code of Fair Practice 


Chicago, Oct. 31—In his presidential 
address at the opening convention ses- 
sion of National Association of Inde- 
pendent Insurers es this morning at 
Sherman Hotel L. Grinstead, presi- 
dent of Beacon aa Indemnity, Co- 
lumbus, sounded this note: “Whether we 
like it or not the larger trends in 
insurance are geared to trends in, social 
thinking and action. In the long’ aun, 
the public is going to get what; itavelipis, 
As insurance people, we must anticipate 
those wants and even if we do not ap- 
prove of them it is our job to make 
— tments to meet them. This must be 
clearly understood in setting up a long- 
range pattern within which insurance is 
to develop.” ; 

President Grinstead submitted to the 
NAIL convention a program which, he 
said, is designed to acquaint the indus- 
try with its responsibilities and possi- 
bilities, to set up a basis for self-regula- 
tion, and most important at this time, 
to provide a target for constructive 
criticism. He had three main recom- 
mendations: (1) Study what insurance 
buyers want; (2) improve public rela- 
tions, and (3) regulate our own industry. 
The program follows: 


Alertness to Buyer Needs and Desires 


Urging that study be made of what 
insurance buyers want, President Grin- 
stead said: “The general impression is 
that the public wants protection against 
automobile loss regardless of fault, re- 
gardless of whether the other party is 
insured, regardless of the age or the 
condition of any driver who can get a 
driver’s license. Also that a package 
policy, providing all or most of these 
insurances, would be popular. All of 
these things may be true; we don’t 
know. It may be that these impressions 
come from a vocal minority rather than 
a majority demand. We don’t know what 
prices insurance buyers are willing to 
pay for what they seem to want. 

“We have an uneasy feeling that the 
man on the street thinks that compul- 
sory insurance will answer the uninsured 
motorist problem. We don’t know 
whether this is a conviction, or an opin- 
lon, or a hope on his part. We don’t 
know how he feels about the respective 
roles of the state and the companies 
under such a plan. We don’t know how 
he looks upon impoundments, unsatis- 
fied judgment funds or how he will feel 
about the new unsatisfied claims cov- 
erage. 

preg studies have led the way 
in such diverse fields as automobile de- 
sign and department store operation. 
Studies of a similar nature should be 
equally productive in insurance—actu- 
ally, even more productive. There may 
be more closed minds in insurance than 
in some industries.” 


Public Relations Need Improving 


In making his second recommenda- 
tion—“Improve Public Relations,” Mr. 
Grinstead urged that a close contact be- 
en the industry and the public be 
developed. In this connection he said: 
“While this is a generally accepted fact 
little planned, consistent, really effective 
work is being done. We are still slow 
'o ‘take people into our confidence,’ even 
our own employes. We tell ineffectively, 


if at all, about our efforts to speed up 
adjustments and court procedures, about 
the reasons for rate changes, about new- 


ly developed coverages, about incorrect, 


garbled or possibly biased news reports. 
The outstanding public service of com- 
pany-financed and operated assigned risk 
plans in extending insurance to normally 
unacceptable risks is apparently known 
to few except those who have had some 
contact with them. Too often, such ef- 
forts as we do make are so clothed in 
insurance jargon instead of the every- 
day words all can understand that our 


readers are more confused than in- 
formed. 
“Insurance people are traditionally 


public-spirited, but we tell inadequately 


about our leadership in civic, safety, 
educational and financial affairs. 
“Admittedly, most of the work done 


by insurance companies is difficult, on 
the human side. In adjusting, liability 
has to be accepted or denied, payment 
has to be made or refused, injuries and 
damages have to be assessed in finan- 
cial terms not always in line with indi- 
vidual thinking. Regardless of whether 
the adjustments are right or wrong, in- 
jured parties are likely to feel that they 
have settled too cheaply, an impression 
which is readily supported by the gossip 
of friends. Little is being done to show 
that excessive verdicts and overly lib- 
eral adjustment inevitably increase the 
rates which all must pay. 

“A few companies have developed rea- 
sonably effective public relations pro- 
grams. All of us engage in certain pub- 
lic relations activities, mostly unplanned 
and receiving desultory support. They 
are, of course, better than none at all. 
As a matter of fact, even the best com- 
pany programs operate under the obvi- 
ous handicap of being too limited. Public 
relations cover a tremendously broad 
field. An industry-wide program is need- 
ed, or, as a minimum, a program backed 
by a representative company group such 
as the NAII.” 

Mr. Grinstead indicated that NAITI is 
now setting up such a program with a 
staff and money to support it. He 


recommended that wholehearted sup- 
port of the membership be given to it. 
Self-Regulation 


Coming to his third recommendation, 
that of self-regulation, the speaker point- 
ed to the fact that government is assum- 
ing an increasingly important role in 
the insurance business. He declared that 
every failure of the industry “to do 
what the public expects, wants and is 
willing to pay for, adds additional argu- 
ments for government to enter the busi- 
ness. This is true whether it be through 
compulsory insurance, the organization 
of government corporations for the pur- 
pose, or arrangements such as the pro- 
posed Federal health and accident rein- 
surance program.” He continued: 

“Federal bureaus and commissions 
have made much of what they call the 
inefficiency and inadequacy of State 
Insurance Department staffs, arousing 
the public to support Federal regulation, 
and apparently implying that Federal 
staffs are more efficient. Sensing the 
danger of an increasingly rapid drift 
towards socialization of the industry if 
such charges are permitted to stand, 
companies have worked with some suc- 
cess to increase appropriations to 
strengthen departments. Praiseworthy 
though this may be, it is not a complete 
answer. What is needed and what must 
come is a code of fair practice set up 
by the industry, policed by it, and oper- 
ated in the public interest. Since all 
cooperators would have a voice in the 





whole operation, no independent needs 
to fear that he is giving away his 
independence. ; 

‘As an organization which has within 
its membership fire companies, casu: ulty 
companies and multiple line companies 
the NAII can readily sponsor the formu- 
lation of such a code and meetings for 
preliminary discussion. However, recog- 
nizing the social responsibility and inter- 


est of government in the business, the 
proper authorities should be invited to 
sit in. 

“This pattern has been followed in 


several industries with outstanding suc- 
cess. Some are similar to the insurance 





industry, in that an adverse public opin- 
ion had dev eloped and something had to 
be done about it. Some insurance asso- 
ciations have made a few steps in this 
direction. No insurance organization, 
however, has gone the whole way in 
sponsoring such a meeting.” 

In closing President Grinstead said: 
“Tt is in the tradition of NAII to dis- 
cuss openly and completely problems 
confronting the industry and to attempt 
solutions. In my opinion, this 
tion could render no greater service to 
its membership, to the industry and to 
the public than to take these initial 
steps.” 


associa- 


Over 600 Attend NAII Convention 


Treated to Addresses by Insurance Commissioners, Political 
Figures, Safety Experts, Company Chiefs; State 
Regulation of Rates Under Scrutiny 


Chicago—The 11th annual convention 
of National Association of Independent 
Insurers, held October 31 to November 
2 in Chicago, attracted an attendance 
of over 600 because of the timeliness of 
the speaking program which was pitched 
to four themes primarily: Operations, 
the uninsured problem, the 
Washington scene and safety trends and 
developments. 


motorist 


One of the keynote speakers at the 
opening session was C. Lawrence Leg- 
gett, Missouri Superintendent of Insur- 
ance, who is president of the National 
Association of Insurance Commissioners. 
On the program with him were August 
Pryatel, Ohio Superintendent of Insur- 
ance, who spoke on “The Problems Con- 
fronting an Insurance Department”; Su- 
perintendent of Insurance Leffert Holz 
of New York, who discussed “The Prob- 
Confronting the Administration 
Respect to the Financially Irre- 
sponsible Motorist”; Paul J. Molnar, 
special assistant deputy, New Jersey De- 
partment of Banking and Insurance, who 
gave New Jersey’s answer to financially 
irresponsible motorists. These addresses 
will be reviewed in our issue next week. 

At the luncheon on the opening day 
Governor William G. Stratton of Illinois 
was the scheduled speaker. Introduction 
was ably handled by State Senator W. 
Russell Arrington, Sixth District, Ili- 
nois, who is vice president and general 
counsel of Combined Insurance Co. of 
America. 

Leggett Reviews Public Law 15 
Legislation 


lems 
with 


In his address Superintendent Leggett 
reviewed the developments leading up 
to the passage of Public Law 15 by 
Congress. He said the mandate from 
Congress in this law is clear. “We, the 
several states, must completely occupy 
the field of regulation if we hope to keep 
the Federal Government out of it. Now, 
just how can we best regulate this rate- 
making phase of the industry for the 
protection of the insuring public?” he 
asked. 

In answering this question Superin- 
tendent Leggett spoke as follows: “AlI- 
though insurance is commerce (and that 
question is now beyond argument) it is 
still an intangible. The commodity sold 
is protection, and what system of cost 
accounting can we use to determine the 
price to be charged for it? 

“Through the maintenance of records, 
the insurance company can determine its 
incurred losses and_ loss expenses. It 
can also determine its acquisition costs 
and underwriting expenses. If it is a 
stock company, it can determine what 
percentage of profit it must earn to yield 


a reasonable return to its owners. With 
that information, it is not teo difficult 
for a company to determine what rate 
it must charge per unit of protection. 

“It isn’t quite that simple, however. 
If it were, there would be no need for 
governmental supervision at = all—by 
either the state or the Federal Govern- 
ment. The law of supply and demand, 
the forces of competition, would govern 
the rate charged, and the public would 
be assured of receiving a dollar’s worth 
of protection for every premium dollar 
paid. 


Many Elements Enter Into Rate 
Making 


elements enter into the 
problem of making rates, however. For 
instance, location, construction, protec- 
tion, contents and use must all be con- 
sidered in fixing the fire rate on any 
particular piece of business. When these 
elements are taken into consideration, it 
is not fair to charge everyone exactly 
the same rate for his unit of protection 
based only on aggregate loss and loss 
expense experience, It is only fair that 
the man receiving protection against 
greater risk should pay more for that 
protection than the man receiving pro- 
tection against a lesser risk. 

“Since the individual cannot take his 
intangible commodity, aecteetion! and 
lay it against a yard stick, or place it on 
a scale, or feel its texture, he has no 
way of knowing whether or not the 
price charged him is fair and equitable. 
Therefore, the business of insurance is 
said to be affected with the public inter 
est, and subject to regulation and super 
vision by the state. Since the insured 
cannot himself determine the fairness of 
the rate charged him, the state must 
perform this function for him. 

“Now, what is the best method for 
the state to use in regulating insurance 
rates? To answer, let’s consider the 
methods currently in use in the several 
jurisdictions. 

“First of all, the state can take over 
the entire function of rate making, with 
no control over the question remaining 
with the companies doing the actual in- 
surance business. Secondly, the state 
can require by law that all companies 
belong to a rating bureau. Thirdly, the 
state can permit the companies licensed 
to do business within its boundaries to 
belong to a rating bureau and use the 
cooperative method of rate making, or 
to maintain its own public re iting record 
to establish its individual rates.” 

The speaker explained that in those 
situations where the state itself makes 
the rates or requires membership in a 
rating bureau, some companies will be 
making a greater profit than others be- 
cause of savings in acquisition costs and 
expenses of operation. 

“The rate must be adequate,” he said, 
“to cover the cost of the protection af- 


“Many other 
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forded by all of the companies belong- 
ing to the bureau or doing business in 
the state. Under that situation, while 
there is a certain amount of compulsion 


on the companies to reduce their ac- 
quisition and administrative costs, the 
fact remains that the insured is penal- 
ized in every case by the expensive and 
non-economical operation of some com- 
panies, with whom he is perhaps not 


even doing business. 
Competition Encouraged in Missouri 


In this connection Mr. Leggett pointed 
out that in his own state, Missouri, a 
company may belong to a rating bureau 
if it wishes, but such membership is not 
mandatory. In the casualty line, Mis- 
sourl requires that rates charged shall 
not be excessive, inadequate or unfairly 
discriminatory, and then defines, by 
Statute, the terms “excessive” and “in- 
adequate.” 

He brought out that under the Mis- 
souri statutes, “competition is not only 
permitted but is encouraged under su- 
pervision. The prohibition against exces- 
sive and inadequate rates, as defined in 
our law, serves to protect competition 
in the insurance industry, but still gives 
to the Superintendent of Insurance a su- 
pervision over it.” Mr. Leggett believes 
that such competition is healthy in the 
insurance industry,-and declared: “Its 
preservation is essential to the continued 
regulation of our business by the states 
without Federal intervention.” 

One of his closing points was that, in 
his opinion, the Federal Government in 
its various departments, will continue to 
keep a jealous eye on the conduct of 
the insurance business. “Perhaps that 
is a good thing, so that if state regula- 
tion lags behind developments in the in- 
dustry the states can be prodded into 
activity to keep pace with such develop- 
ments. I think that the threat of Federal 
regulation—as long as it becomes noth- 
ing more than a threat—is a good thing 
for state regulation and the industry.” 


Is Competition Obsolete Under Present 
Rating Laws? 


R. G. Jamieson, general manager, De- 
troit Automobile Inter-Insurance Ex- 
change, also speaking on competition 
under present rating laws, raised the 
question as to whether the passage of 
time and the experience of the adminis- 
tration of state rating laws indicate that 
such laws are obsolete. He wondered if 
increased competition has produced a 
situation which calls for a change. 

Mr. Jamieson pointed out that so- 
called all industry legislation, which 
most of the states adopted at the time 
of Public Law 15, was considered neces- 
sary “in order to maintain the regula- 
tion within the states.” However, he 
said, “there were some brave individuals 
who denied that such was _ necessary. 
Consequently, in a few states the law 
passed was fundamentally different from 
the all industry bill. Idaho and Califor- 
nia are good examples. The speaker con- 
tinued: 

“Most of the trouble under the all in- 
dusiry type of law has arisen from the 
absence of definitions of the standards. 
The law says that a rate shall not be 
excessive or inadequate, but there is no 
definition of either term. As a result, 
under the same laws Insurance Depart- 
ments have established a wide variation 
of interpretation of the meaning of 
‘excessive.’ The law has placed a very 
unreasonable burden of interpretation 
on the Departments. 

“California defined ‘excessive’ and ‘in- 
adequate,’ and it would be difficult to 
find better definitions. In California, 
when there is competition, the rate can- 
not be excessive. Under the definition of 
‘inadequate’ the Commissioner can know 
when to step in to prevent insolvency or 
‘cut throat’ cutting of rates. As long as 
there is competition the Commissioner in 
California has no concern over a rate 
increase.” 

_Mr. Jamieson believes that conscien- 
tious career personnel in state insurance 


departments, and the Insurance Com- 
missioners, who have made a study of 
the situation, “fully realize that the all 
industry type of law should be changed.” 
He maintained that such laws should be 
changed because of the following rea- 
sons: 


Why Rating Laws Should Be Changed 


“1, Competition is a sufficient protec- 
tion to the buyer. There is less reason 
for protecting the buyer against a high 
rate on insurance than there is in pro- 
tecting him on the price of an automo- 
bile. In fact, there is more rate com- 
petition in the insurance business than 
in the automobile manufacturing busi- 
ness. 

“2. The filing of stale statistical ex- 
perience is a useless burden for compa- 
nies and Insurance Departments. The 
adequacy of the rates of one company 
cannot be determined by such pooled 
experience. 

“3. Departments should be free of 
the responsibility of determining whether 
a rate is excessive (where there is com- 
petition) so that more attention can be 
given to the other responsibilities of the 
Department. 

“4. The wide variation in interpreta- 
tion of present laws is a headache to 
companies operating in several states. 
The company operating in one state, or 
two or three states, may suffer in com- 
petition where in these states there is a 
narrow or tough interpretation of “ex- 
cessive.’ 

“5 Such interpretation of ‘excessive’ 
may threaten the solvency of small com- 
panies, and would discourage the organi- 
zation of new companies. 

“6. The whole theory of such inter- 

pretation is opposed to the fundamentals 
of competition in our free enterprise 
system of economy. 
““7 The all industry type of legisla- 
tion was passed only because it was con- 
sidered necessary to keep regulation 
within the states. We now know that it 
is not necessary. The California type of 
law is more conducive to competition 
and safer from the standpoint of sol- 
vency. It satisfies Public Law 15. 

“If these reasons for a change are 
sound, what is delaying a change? I 
firmly believe that a change in the all 
industry type of law, as outlined above, 
would be welcomed by the great ma- 
jority of the best minds in the Insur- 
ance Departments. Certainly it would 
be beneficial to the great majority of 
companies in this highly competitive 
business; and at least as beneficial to 
the companies in a bureau as to inde- 
pendents.” ; ‘ 

The speaker’s recommendations for 
changing the laws was that the NAIC 
appoint a committee to study the phil- 
osophy of rate regulation. An industry 
committee in turn could come up with 
recommended legislation. : ; 

“There is not much chance of action 
in individual states being productive of 
a major change in the next few years, 
he said. “This matter is of such im- 
portance to the Insurance Departments 
and goes to the root of so many of their 
problems that the Insurance Commis- 
sioners could well take sufficient time 
at their mid-year and June meetings 
for a thorough consideration.” 


Vestal Lemmon’s Annual Report 


The annual report submitted by Vestal 
Lemmon, general manager of NAII, re- 
flected the progress of the organization 
since its formation 11 years ago. He 
noted with pride that in a little over 10 
years “we have grown from about 40 
companies (with approximately $222 mil- 
lion in premiums in 1946) to 311 com- 
panies (262 members and 49 subscribers) 
whose premium volume this year will 
approach $2 billion.” 

Mr. Lemmon divided his report into 
two parts: (1) a condensed report of 
what NAII has been doing and is doing, 
and (2) some comments on certain prob- 
lems which are currently of special con- 
cern. Much of his observations in the 
first half of the report were on legisla- 





tive developments in 1955. Among them 
he pointed to 26 bills for comparative 
negligence, many of which had NACCA 
backing. Most drastic of them was the 
Arkansas comparative negligence bill 
which was enacted despite all the indus- 
try could do. 

Another bad spot was in Alabama 
where 11 companion bills covering prac- 
tically the entire field of claims and 
negligence were introduced with strong 
backing. It was a long and arduous 
process to get the local insurance com- 
panies coordinated to fight them, he 
said, but finally NAII and other inter- 
ested organizations were able to mar- 
shal our forces and only one of the 
bills, a venue measure, actually got by. 


Threats to the Cause of State 
Regulation 


Mr. Lemmon in the second half of his 
report gave considerable attention to 
the increasing difficulty being experi- 
enced by companies in gaining admission 
to certain states. In a few states, in 
fact, the door seems almost completely 
closed, he remarked. Continuing, he 
said: 

“We appreciate that most Insurance 
Departments are shorthanded and that 
their problems have been multiplied in 
recent years by the great growth of new 
insurance companies and territorial ex- 
pansion of existing companies. We 
realize that most Insurance Departments 
have been wrongfully denied adequate 
appropriations to meet ever-increasing 
responsibilities. However, it is easy to 
distinguish between a bona fide delay 
due to a backlog of work, on the one 
hand, and a policy of deliberate inaction 
or arbitrary refusal on the other. 

“We think that the least a company 
has the right to expect in seeking ad- 
mission to a state is first, to be supplied 
on request with the necessary applica- 
tion forms and instructions for their 
preparation; second, to have those ap- 
plication forms processed with reason- 
able dispatch; and third, to have a clear- 
cut decision on the merits and in ac- 
cordance with the applicable statutory 


requirements for admission. As many 
company representatives know, some 
states just don’t observe even these 


minimum standards.” 

As but one example of this problem, 
Mr. Lemmon quoted in part from a let- 
ter written by an Insurance Commis- 
sioner to some companies which had 
applied for admission—companies with 
adequate statutory capital and surplus 
and whose official integrity are above 
reproach. The letter read: 

“We now have about 170 casualty insurance 
companies licensed to do business in 
which means that we have that amount of an- 
nual statements to audit and file, that many tax 
returns to take care of and also all of the 
agents of each one of those companies. With 
about two dozen companies applying for a li- 
cense, I have been wondering why management 
wants to spread out into a territory which has 
been fully developed or is available for devel- 
opment by the 170 companies already in the 
state. I have asked that question several times 
and in most cases do not receive very good 
reasons, 

“So far as the insurance-buying public is con- 
cerned, 10% additional companies in this state 
or other states is not needed.” 

Without in the least disparaging the 
motives and good faith of this Commis- 
sioner, Mr. Lemmon submitted that he 
has exceeded his appointed rule of ad- 
ministrator and has purported to legis- 
late a new basis for exclusion that can’t 
be found in the statutes—namely, the 
freezing of all insurance business in the 
hands of existing licensees. “That is not 
the type of state regulation for which 
we have been working,” he declared. 


Paradox in the Situation 





The speaker then observed that there 
is actually something of a paradox in 
this situation and said: “Many Insur- 
ance Commissioners have expressed con- 
cern over operations or services of any 
type by an insurer in states where not 
licensed, and have made proposals to 
require multi-state licensing. What 
should a company do, then, if arbitrarily 
refused admittance to a number of 
states? This dilemma might well de- 





Leo Goodwin, Sr., Elected 
President of the NAII 


Chicago—Leo Goodwin, who organized 
Government Employes Insurance Co, of 
Washington, D. C. in 1936 and is presj- 
dent of that growing institution, was 


Harris & Ewing 
LEO GOODWIN, SR. 


elected president of the National Asso- 
ciation of Independent Insurers in annual 
session here October 31 - November 2. 
Mr. Goodwin succeeds L. H. Grinstead, 
president of Beacon Mutual Indemnity, 
Columbus, who has held the office for 
the past year. 

Mr. Goodwin is also president of Gov- 
ernment Employes Life Insurance Co, 
and Government Employes Corp. a 
finance company. For ten years prior 
to 1936 he was an officer of United 
Services Automobile Association of San 
Antonio. 

New members of the NAII board of 
governors, elected this week, are David 
Green, president, Atlantic Casualty of 
New Jersey; W. E. Bowser, assistant 
United States manager, Zurich Insurance 
Co.; Robert B. Goode, executive vice 
president-secretary, Allied Mutual Cas- 
ualty, Des Moines; W. E. Howard, 
general manager, Kentucky Farm Bureau 
Mutual, Louisville, and Joe C. Car- 
rington, attorney-in-fact, Highway In- 
surance Underwriters, Austin, Tex. 





velop into litigation which could imperil 
the whole cause of state supervision. 

“Do not let me create the impression 
that the ‘closed door’ policy is universal. 
The vast majority of State Departments 
are manifestly forthright and fair, and 
adhere closely to the statutes. I don't 
know how most of them do the tremen- 
dous job they are doing within existing 
budgetary limitations. 

“T must also emphasize that the insur- 
ance companies must share some of the 
blame, for they often fail to use the best 
judgment in applying for admission. . .. 

“Let us hope that with improved ef- 
forts on the company side and a more 
understanding attitude by the small 
group of ‘closed door’ states, we can 
eliminate this difficulty, and thereby 
further stimulate initiative and sound 
progress in the industry in all 48 states. 

The speaker then touched on another 
problem “with which we as exponents 
of the principle of state regulation have 
long been concerned.” He referred to 
the persistent effort by some persons 
and groups to impede progress and stifle 
competition. One avenue pursued is the 
introduction of uniform rate bills and 
mandatory bureau membership bills to 
kill off competition where it now flour- 
ishes, “Equally serious, though, is the 

(Continued on Page 38) 
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You can grow in experience 


5 YEARS 
in 7% WEEKS 


THREE TIMES NEXT YEAR, Employers’ Group 
gives you, its agents — and agents-to-be — an opportu- 
nity to sit down to a liberal helping of know-how and 
sales nourishing information. It is calculated to provide 
any man — in 7 short weeks — with the same amount of 
insurance savvy it would take five years to accumulate 
in the ordinary course of events. 


Ask almost any man who has experienced this kind of 
instruction and he’ll say you just can’t afford not to take 
the time to go through The Employers’ Group School. 
It’s the most valuable short cut to personal success avail- 
able to you. The course itself costs you nothing, and 
other expenses are held down to a minimum by special 
living accommodations arranged through the company. 


Next session starts January 9. Apply now — each 
class is limited in number. When you’ve completed this 
course, you'll be “The Man With The Plan” in the best 

sense of the words. 








Write for the new 12-page illustrated 
booklet ‘Education for Profit for YOU”. 
Write to us, or one of our branch offices. 





Plan now to attend 


The EMPLOYERS’ GROUP 
SCHOOL 


THREE SESSIONS ... January 9— February 24 
September 10 — October 26 
October 29 — December 14 


























rue Employers Group 
INSURANCE G9) COMPANIES 


110 MILK STREET, BOSTON 7, MASSACHUSETTS 


THE EMPLOYERS’ LIABILITY ASSURANCE CORP. LTD. + THE EMPLOYERS’ FIRE INSURANCE CO. + AMERICAN EMPLOYERS’ INSURANCE CO. + THE HALIFAX INSURANCE CO. OF MASS. 
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Patterson Retires 
From American Auto 


MARKS 37 YEARS OF SERVICE 


Leaves Post as Chairman of the Board; 
to Serve as Company 
Director 


Otto Patterson, chairman of the board 
of American Automobile Insurance Co. 
and its subsidiaries, retired November 1 
from active duty. His retirement brought 
to a close a distinguished career of 37 
years with the company. He celebrated 
his 65th birthday, October 27. Mr. Pat- 
will serve on the 


terson continue to 


company’s board of directors. 

The event was marked by a dinner at 
which were gathered company officials, 
branch office chief executives, and other 
guests to pay tribute to one of the 
most important figures in the company’s 
history. In addition to a console high 
fidelity phonograph, Mr. Patterson was 
presented with a message of good wishes 
personally signed by all of the com- 


pany’s three thousand employes, and 
with a silver dollar embedded in clear 
plastic symbolizing the company’s bil- 


lionth premium dollar, the writing of 
which coincided closely with his retire- 
ment. 

Entered Field in 1913 
career be- 


Mr. Patterson’s insurance 


gan in 1913 when he went to work as 
claims manager for a local agency at 
Fort Worth. Previously, he had been a 


newspaper reporter at Fort Worth and 
Sioux City, lowa. He joined American 
Auto in 1918 as a member of the head 
office claim department. 

He moved from claims to underwriting 
in 1921 and later became superintendent 
of underwriting. He was elected a vice 
president in 1931 and executive vice 
president in 1938. 

Although carrying heavy administra- 
tive responsibility, Mr. Patterson found 
it possible to spend much time in the 
field visiting the company’s production 
offices and attending conferences with 
other insurance executives. He was a 
familiar figure at conventions of pro- 
ducers and Insurance Commissioners, 
and is widely known throughout the in- 
dustry, not only for his many construc- 
tive contributions to the progress and 
welfare of the business, but also for his 
spirit of good fellowship and his ability 
as a raconteur. 


Cooper Winn, III, Appointed 
Underwriting Manager 


Cooper D. Winn, III has been named 
underwriting manager of the fidelity and 
surety department in the New York of- 
fice of the Providence Washington 
Group, Roy E. Carr, president, an- 
nounced. 

Mr. Winn, who has been in the insur- 
ance business since 1932, has been asso- 
ciated with a substantial casualty com 
pany for the past nine years in the 
capacity of assistant manager of the 
fidelity and surety department. 

le served in the U. S. Navy during the 
second World War and is a graduate of 
Princeton University. 


T. H. Leath Promoted by 
Retail Credit to N. Y. Post 


T. H. Leath, who has been district 
manager of Retail Credit Co. in 
Philadelphia for the past nine years, has 
been promoted to the same post in 
New York, effective November 1. He 
succeeds W. L. Gordy who has been 
advanced to associate sales manager in 
the home office at Atlanta. 

Mr. Leath has been with the company 
for the past 32 years. Previously he has 
held managerial assignments in New Or- 
leans, Atlanta, Hartford, Jackson, Co- 


sples 


lumbus, Greensboro, St. Louis and Cleve- 
land 


American Re., American 
Reserve Plan Merger 


DIRECTORS’ APPROVAL GIVEN 


Dependent Upon Stockholders and Ins. 
Supt.’s Endorsement; To Take 
Effect Dec. 31 


A plan for the merger of the Ameri- 
can Re-Insurance ‘Co. and its subsidiary, 
the American Reserve Insurance Co, has 
been approved by the directors of the 
companies, Edward L. Mulvehill, presi- 
dent of Re-Insurance, an- 
nounced, The plan will be submitted to 
the stockholders of both companies at 


American 


meetings scheduled for December 5. 

If approved by stockholders and the 
New York Superintendent of Insurance, 
the plan will become effective as of the 
December 31 of 


close of business on 


this year. 
Large Multiple Line Operations 


As a result of the merger, American 
Re-Insurance will be one of the largest 
multiple line reinsurance companies in 
the country. 

Under the terms of the merger agree- 
ment the few remaining stockholders of 
the American Reserve will receive pay- 
ment in cash of the value of their shares. 
The capital structure of the American 
Re-Insurance will remain unchanged. 

Total assets of the merged company 
will be approximately $80,000,000, and 
surplus, including capital, will exceed 
$25,000,000. 

Operating economies and greatly im- 
proved facilities will be available to the 
industry in the entire field of multiple 
line reinsurance. No changes are in- 
volved in the operating personnel of the 
various segments of the business written 
by the company. 
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A. W. MARSHALL & CO. 
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CHECKS TRAFFIC ACCIDENTS 


Slow Down & Live Campaign Obtains 
Results During Summer Months, 
P. H. Blaisdell Reports 
The nationwide “Slow Down & Live” 
campaign conducted from Memorial Day 
through Labor Day this year checked 
the rising tide of automobile accidents 
and fatalities in spite of a tremendous 
increase in vehicular travel according to 
Paul H. Blaisdell, traffic safety director 
of the Association of Casualty & Surety 
Companies and executive director of the 
National Conference of State Safety Co- 

ordinators. p 

He made the disclosure at the recent 
annual meeting of the coordinators, who 
officially sponsor the “Slow Down & 
Live” program. The coordinators voted 
to follow an earlier recommendation of 
the Governor’s Conference and make 
plans to conduct the program again 
next year. ; f 

In his report, Mr. Blaisdell said that 
“traffic deaths during the 101-day period 
of the campaign increased 6.9% this year 
over the 1954 total. Sixteen states 
achieved a reduction in fatalities for 
the period. Two states held exactly even. 
The remaining 30 states, the District of 
Columbia and the Commonwealth of 
Puerto Rico, showed increases.” 
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Underwriting Specialists 


FIDELITY and SURETY 
BONDS 


INSURANCE CONTRACTS 
FOR UNUSUAL NEEDS 


SEABOARD SURETY COMPANY 


100 WILLIAM STREET, NEW YORK 38 


Whitehall 3-7440 




















F. & C. Supplemental 
Filing Approved 
BY NEW YORK INS. DEPARTMENT 


More Clearly Defines Availability and 
Premium Charge Basis of New 
Auto Endorsement 


The New York Superintendent of 
Insurance, October 26, approved for Fi- 
delity & Casualty Co. of N. Y., a filing 
which supplements the original filing 
approved by the Department on October 
5, which provides benefits on account of 
bodily injury or death caused by unin- 
sured automobiles. This supplemental 
filing more clearly defines the avail- 
ability of this coverage and the basis 
upon which premiums are charged. 

It provides that coverage is available 
on all automobile liability policies cover- 
ing private passenger automobile regis- 
tered and principally garaged in New 
York State as well as additional persons 
who may be designated as insureds, pro- 
vided they use the insured automobile 
and are residents of New York. 


Named Operator Policies 


Coverage is also available under named 
operator policies issued to individuals 
residing in New York. Supplemental 
endorsements were approved by the De- 
partment to implement the handling of 
this coverage on policies issued to indi- 
vidual business enterprises, co-owners 
(other than husband and spouse), part- 
nerships, corporations, unincorporated 
associations and governmental bodies. 
The rating basis is: 

(a) Individual insureds (including hus- 
band and spouse): 

(1) Regardless of the number of 
automobiles owned, the annual premi- 
um charge is $3 per policy. 

(2) For each additional designated 
insured, the premium is $3. 

(b) Individual business enterprise, co- 
owners (other than husband and spouse), 
partnerships, corporations, unincorpo- 
rated associations and Governmental 
bodies: The annual premium is $3 for 
each person designated or $3 for each 
qualified private passenger automobile 
insured under the policy, whichever 1s 
greater. 

(c) Individual named operator policy- 
holders: The annual premium is $3 per 
named operator. 

(d) Addition of coverage during policy 
term: If coverage is added during the 
policy period, pro rata charge shall be 
made, subject to a $2 minimum premium 
per endorsement. 

(e) Experience rating and preferred 
risk rating: Surcharges, debits or credits 
do not apply to the premium for this 
coverage, and neither premiums not 
losses shall be included in the rating 
experience. 


Named Associate Manager 

William T. Wright has been appointed 
associate manager of the Guarantee Co. 
of North America’s U. S. reinsurance 
branch in New York. He has served i 
that branch since 1951. 

His previous experience includes serv: 
ice in the underwriting department 
the home office of the company in Mon- 
treal and as superintendent of the surety 
department of the Montreal branch of 
the U. S. Fidelity & Guarantee Co. 
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Peerless’ Net Income 
Shows 46% Increase 

IN FIRST NINE-MONTH PERIOD 

$9,910,000 Prems. Written Thus Far 


This Year; $512,116 Net Under- 
writing Gain 








Net income of Peerless Casualty Co. 
for the first nine months of 1955 
amounted to $767,050, an increase of 46% 
over the $526,480 reported for the com- 
parable period of 1954, Dudley W. Orr, 
president, has announced. This income 
is equal to $1.53 per share on the 500,000 
shares of capital stock outstanding on 
September 30. 1955, compared with $1.55 
per share on the 340,000 shares outstand- 
ing on September 30, 1954. | 

These earnings do not include the 
compatiy’s equity in undistributed earn- 
ings of United Life & Accident Insur- 
ance Co., Concord, N. H., a subsidiary. 
For the first nine months of this year 
the life company reported net earnings 
of $287,988 and an increase of approxi- 
mately $17,750,000 in insurance in force, 
of which $10,636,000 is direct Ordinary 
lif2 insurance. 

$9,910,000 Premiums Written 

Premiums written by Peerless Casu- 
alty totaled $9.910,000 for the first three 
quarters of 1955 compared with $9,593,- 
000 for the comparable 1954 period. 

For the first nine months of 1955 
Peerless Casualty had a net underwrit- 
ing gain of $512,116 and net investment 
income of $451,947 compared with $430,- 
850 and $384,444 respectively for the 
comparable 1954 period. Net realized 
capital gain for the 1955 nine months 
was $87,062 against $10,709 for the first 
three quarters of 1954. 

Losses and loss expenses were 54.9% 
of earned premiums for the first nine 
months of 1955 and underwriting ex- 
penses amounted to 384%. Comparable 
1954 figures were 56.8% and 37.8% re- 
spectively. 

Policyholders’ surplus at September 30, 
1955, stood at $10,713,582 compared with 
$10,377,371 at year-end 1954. 


10% Stock Dividend 

As was reported last week, Peerless 
directors declared a 10% stock dividend 
payable November 23, 1955, to share- 
holders of record November 10. 

The action followed a special meeting 
of stockholders at which company stock- 
holders approved measures increasing 
the authorized capital stock of the com- 
pany, the issuance of additional capital 
stock by the directors and the declara- 
tion of the stock dividend. 

Scrip certificates for less than a full 
share will be issued which may be ap- 
plied toward the purchase of additional 
shares until December 31. After that 
date they will be redeemed for cash. 

Stockholders approved the increase in 

the authorized capital stock of the com- 
pany from 560,000 shares of $5 par value 
capital stock to 1,000,000 capital shares, 
$5 par value. 
_ A total of $250,000 will be transferred 
trom surplus into the company’s capital 
so that outstanding capital of Peerless 
Casualty will amount to. $2,750,000, made 
up of 550,000 shares of $5 par value 
capital stock. It is the intention of the 
directors to continue the present quar- 
terly dividend of 25 cents per share of 
the increased number of shares. 


J. H. Hord Appointed 
Chief Casualty Underwriter 


John H. Hord has been appointed 
chief casualty underwriter in the east- 
ern indemnity department of Fireman’s 
Fund Insurance Group. He will direct 
and supervise casualty underwriting op- 
erations in the New York office and 
branch offices in the eastern department. 

Associated with Fireman’s Fund In- 
demnity since 1933, Mr. Hord was pre- 
viously superintendent of compensation 
and liability underwriting in the eastern 
department. He attended Pennsylvania 
State University and, during World War 
II, served for four years in the Armed 
orces, 





BUFFALO C. & S. CLUB OFFICERS 

J. V. Clark, North Tonawanda, N. Y., 
has been elected president of the Casu- 
alty & Surety Club of Buffalo for the 


year commencing October 1. A. F. 
Maischos, Buffalo, was named vice presi- 
dent and G. W. Schmidt as secretary- 
treasurer. 





SIBLEY ELECTED VICE PRES. 

Lawrence M. Sibley, recently appoint- 
ed manager of the underwriting depart- 
ment of the American Mutual Liability 
Insurance Co., has been elected vice 
president. 


F. F. CHAMBERLAIN DIES 





Served 28 Years as Newburgh Claims 
Mer., Maryland Casualty; Twice Pres- 
ident of Mid-Hudson Claims Assn. 

Frederick F. Chamberlain, 72, who was 
retired claims manager in the Newburgh 
office of Maryland Casualty, died last 
week following an illness of 
months. He had served 28 years with 
the ‘Maryland up to his retirement in 
April, 1953. 

Mr. Chamberlain was an active mem- 


several 





ber for some years in the MidHudson 
Claims Association, being its only mem- 
ber who had served twice as president. 
This association honored him at special 
meeting when he retired from business. 

Prior to joining the Maryland Mr. 
Chamberlain was with the London & 
Accident and the Interboro Rapid Tran- 
sit of New York for about ten years 
He is survived by his widow and two 
brothers, William and Robert, of New 


York. 








Final Report Card for Freddy 


@ Freddy was an A student. But he made the fatal mistake 
of trying to take a sharp curve at 70 miles an hour—and 
failed! No one had taught him that the laws of physics 


apply to automobiles too. 


Every year thousands of our most intelligent youngsters 
are either killed, or cause someone to be killed, on the 
highway. In fact, one out of every four fatal auto accidents 


involves a youthful driver. 


WHAT ARE WE DOING WRONG? It’s not what we are doing— 
it’s what we are not doing! We spend billions of dollars 
teaching our youngsters the 3 R’s, and then neglect to teach 
them one of the most important things about staying alive 
today—the proper attitude for safe driving. 

Is THERE AN ANSWER? Fortunately, yes! Today, learning 
safe driving is as necessary as the 3 R’s. Doesn’t it make 
sense that our youngsters be taught safe driving in high 
school along with reading, ’riting and ‘rithmetic? 





WILL IT WORK? We have proof that it has—and will! Wher- 
ever high school Driver Education Courses are available, 
trained young drivers have only half as nusmy accidents as 
untrained drivers. 

WILL YOU HELP? Your aid, as an insurance man and leading 
citizen, is sorely needed to support Driver Education in 
your local high school. You can start by using your in- 


fluence with your PTA, school officials, school board and 


and Survive!” 





local Safety Council. Premium advantages to trained young 
drivers provide extra incentive. We'll help by sending you 
the informative folder entitled—‘* Teach Them to Drive... 
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AMA Fall 





Insurance 


Conference 


In Chicago 





Insurance Managers Explain Reasons 


Behind Selection 


The importance of crime coverages 
was the subject of a panel, moderated by 
Ernest W. Fields, vice president, Federal 
Insurance Co., at the American Manage- 
ment Association’s fall insurance confer- 
ence held in Chicago, last week. Charles 
H. Thiele, corporate insurance manager, 
Federated Department Stores, Inc., 
Cincinnati, E. Dean Damon, insurance 
manager, Parke, Davis & Co., Detroit, 
and T. V. Murphy, insurance manager, 
Maryland Shipbuilding & Drydock Co., 

3altimore, joined him in a genenral dis- 
cussion of fidelity coverages of this area 
of insurance. The insurance managers 
gave brief descriptions of their compa- 
nies’ exposures, forms of insurance used, 
and why these particular forms were 
chosen. 

Mr. Thiele declared that he knew of 
no other type of business that has so 
many assets, usually housed under one 
roof, subject to exposure by crime haz- 
ards than a department store. He 
pointed out that the department store 
has usually set up within their own or- 
ganization adequate mechanisms to con- 
trol and prevent losses. 


Success Is Evident 


“That these mechanisms have been 
successful,” said Mr. Thiele, “is evident 
from the fact that in recent years there 
have been no large department store 
losses that I am aware of (by large I 
mean losses in excess of $50,000). Cer- 
tainly the department store experience, 
as respects large losses, has been con- 
siderably better than other types of busi- 
nesses whose exposures have been less 
severe. 

“Combining these factors; high degree 
of exposures of a tempting flow of mer- 
chandise, equipment and money, to- 
gether with a high average employment 
and a high degree of customer traffic, 
you can see that we have a normal ex- 
pected loss potentiality. In other words, 
in the normal operation of our business 
we can expect losses, we can prevent 
losses to some degree and we can detect 
others, but we will always have an ex- 
pected ratio of losses which we can never 
hope to prevent.” 

Mr. Thiele told the audience 
his corporation were to insure losses 
from the first dollar, the natural result 
would be that their premium would con- 
sist of the following: 1. The amount of 
such expected losses paid; 2. A pure 
premium for catastrophe or non-expected 
losses; 3. The expense of loss handling 
of the insurance company; 4. Reasonable 
overhead and profit to the insurance 
company. 


Factors Which Can Be 


He said that it is fairly obvious that 
at least two of these factors can be elim- 
inated—namely, normal and_ expected 
losses paid and the expense of insurance 
company loss handling, if their coverage 
were to be confined to non-expected 
losses only. ; 

The speaker noted that furthermore, 
the fourth premium factor—overhead 
and profit to the insurance company— 
would necessarily have to be based on 
a reduced amount of premium. 


Key to the Problem 


that if 


Eliminated 


“The natural result is a saving in cost 
without relaxation of protection to as- 
sets, providing we can draw the correct 
line of demarcation between expected 
and non-expected losses. This, then, is 
the key to the problem. 

“Our approach was to study our loss 
history for a number of years. We then 
made a management decision to assume 
all crime losses up to a definite amount. 
Our next step was to negotiate and place 
all risk comprehensive crime insurance 
in the amount of $1,000,000 in excess of 


of Crime Coverages 


the assumption of expected losses, and 
covering our entire operations. 
“Premium for this insurance recog- 
nizes the fact that it applies to non- 
expected losses, for the amount of as- 
sumption is placed high enough to ex- 
clude normal experience. Result is an 
economical cost for protection against 
non-expected losses, our only real insur- 
risk. The test is that we have ade- 
avate protection to exposures that could 
f our earnings at a reasonable ele- 


efect 
ment of expense. 


able 


Self-Reliance Mandatory 


“One of the important aspects of the 
problem,” he went on, “is that it forces 
us to be self-reliant and defend our- 
selves against losses. Too often, the 
tendency of management is to rely on 
insurance to protect expected losses 
without realizing that ultimately they 
pay that loss in full plus the expense 
of the insurance company. 

“When full fidelity and theft or mys- 
terious disappearance coverage was car- 
ried, we had the usual trouble in con- 
clusively proving that our loss was not 
the normal expected inventory shortage. 
With our coverage based on_ non- 
expected losses we do not seem to have 
this trouble, our losses are few and when 
they do occur they are larger and, there- 
fore, it is to everyone’s interest to de- 
velop the supporting data more thor- 
oughly. Result is less difficulties in ad- 
justment, both on the part of the car- 
rier and ourselves.” 

Mr. Damon made the point that the 
potential avenues for disposing of 
stolen merchandise is somewhat more 
restricted when the product is ethical 
drugs, than it is when the product has 
general consumer distribution with un- 
restricted consumer outlets. “Every 
salesman is a checkpoint,” he declared. 
“A broken pattern of reorders of a prod- 
uct, reported by the employer as short, 
may indicate that a particular customer 
has another source of supply especially 
if his stock is holding up or is abnor- 
mally high. 


Direct Distribution Method 


“Such an observation by an alert sales- 
man has been known to provide the key 
to inventory shortage situations. This 
is one point in support of the direct 
distribution method we now use in con- 
trast to the wholesale distribution 
method.” 

Explaining one of his company’s plans, 
Mr. Damon pointed to its coverage 
under a 3 “D” Plan A. It includes: 
(a) Employe dishonesty—a substantial 
amount (in excess of $100,000); (b) De- 
positors forgery (including employes)— 
an amount equal to employe dishonesty; 
(c) Within premises coverage—a modest 
amount adequate to cover an exposure 

reater than our coverage; (d) Outside 
premises coverage—same amount; (e) 
Open stock theft on domestic and Cana- 
dian manufacturing locations—a modest 
amount. 

“In addition we carry a fairly large 
excess contract which operates as an ex- 
cess aggregate over all primary liability 
cover and also over primary employe 
dishonesty cover,” he declared. “We 
have kept the employe dishonesty limits 
lower than we otherwise would—and 
more economically—by keeping the de- 
positors forgery cover high on the 
theory that in a high percentage of large 
dishonesty losses employe forgery is in- 
volved. 

“Open stock theft coverage is re- 
stricted to manufacturing locations in 
the United States and Canada since the 
use of a manufacturer’s output form pro- 
vides satisfactory coverage elsewhere 
domestically. It is kept at a modest 
amount due to the completeness of plant 


Ins. Buyer Assistance 
Can Cement Friendship 


WITH COMPANY EXECUTIVES 


E. L. Clark Declares Personal Relation- 
ship Can Pay Dividends in Solving 
Corporate Problems 


The corporate insurance manager who 
is willing to help the other executives of 
his company with their personal insur- 
ance problems may have to put in a 
lot of overtime work, but he will thereby 
be able to do a better job of corporate 
insurance buying. This opinion was ex- 
pressed at the Palmer House in Chicago, 
October 27, by Ernest L. Clark, presi- 
dent, Corporate Advisors, Inc., New 
York, speaking to insurance managers 
from all over the country who were at- 
tending the fall insurance conference of 
the American Management Association. 

Technically, of courses, Mr. Clark 
said, the insurance manager is hired by 
the corporation to look after the corpo- 
ration’s insurance affairs and nothing 
else. “This does not include taking the 
company’s time for you to study an indi- 
vidual employe’s insurance problem and 
give advice.” 


Cooperation and Friendship Needed 


However, he emphasized, “one of the 
most important and vital needs of a cor- 
porate insurance manager is to have the 
cooperation and friendship of all the 
personnel of the corporation, particularly 
upper level. Here is the opening through 
which you can become very close, per- 
sonally, as an advisor and counselor.” 

He emphasized that this friendship 
pays off on the job. “The next time you 
want to know something about a new 
plant the corporation is buying, a new 
fringe benefit going to be installed, a 
new product that is going to be pro- 
duced, or one of the other developments 
that you are usually told about long 
after they are in effect, if you have a 
personal relationship with the men in 
the know you can probably get the low- 
down first. This will help you and your 
corporation to do a better insurance buy- 
ing job.” 

Assistance with personal insurance 
also can be a plus in terms of the in- 
surance manager’s relations with his 
broker, agent, or insurance company 
representative, Mr. Clark pointed out. 
He advised placing personal policies 
through the company’s regular insur- 
ance channels. 


“The contact man for the insurance 
carrier will appreciate the direction of 
the business to him,” said the speaker 
“An insurance company always considers 
personal insurance bread - and - butter 
business and is anxious to get it. It js 
to the employe’s benefit if this business 
is placed with the same company, be- 
cause then it becomes tied in with all 
the good will and advantages of the cor- 
poration’s influence with that company, 
Conversely, if there is a substantial 
amount of personal business, it will 
cause the insurance company to regard 
the corporation’s insurance more highly.” 


Requires Extra Effort 


To give this kind of service requires 
a lot of extra effort on the a 
manager’s part, Mr. Clark warned. “To 
do it right, you have to learn all about 
personal insurance, which is very dif- 
ferent from corporate insurance. You 
have to know what the insurance mar- 
kets are, what companies are doing what. 
You have to know what the insurance 
policies have to offer and an idea of 
what the costs are. This will take a lot 
of extra study time. The actual coun- 
seling with the men will take more time 
from your general work, which you will 
probably have to make up.’ 

However, he said, the corporate insur- 
ance manager who studies personal in- 
surance will learn something about ac- 
tuarial approaches that “are basic prin- 
ciples of all forms of insurance.” The 
knowledge he gains will be valuable to 
him in planning his own insurance pro- 
gram. 

Here are some of the specific sugges- 
tios made by Mr. Clark. “Educate your 
people to come to you before they pur- 
chase policies, not afterward. Keep an 
accurate record of to whom you talk and 
what is discussed. Recommend action to 
meet the needs, and these should be al- 
wavs the broadest of coverages. Don't 
make any decisions for them. Show 
them the way, but let them decide. When 
you talk about automobile liability in- 
surance, always try to get them to buy 
adequate limits. It is in the corporation's 
interest to encourage employes who have 
any estate at all to make a will and also 
to have their wives make a will.” 

All this, Mr. Clark concluded, “means 
overtime, extracurricular study, and 
overtime work in your department to 
make up for the time you use in this 
personal consultation work. It is an op- 
portunity you should seize upon to ce- 
ment your relationships with all of the 
personnel who will recognize your abil- 
ity and knowledge and come to you with 
their problems. Handling associates’ in- 
surance programming is a big job, but 
it is an interesting job and it is time 
well spent. If you do a good job for 
them, it will make your life easier as a 
corporate insurance buyer, besides giv- 
ing you a broader viewpoint on many 
subjects which will be helpful not only 
in your business life but in the general 
satisfaction you get out of your career.” 





protection systems and the conviction 
that any large personal property theft 
would almost certainly be with the as- 
sistance and collusion of employes which 
would bring the higher limits of employe 
dishonesty coverage into play.” 


Three Important Points 


In concluding his remarks, Mr. Damon 
mentioned the following three points 
which he impressed on his audience as 
being important: 

“1. Don’t let long periods of service 
by an employe lull you into a false sense 
of security—our last large loss involved 
a man who had given us 26 years of 
satisfactory service when his irregulari- 
ties were discovered. 

“2. Don’t let the passage of time or 
monotony of routine obscure the pur- 
ose of control systems you may put 
into practice. I mean by that, just be- 


cause it’s old stuff to have two signa- 
tures on checks, don’t let the first signer 
use a rubber stamp for the second. Just 
because it’s tiresome to follow it up and 
it doesn’t amount to much anyway, 
don’t automatically write off inventory 
variations between book figures and phy- 
sical checks. Just because your salesmen 
is a fixture and honest and ushers in 
your church and is in a big rush to get 
an emergency order out to a good cus- 
tomer, don’t let it out of the warehouse 
without some paper to show that the 
goods are being charged out to some- 
body. 

“3. Don’t feel silly or apologetic in 
recommending and buying a substantial 
limit on your bond. About 90% of em- 
ploye dishonesty losses are not insured. 
Don’t make the mistake of thinking it 
can’t happen to you for some morning 
you might find out it did.” 
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Term “Counsellor” Best 
Description of Agent 


ELLIS H. CARSON MAINTAINS 





National Surety President Addresses 
a" Agents; Cites Demands 
hat Must Be Met 





Making the point that the term “agent” 
does not convey the true worth of stock 
company producers, Ellis H. Carson, 
pereedent of the National Surety Corp. 
and vice president of Fireman’s Fund 
Group, suggested to the meeting of the 
Connecticut Association of Insurance 
Agents, October 26, that the term “coun- 
sellor” might be a worthwhile substitu- 
tion. He pointed out that direct writing 
companies also designate their salaried 
salesmen as agents. 

The National Association of Insurance 
Agents has offered a prize of $2,500 to 
be competed for by its members for a 
name or slogan which would best de- 
scribe the independent insurance agent. 

“The word ‘counsellor,’” declared Mr. 
Carson, “implies impartiality. It seems 
also to imply a more intimate and more 
positive relationship between interme- 
diary and client, than, for instance, the 
word ‘advisor.’” 

Certified Public Insurance Counsellor 

The speaker went further to recom- 
mend that the phrase “Certified Public 
Insurance Counsellor” be used by those 
agents who have secured the CPCU 
designation. “Though I have volunteered 
these suggestions on nomenclature to 
agents, I am, up to now, arid of ideas 
when it comes to improving on the 
phrase so generally used by our kind of 
companies, ‘Capital Stock Company In- 
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surance,’” he said. “This fails to differ- 
entiate us in the eyes of the public from 
our captive agency force competitors, 
some of whom are stock companies. Any 
alternative suggestions you may have 
will be gratefully received and freely 
acknowledged.” He continued: 

“In support of the claim I am assert- 
ing for our companies and their agents 
that ‘quality is our dimension,’ I would 
in the first instance rely upon the deri- 
vation of the word ‘insurance’ as some- 
thing which makes certain. This expres- 
sion, being used in the material sense, it 
follows that insurance that does not have 
the quality of financial stability to back 
it is not worthy of the name. Though 
in some respects it may have been over- 
done, it is appropriate that we should 
emphasize that there is no realism to se- 
curity in insurance that is not founded 
upon a policyholder’s surplus of impres- 
sive proportions. 

“Speaking in this insurance city of 

Hartford it is not necessary to dwell 
upon the quality of financial security to 
policyholders. I would, however, add a 
comment on an important contributory 
cause. I have in mind the care and 
thought which our companies give to the 


selection and maintenance of their in- 
vestment portfolios. One cannot pick up 
a security analyst’s resume of insurance 
stocks that does not underline as a ma- 
jor plus feature in their appeal to in- 
vestors the skill and experience of com- 
pany investment committees in the se- 
lection of growth and income producing 
securities in which to invest their as- 
sets.” 


Demands That Must Be Met 


Turning his attention to the demands 
companies and agents must meet. Mr. 
Carson wondered if there is sufficient 
consciousness of how higher standards 
of living and demands for improved 
quality of goods and services go hand 
in hand. “Are we conscious of the tre- 
mendous growth in the number of people 
in the middle income brackets who, be- 
cause of the increase in their discre- 
tionary spending power, are becoming 
potential buyers of well-rounded insur- 
ance programs?” he asked. 

He declared that making contact with 
these people and selling them individ- 
ually is a number one marketing prob- 
lem yet to be solved. 

“Broadcast attempts to reach this mar- 
ket with the spacious or alluring and 
not always well-founded claims charac- 


Lawyers to Hold 
Meeting in New Orleans 


The insurance section of American Bar 
Association will participate in the “deep 
South” regional meeting of ABA in New 
Orleans November 30. Wyatt Jacobs, 
Chicago, will present a_ paper,“Recon- 
struction of Facts and Circumstances of 
an Automobile Accident—a True Case,” 
with motion pictures, photos and charts. 
This will be followed by a trial tactics 
panel, moderator being Judge Skelly 
Wright, U.S. Among those on the panel 
will be Gordon R. Close, Chicago; John 
I.. Laneaster, Jr., Dallas, Welcome D. 
Pierson, Oklahoma City; and Forrest 
A. Betts, Los Angeles. 





teristic of a huckster are beyond our 
contemplation,” said Mr. Carson. “Yet 
the potential mass market is becoming 


so enormous and increasing so much 
more rapidly than personnel in all 
phases of the insurance business that 
something special is necessary in the 
way of imaginative thinking and extra- 


ordinary effort if we are to fulfill our 
obligations to provide adequate insur- 
ance protection to all who stand in need 
of it.” 
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McFarlin Elected Pres. 
Of Maryland Assn. 


AT RECENT ANNUAL MEETING 


Balanced Program Puts Stress on Lia- 
bility and Fidelity Trends, Premium 
Budgeting, Agency Qualification Laws 


H. H. McFarlin, who heads his own 
agency in Riverdale, Md., was elected 
president of the Maryland Association 
of Insurance Agents, Inc., at its recent 
19th annual convention held in Fort 
Cumberland Hotel, Cumberland, Md. He 
succeeded Rodney | srooks, Jr., of 
Tongue, Brooks & Co., Baltimore, who 
named chairman of the board of 


Was 
directors. 
Robert J. Thome, who heads his own 


agency in Baltimore, was elected execu- 
tive vice president of the association. J. 
Vernon Coblentz of Frederick, Md., was 





secretary of Afco, Inc., New York, who 
talked to the point on “More Production 
and Less Expense Through Premium Fi- 
nancing.” He gave cogent points on 
the operation of Afco in the budgeting 
of automobile, fire, casualty and other 
premiums, and declared “Afco works 
with and for the agent. There are 16 
basic plans available and special plans 
can be prepared where needed. His clos- 
ing statement was: 

“Experience to date has shown that 
Afco, a service organization, appeals to 
agents and insureds alike and can op- 
erate to benefit and perpetuate the 
sound business practice of your associa- 
tion and the entire American Agency 
System.” 

Another guest speaker was Joseph F. 
Leopold, who spoke for the National 
Tax Equality Association of Chicago. 
He discussed the income tax disparity 
between stock and mutual companies. 
Robert E. Barnard, Jr., convention 





Seated left to right—Truman B. Cash, Robert J. Thome and H. H. McFarlin. 
Standing left to right—J. Vernon Coblentz, Rodney J. Brooks, Jr., Joseph C. Hlavin. 


named national director; Truman 
3. Cash, who conducts his own agency 
in Westminster, Md., is the new secre- 
tary and Joseph C. Hlavin of Poor, 
Bowen, Bartlett & Kennedy, Inc., Balti- 
more, 1s treasurer. 


State 


McFarlin’s Career and Interests 
McFarlin, native of Phila- 
delphia, who attended Drexel Institute 
of Technology, settled in Prince Georges 
County, Md., in 1936 and three years 
later entered the general insurance busi- 
ness there. During World War II he 
served in the Army Air Force as a radar 
navigator. 

Mr. McFarlin is active in a host of 
insurance, civic, social, fraternal and po- 
litical organizations in Prince Georges 
County. He is a charter member and 
was the first president of the Mont- 
gomery-Prince Georges Association of 
Insurance Agents. A prominent Mason, 
he is also past president of the Hyatts- 
ville Lions Club and a past zone chair- 
man of the Lions, Mr. McFarlin is a 
charter member of the local Elks Club 
and Tall Cedars of Lebanon; a member 
of the American Legion and Young 
Men’s Democratic Club, owner-member 
of Prince Georges Country Club of 
which he is a director. 

Mr. McFarlin also serves on the Citi- 
zens Advisory Council of the Maryland 
National Capital Park & Planning Com- 
mission. His active interest in the Mary- 
land Association of Insurance Agents 
has extended over a period of many 
years, 

\s executive vice president, Robert J. 
Thome is in line for the presidency of 
the Maryland association in 1956. He is 
now approaching his 45th anniversary in 
the agency business. He formed his own 
agency in 1946 in Baltimore and_ his 
principal casualty company connection 
is the New Amsterdam Casualty with 
which he has done business for many 
John J. Murphy, his son-in-law, 
is associated with Mr. Thome and is sec 
retary of the agency corporation. 


President 
} 


Vears. 


High Spots of the Convention 
First day’s business program featured 
as guest speaker F. R. Reilly, assistant 








chairman, presided at the luncheon and 
introduced Roy W. Eves, mayor of the 
City of Cumberland, who gave the wel- 
coming address. 

One of the second day’s high spots 


was the discussion of the Maryland 
agency qualification law at a_ special 
meeting presided over by E. Churchill 
Murray. 


Latham on General Liability Trends 

Albert L. Latham, casualty-fidelity- 
surety agency manager in the Baltimore 
branch of the Travelers, contributed a 
fine address on “General Liability” at 
this session. He noted that “there seems 
to be a growing interest in business pur- 
suits coverage in connection with com- 
prehensive personal.” 

He put the question: “Have you con- 
verted your O. L. & T. policies on retail 
stores to the storekeepers’ form where 
you can?” In his opinion, agents should 
He also brought out that many 
small storekeepers are not fully aware 
of what a products claim can do to them. 
“Have all of your M. & C. policyholders 
been told about products coverage and 
completed operations?” he asked. This 
is a must. Mr. Latham then said: 

“As a nation | believe our thinking as 
regards business insurance, or insurance 
for business, has had a radical change 
in the last ten years. It is different now 
for business to retain or to maintain 
large reserves and more difficult to ab- 
sorb an uninsured loss. So if he did not 
wish to protect himself before, he may 
now. Builders, contractors, plumbers, air 
conditioning people and similar trades 
have a serious gap in their coverage if 
completed operations is not provided. 
The need for and the interest in com- 
pleted operations coverage is opening 
up very fast. 

“The average small business man isn’t 
in the insurance business, few of them 
know where their legal liability protec- 
tion ends—it’s our job as preventative 
diagnosticians to analyze, explain and 
protect our customers. If he doesn’t 
want the protection after he is aware 
of the risk, at least we have done our 
part.” 

Other speakers the second day were 


do so. 





‘Insurance Young Men of Year’ Awards 
To Be Made Dee. 1 at N. Y. Luncheon 


The insurance committee of the Young 
Men’s Board of Trade, Inc. of New York 
City is now in the midst of its prepara- 
tions for the “1955 Insurance Young 
Men of the Year” project 
which is undertaken each year by this 
committee, chairman of which is James 
L. Hazelwood, brokerage manager of 
Krebs & McWilliams Agency, Aetna 
Life. 

Mr. Hazelwood extended an invitation 
this week to all insurance executives 
and personnel directors of various in- 
surance organizations to submit names 
of candidates for this award, and set the 
deadline as on or before Monday, No- 
vember 28. He brought out that this 
annual designation of “Insurance Young 
Men of the Year” is designed to give 
well deserved recognition to those who 
are potentially the future leaders of the 
insurance industry. To qualify the nomi- 
nees must be employed in New York 
City, have three vears in the insurance 
business, and must be between the ages 
of 21 and 36. 

Names should be sent to any member 
of the Young Men’s Board of Trade’s 
selection committee, personnel of which 
is as follows: Mr. Hazelwood, chairman; 
Fred O. Comstock, Jr., vice chairman, 
John C. Weghorn Agency; David Pear- 
son, treasurer, American International 
Underwriters; George Bruce, insurance 


awards, a 


committee chairman, C. J. Reid & Co., 
Inc.; Guy Hill and Charles K. Bair, 
Atlantic Mutual; Fernand  Barauch, 


Home Insurance Co.; John Diefendorf; 
home office representative, Aetna Life: 
\lan Baker, Insurance Society of New 
York; William H. Thomas, Aetna In- 
surance Group; or to its administrative 
secretary, Miss Jean McGarrv, 291 
3roadway, New York 7, N. Y. (Barclay 
7-9494). 


Presentation at Luncheon Dec. 15 


Presentation of the awards will be 
made at a luncheon, planned for Thurs- 
day, December 15, in the grand ballroom 
of Hotel Roosevelt, New York. The 
expectation is that at least 400 insurance 
people will attend this luncheon. 

Leading executives in the insurance 
industry have consented to serve as 
judges in the competition. They are: 
Harold A. Lowenheim, CLU, president 
of Life Underwriters Association of New 
York City; Walter J. Hill, president of 
the Insurance Brokers Association of 
New York; Rodney E. Piersol, chair- 
man, insurance section, New York Board 
of Trade, Inc.; Albert E. Mezey, presi- 
dent of The New York Association of 
Insurance Agents; Sherman Thursby, 
president, New York Association of In- 
dependent Insurance Adjusters, and H. 
Sumner Stanley, general manager, New 
York Fire Insurance Rating Organiza- 
tion. Decisions of the judges will be 
final. 

The Young Men’s Board of Trade, 
Inc., New York City’s Junior Chamber 
of Commerce, is part of an international 
organization of young business and pro- 
fessional men who are dedicated to one 
purpose: to make their nation, state and 
city a better place in which to live. 

The insurance committee is serving 





Paul K. Mullen, secretary, National 
Union, who spoke on “The New Marine 
Definition and What It Means to You”; 
Charles E. Cooper, manager, fidelity de- 
partment, National Surety Corp., who 
revealed to his audience some of the 
large fidelity claims which have been 
handled by fidelity-surety companies 
over the past seven years, and United 
States Senator J. Glenn Beall of Mary- 
land who was the banquet speaker along 
with John H. Coppage, deputy Insurance 
Commissioner of Maryland. 


as a training ground in the molding of 
future leaders in the insurance industry 
It has endeavored to train its members 
to contribute civicly and professionally 
to their businesses and to the local com. 
munities and to become acquainted with 
government at all levels, especially jn 
relation to the insurance business; to 
develop personal leadership involving the 
skills of decision making, planning and 
working with people, committees and 
groups. Also to become acquainted on a 
working and social basis with similar 
young men having common interests 
and ideals. 

In the YMBT’s insurance committee 
there are over 100 ambitious young men 
from all sections of the industry who 
are actively participating in its activities. 





NAH Annual Meeting 


(Continued from Page 32) 


monopolistic situation which already ex- 
ists in a number of jurisdictions. 

“In some of these states the statutes 
require bureau membership for certain 
lines. In though 
statutory requirement, the dominant or- 


others, there is no 
ganization groups are powerful enough 


to make it virtually impossible for a 
company to operate independently. These 
new 


coverages, 


people resist ideas—whether for 


improved more favorable 
rates, or what have you—if these ideas 
from independent They 


try to block the entry into their terri- 


come circles. 


tory of every company with a different 
philosophy from their own. 

“Now, I do not object to these groups 
clinging stubbornly to stereotyped, in- 
flexible thinking in their own opera- 
tions. What I do oppose is their effort 
to force such attitudes upon independent 
companies. 


Swapping of Rating Information 


“Another manifestation of this line of 
thinking I have heard recently is the idea 
that only rating organizations should be 
entitled to swap rating information and 
to use the rates and forms of other bu- 
reaus, as in the homeowner’s type policy, 
for instance. In other words, it’s fine 
and dandy for everyone except inde- 
pendent companies. I doubt if it is nec- 
essary for me to labor you with my re- 
actions to that. If the rating laws mean 
anything I think they are clear on that 
score. 

“In my treatment of this problem it 
should be clearly understood that I am 
not opposing rating bureaus as such. As 
a matter of fact I think rating bureaus 
are a significant part of the business. 
We have maintained a pleasant and con- 
structive relationship with most of them, 
and some of our good friends from cer- 
tain of the bureaus are with us today. | 

“Unfortunately all the bureau organi- 
zations do not .in my judgment operate 
in a manner which is compatible with 
the spirit of Puble Law 15 and _ the 
Commissioners’ all industry rating bills. 
Some apparently do not believe or can- 
not accept the fact that Congress has 
conditioned their very existence on the 
observation in principle and practice of 
the rights of competition and independ- 
ence of operation. And so they go on 
trying to turn back the clock to pre 
SEVA era. 

“In the face of these threats, we call- 
not sit idly by. Our most cherished 
principles are being challenged and wil 
continue to be challenged. We must 
work unstintingly both to preserve the 
gains that have been made and to opef 
up fields that have been unjustly closed 
to us.” 
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Pansing Plan on A. & H. Advertising. 
Code Has Close Schedule to Meet 


Chicago—A close schedule was fixed 

here, October 31, for roofing in the 
Pansing Plan on the Federal Trade 
Commission A, & H. advertising code 
matter. This was done at a session of 
the NATC industry group, headed by 
Thomas Pansing, Nebraska Insurance 
Director. 

The FTC is now giving concentrated 
attention to the advertising code sub- 
mitted by the Pansing conferees and the 
plan for its adoption and enforcement. 
There will be held at Washington, 
D. C, November 8, a “face to face” 
meeting between the FTC and the Pans- 
ing subcommittee of the NAIC. The 
industry will be absent. 


Industry-NAIC Conference 


The next day at Washington the indus- 
try part of the team that has been work- 
ing with Mr. Pansing will proceed to 
meet with the NAIC element. Jointly 
they will consider the changes that the 
Federal Trade Commission will advocate 
November 8. It is hoped that the final 
version of the code can be released for 
dissemination November 11, 

The next stage will be a public hear- 
ing, probably at New_York, commencing 
Saturday, November 26. Then it is hoped 
that the NAIC will formally promulgate 
the code at its midwinter meeting, com- 


mencing in New York, November 27. 

Finally it might be anticipated that 
the Federal Trade Commission might 
make a motion to hold a trade practice 
conference with the NAIC invited to be 
present. The Commission could adopt 
the code as its own rules; presumably 
the pending complaints would be dis- 
missed and figuratively speaking that 
would be Christmas. 


Busy Week in Chicago 


The Pansing committee sandwiched its 
session into a busy insurance week here. 
The National Association of Independent 
Insurers was holding its annual meeting 
with 800 in attendance across the street. 
American Mutual Alliance was holding 
forth at the Edgewater Beach and they 
held conflicting receptions that presented 
dichotomous problems for the some 30 
Insurance Commissionérs and many more 
Insurance Department staff people that 
were here for the NAIC executive com- 
mittee meeting November 1. 

Mr. Pansing presided. He said the 
problem of time had become especially 
acute because of a mailing error. The 
copies of the NAIC code were received 
at the Federal Trade Commission 10 
days late. He said that the meeting 
November 8 will be between two ‘Gov- 
— units trying to do the same 
job. 





F. T. CURRAN FOR PRESIDENT 


Heads 1956 Slate of Officers of New Jer- 
sey A.& H. Assn.; Annual Meeting 
Set for November 10 in Newark 
The 1956 slate of officers and new 
directors will be voted upon at the an- 
nual meeting of New Jersey Association 
of Accident & Health Underwriters, set 
for Thursday, November 10, at the New- 

ark Athletic Club. 

Francis T. Curran, Loyalty Group, is 
slated to be 1956 president. Associated 
with him will be three vice presidents— 
Eston Welchel, Provident Life & Acci- 
dent; Warren Leigh, William Ford, Inc., 
and Tohn Savarese who heads his own 
agency. Also on the slate are Richard 
Connolly, Washington National, secre- 
tary, and Henry Levine, general agent of 
* same company, treasurer. 

George E. Lehman, National A. & H. 
Insurance Co. manager, retiring presi- 
dent of this association, is slated to be 
chairman of its board of directors. Three 
me directors will be designated: Ralph 

. King, of the Newark agency bearing 
his name; Max Schleifer of Weiniger & 
Schleifer agency, and W. B. Cornett of 
The Prudential. 

Agenda for anuual meeting will in- 
clude 1956 committee appointments, plans 
for the DITC course to be conducted 
in New: ark next week ; liaison with local 
life and casualty insurance associations 
in Newark, and the forthcoming new 
single A. & H. association upon which the 
industry is now working. 


Medico-Legal Meet Speaker 


Forrest S. Smith, vice president of 
Markel Service, Inc., Richmond, Va., was 
the featured speaker at the Medico- 
Legal Institute of the College of Law, 
University of Kentucky, Lexington. The 
Institute | is sponsored by the College 
% Law in cooperation with the Ken- 


lucky Bar and Kentucky Medical Asso- 
ciations. 








His to pic 
Speaks: } 


was “A Liability Company 
How Much Is a Claim Worth?” 


O’Regan Tabulates Status 
Of Three Model Laws 


Conference Counsel F. Joseph O’Regan 
has tabulated the status of three model 
laws in 48 states, the District of Colum- 
bia and Hawaii. The laws are: 

State Fair Trade Practices Act; 1950 
Uniform Individual Accident & Sickness 
Policy Provisions Law, and Unauthor- 
ized Insurers Service of Process Act. 

The fair trade practices law was en- 
acted in nine additional states this year. 
Thirty-seven states and Hawaii now 
have the law. 

The uniform policy provisions law was 
enacted in six additional states this year, 
for a total of 39 states, Hawaii and the 
District of Columbia. 

Eleven states enacted the unauthor- 
ized insurers service of process legisla- 
tion this year. Thirty-eight states and 
Hawaii now have the act on the books. 


Urges Common Sense 
Approach to SS Law 
TRUST FUND NOT SOLVENT 


E. H. O’Connor Debates Issue of Pro- 
viding Full Benefits to Totally 
Disabled 





E. H. O’Connor, managing director of 
the Insurance Economics Society re- 
cently took part in a debate with Con- 
gressman Sidney Yates, Ninth Illinois 
District before the Catholic Labor Alli- 
ance of Chicago on the question “Shall 
the Social Security Law be amended so 
that it shall provide full benefits to the 
totally disabled.” 

Congressman Yates who took the posi- 
tive side of the question argued that 
there was no reason why such benefits 
could not be granted under the Act. 
Mr. O’Connor took the position that 
since this was an amendment they had 
better exercise some common sense and 
first examine the Social Security Law 
itself before amending it—its philosophy, 
how it operates and its future costs. 


Subject Not New 


Mr. O’Connor brought out the point 
that the idea of total and permanent 
disability was not new, it having been 
proposed to the Congress in 1950 but 
did not materialize at that time. He 
stated that since the 1954 Congress had 
adopted the “freeze amendment” under 
circumstances they should permit time 
to lapse and see what experience would 
be developed under this latest amend- 
ment before going further into very 
doubtful territory. 

He referred to the fact that the life 
insurance companies some years 
included “permanent and _ tot il” disabil- 
ity clauses in their policies and even 
with their most efficient operation they 
could not control the situation and in 
1931 were forced to abandon the sale of 
this coverage. 

In his discussion Mr. O’Connor re- 
viewed the manner in which the present 
pending bill, H. R. 7225 was drawn in 
executive session by the House Ways & 
Means Committee, brought out on the 
floor under a “suspension of the rules” 
and passed by the House without hold- 
ing a public hearing. He called such a 
procedure “most unusual” i in drafting and 
proposing a bill in secret session, a bill 
affecting the lives and incomes of 65,- 
000,000 persons without permitting a 
public hearing. 


Financial Condition of Fund 


Mr. O’Connor’s main argument was 
based on the present financial condition 
of the Social Security Trust Fund which 
argument he substantiated through a re- 
port made by the Curtis Committee in 
1954. He quoted Senator Byrd who in 
his appearance in Chicago ten days be- 
fore had stated “The Social Security 
system is no longer actuarially sound and 
to add disability payments under the Act 


(Continued on Page 40) 
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NAIC SUBCOMMITTEE MEETS 


At Charleston, W. Va.; to Probe Can. 

Problem; J. F. Follmann, Jr., Chair- 

man of Assn. Committee 

A subcommittee of the accident and 
National Asso- 
Insurance Commissioners 
formed to study the problems incident 
to A.&S policy cancellation held its 
first meeting October 26 in Charleston, 
W. Va. Although only Commissioner 
Thomas J. Gillooly of West Virginia, as 
chairman, was present, he announced 
that the meeting was being held with the 
unanimous concurrence of other Com- 
missioner members even though they 
were unable to attend. 

Oher Commissioners on the committee 
are: Sam N. Beery, Colorado; Zack D. 
Cravey, Georgia; William J. Davey, In- 
diana; and Paul A. Hammel, Nevada. 

The original resolution establishing the 
subcommittee authorized an invitation to 
the industry to appoint a similar com- 
mittee “to investigate the problems con- 
cerned and to participate in joint deliber- 


health committee of the 
ciation of 


ations.” All trade associations concerned 
with A. & H. received invitations to the 
October 26 meeting. 


was formed from those 
association and Jo- 
seph F. Follmann, Jr., general manager 
of the Bureau of Accident & Health 
Underwriters, was elected chairman of 
the group. 

The meeting decided that a most com- 
prehensive analytical treatment of the 
whole subject of A. & H. insurance can- 
cellation in all its forms was required. 
It is expected that to perform this task 
properly a report cannot be completed 
by the December meeting of the NAIC 
although an interim report may be avail- 
able at that time with the final target 
date being no later than June, 1956. 


A committee 
present from each 





International Publishes 


P. R. Booklet for Agents 
“You as a Public Relations Expert” 
is the title of an eight-page booklet pub- 
lished by the public relations committee 
of the International A. & H. Association. 
It was written by Earle T. Bennett, 
Provident L.& A., Tampa, chairman of 
the committee and vice president of 
I ' AHU. : 
The booklet contains suggestions for 
the agent in building public relations 
and good will for the business in his 
community and suggestions for public 
relations as a member of his trade 
association. 
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aE Conference 


Underwriting Forum At 





Louisville 





Walker Cites Problems in Developing 
Deductible Hospital Policies 


Charles N. Walker, associate actuary 
manager, accident and sickness in- 
surance, Lincoln National Life, gave the 
audience attending the Health & 
Accident Underwriters Conference’s 
ninth annual underwriting forum in 
Louisville, Ky., October 25, an insight 
into the reasons why his company intro- 
duced a deductible hospital policy this 
year. He pointed out the difficulties in 
the development of such a policy. 

“The policy form presented but few 
problems,” he declared, “As I mentioned 
a moment ago, the presence of the de- 
ductible provision is about the only 
major distinguishing feature between the 
deductible and nondeductible forms, In 
our own case, however, we did make two 
other policy form changes of  signifi- 
cance. The first of these was the elimina- 
tion of the six months’ probationary 
period for the various semi-elective sur- 
gical procedures such as appendectomy, 
tonsillectomy, herniotomy, etc., which are 
usually found in hospital policies. It was 
our feeling that with a deductible 
amount and with careful underwriting 
the amout of anti-selection from these 
procedures could be reduced to control- 
lable proportions. 


and 


large 


Maternity Confinements Eliminated 

“The other change of significance” 
said Mr. Walker, “was the elimination 
from coverage of uncomplicated mater- 
nity confinements. This, of course, is by 
way of experiment. We all recognize that 
a normal pregnancy is not an insurable 
risk. Accordingly, as has been done in 
several major medical policies (including 
our own), our deductible hospital policy 
pays no benefits for normal maternity 
but does pay full benefits—without any 
special limitation- for the complications 
incident to pregnancy.” 

Mr, Walker said that upon discussing 
this particular provision with a number 
of Lincoln National agents, they almost 
uniformly expressed the opinion that the 
amount of difficulty it creates in selling 
the policy is far less than the first im- 
pression might lead people to believe. 

‘The handling of the deductible pro- 
vision,” continued Mr. Walker, “presents 
several alternatives. One choice would be 
to express the deductible in terms of 
time rather than dollars. This has the 
obvious disadvantage of being indefinite 
as . amount. Another alternative would 
be to vary the amount of the deductible 
with policy size by expressing it as a 
multiple of the daily hospital benefit. 
This method has certain advantages from 
the point of view of administrative sim- 
plicity, and, in addition, is not unreason 
able when you consider that buyers of 
larger policies would, in general, be in’a 
position to afford larger deductible 
amounts than would the buyers of 
smaller size policies. 

“The third choice,” he declared, “which 
is the one the Lincoln used, is to express 
the deductible as a fixed dollar amount 
regardless of policy size. With either of 
the latter two choices there remains a 
choice of whether the deductible shall 
apply only to particular policy benefits or 
shall apply to the aggregate claim. I have 
seen at least two policies which apply the 
deductible only to the hospital expenses, 
paying surgical and other benefits with- 
out deduction. 

“We believe that a greater premium 
savings and a greater savings in claim 
administration costs can be made if the 
deductible is made applicable to the ag- 
gregate benefits payable for the total 
claim, In any case the company should 
reserve to itself the right to allocate the 
deductible on individual claims at the 
company’s convenience in order to avoid 
difficulties when part of the policy bene- 


fits are assigned to hospitals or physi- 
cians or both, 


Deductible Amount — A Compromise 


“The amount of the deductible used in 
a policy of this type is necessarily a com- 
promise.” he declared. “It must be re- 
membered that about 60% of hospital 
business is sold to persons under age 40 
in the lower and middle income brackets 
—young families. This average buyer, if 
he may be called that, rarely has any 
appreciable cash reserves to meet the 
cost of sickness. He must, rather, draw 
on current income or use w hatever lim- 
ited amounts of personal credit may be 
readily available to him.” 

Mr. Walker said he believed that this 
average buyer tends to underestimate his 
capacity to meet medical costs, but on 
the other hand it would be difficult to 
sell policies only with higher deductibles 
than the buyer thought he could afford. 
“With this background in mind,” he said, 
“and after some experimentation with 
premium levels, we selected $50 and $100 
for our deductibles as representing the 
best compromises between maximum 
premium reduction and minimum finan- 
cial strain on the policyholder at the 
time of claim. 


“Our non-deductible form offered a 
miscellaneous expense benefit of ten 
times the daily room and board, with 


maximum benefits payable only after the 
insured had been hospitalized five days. 
We wanted to increase this benefit and 
also to make maximum benefits available 
without regard to length of hospital stay, 
We did not feel that any increase in the 
120 day room and board benefit was 
needed nor did we wish to change our 
surgical benefit. We therefore offered 
miscellaneous expense benefits of 15 
times the daily hospital room and board 
benefit with the $50 deductible and 25 
times the daily benefit with the $100 de- 
ductible. In either case the full benefit is 
available on the first day of hospitaliza- 
tion. 


Premium Computation Difficulties 


“The computation of premiums was 
our most difficult problem in designing 
this form,” said Mr. Walker. “Since we 
had little more than a single year’s ex- 
perience on our nondeductible form, we 
were not able to draw on our own figures 
to determine the premium reduction for 
the particular benefits we wanted to 
offer. We therefore developed theoreti- 
cal, and sometimes arbitrary, actuarial 
functions from which to calculate gross 
premiums. We have since been able to 
partially verify these functions and so 
far as we are able to determine they not 
only give an accurate picture of hospital 
costs, but also contain a small margin. 


Lincoln National Experience 


Mr. Walker made it known that the 
experience of Lincoln National is limited 
since the deductible hospital policy was 
introduced in January of this year. How- 
ever, he pointed out that his company 
was pleased with the results to date. 

“By the end of September — eight 
months after introduction—45% of our 
hospital sales were on the deductible 
form,” he declared, “There is every in- 
dication that this policy, together with 
the major medical policies which were 
introduced at the same time, have also 
stimulated the sales of loss of time cov- 
erages, since both hospital and Joss of 
time sales have shown about one-third 
increases over 1954 production. Our 
agency forces have been most enthusias- 
tic and, while they may not be aware of 
it, there has been no loss of commission 
income resulting from the lower pre- 
miums of the deductible policy. If any- 
thing there has been an increase. 

“The average premium of the deduct- 


ible policy has been only $5 lower than 
the nondeductible form when sold on the 
family basis, has been $8 higher than the 
nondeductible form when sold on an in- 
dividual basis and has been $2 higher in 
the aggregate. Part of this picture has 
been the fact that we increased maxi- 
mum issue ages from 58 to 75 and the 
higher premiums at the older ages in- 
crease the average premium on the total 
business. 

“We have also found, however, that 
the average premium at the younger ages 
decreases only slightly since the policy- 
holder tends to buy considerably larger 
policies on the deductible form. We also 
realize that we have not yet obtained all 
the agency advantages a deductible pol- 
icy offers. These deductible forms will 
have only about half as many claims as 
the nondeductible ones. This should re- 
lease a significant part of the agent’s 
time from claim servicing activities 
thereby giving him that much more time 
for selling operations.” 

The speaker noted that so far his 
company paid only 26 claims on this 
policy. “They have ranged in amount 
from $4.34 to more than $500,” he con- 
tinued, “The average has been $154— 
double that of the nondeductible forms. 
It is also interesting to note that we 
have not encountered any misunder- 
standings or complaints about the ap- 
plicability or handling of the deductible 
amount. 


Higher Proportion Sold on Family Basis 


“A higher proportion of our deductible 
policies are sold on a family basis than 
was the case with nondeductible forms— 
58% against 51%. As might be expected, 
the $50 deductible is more popular than 
the $100 deductible, 66% of the policies 
being for the lower deductible amount. 
Even after adjusting for the difference 
in maximum issue ages, the deductible 
policies have a somewhat older age dis- 
tribution. Ages under 40 are still the big- 
gest source of business, however, ac- 
counting for half the business. 

“In a check of a sample of the busi- 
ness, we found that applicants for the 
$50 deductible policy had an average an- 
nual income of $5,000. Applicants for the 
$100 deductible ‘policy had an average 
annual income of $7,200. We also found 
that 42% of the policies are sold to ap- 
plicants with incomes under $4,000, and 
69% are sold to applicants with incomes 
under $6,000 

“Thirty-seven percent of the policies 
are sold to what might be called self- 
employed, white collar occupations. The 
next largest occupational group, 23% of 
the sales, is the salaried, white collar 
occupations. The remaining business is 
split about equally between the self- 
employed and the wage earning blue 
collar occupational groups, 

“We do not issue identical policies on 
both deductible and nondeductible 
bases,” he concluded. “A few specimen 
calculations for nondeductible policies 
providing benefits comparable to our de- 
ductible forms indicate that at the 
younger ages, the premiums for men are 
about 19% lower on the $50 deductible 
plan. For women they are about 15% 
lower. For the $100 deductible plan, again 
at the younger ages, premiums are more 
than 30% lower on the deductible plan. 

“As compared with the nondeductible 
policy we actually issue, a young family 
of 4 persons buying a $10 daily benefit 
with $200 surgical benefit saves more 
than $45 per year if they buy the $50 
deductible. If they buy the $100 deduct- 
ible plan, they save $60 per year. In 
either case they obtain higher benefit 
levels at lower prices.” 





Approach To SS Law 


(Continued from Page 39) 


for those 50 years of age or more as a 
‘health insurance’ function is beyond the 
scope of the Act.” 

In closing Mr. O’Connor urged that a 
thorough and unbiased study be made of 





A.& H. AGENTS ORGANIZATIOn 


American Society of Assn. Ins. 

Formed by Representatives of Agen. 

cies Writing Group 

The American Society of Associatio, 
Insurance Agents, Cincinnati, Ohio, is 
the name of a new organization formed 
by several representatives of the larger 
agencies writing Group type of acciden 
and health insurance. 

Officers elected were: President, Wi. 


liam A. Rudd of William A. Rudd, Ine, 
Cincinnati; vice president, Harrison 0. 
Henry of Ter-Bush & Powell Ageney, 
New York; secretary-treasurer, W, 
Rowland, jr. of the Bertholon- Rowland 
a "New York. 

1 of the more substantial agencies 
a in the writing of plans of 
A.&H. insurance sponsored by pyro. 
fessional societies and trade associations 
will be invited to join the organization, 
and it is estimated that there will be 
100 agencies in membership. 

The organization was formed to ae. 
complish the usual purposes of a trade 
association: to exchange information 
among members; to take concerted ar. 
tion on any appropriate matters; to pro- 
mote the sound underwriting of this 
special form of insurance which in tum 
will best serve the interest of the in. 
sureds, the underwriters, and the agents, 

The Society is planning a convention 
in February to be held in Palm Beach, 
Fla. Albert C. Bertholon of the Ber. 
tholon-Rowland Agency, New York, i 
chairman of the committee in charge oj 
of the arrangements. 





STILL CONTESTS FTC POWER 


Fireman’s Fund Indemnity to Appea 
to U. S. Court of Appeals in 
San Francisco 
James F. Crafts, president of Fire- 
man’s Fund Indemnity Co., has made 
it known that the company will continue 
to contest the jurisdiction of the Federal 
Trade Commission over any of its acts 

in the accident and health field. 

As he stated before, the company be- 
lieves that as a California corporation 
and operating under California law, it is 
regulated by the Insurance Commis- 
sioner of California as well as the In- 
surance Commissioners of the other 4 
states and territories. 

Accordingly, Mr. Crafts said, an appeal 
will shortly be filed with the United 
States Court of Appeals in San Fran- 
cisco on the ruling of United States 
District Court Judge Oliver B. Hamlin 
upholding an FTC petition requiring 
company officials to testify before an 
FTC examiner. 





Atlantic Cos. Reduce N. Y. 
Disability Benefits Rates 


The Atlantic Companies, consisting of 
Atlantic Mutual Insurance Co. and Cen- 
tennial Insurance Co., have announced 
a reduction of New York State disabil- 
ity benefits rates. The companies have 
also revised the schedule of special dis- 
counts for pre-employment physical ex- 
aminations and for the maintenance of 
an infirmary. 

These credits are now offered regard- 
less of premium size, Wallace M. Roeh- 
rig, metronolitian manager of the com- 
panies, reported. The new schedule of 
rates will in most instances represent 
a reduction of approximately 10%. 

Third quarter premium reports have 
been forwarded to all policyholders at 
vising them of the rate reduction which 
will affect the premium payment | for the 
quarter ending September 30, 1955. 





the entire Social Security Act since its 
inception up until the present time since 
no worthwhile study has been matt 
since the Act went into effect 18 yea" 
ago. 
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E. A. McCord, president of Illinois 
Mutual Casualty, was elected president 
of Insurance Economics Society of 
America at its annual meeting in Chi- 
cago recently. He succeeds Orville F. 
Grahame, vice president and _ general 
counsel, Paul Revere Life, who has 
been the Society’s president during the 
past year. 

Other officers elected were Theo. P. 
Beasley, president, Republic National 
Life of Dallas, first vice president; W. 
|. Hamrick, CLU, agency vice president, 
Gulf Life of Florida, second vice presi- 
dent, and Herbert O. Fishback, Jr., vice 
president, Northern Life, secretary. 

Named to the executive committee 
were Jarvis Farley, secretary-treasurer 
and actuary, Massachusetts Indemnity; 
E. J. Falkner, president, Woodmen Ac- 
cident & Life; J. E. Hellgren, third vice 
president, Lumbermens Mutual Casualty; 
R. J. Wetterlund, board chairman, 
Washington National; Travis Wallace, 
president, Great American Reserve of 
Dallas; E. W. Craig, board chairman, 
National Life & Accident, and Mr. 
Grahame. 


1,000- DAY HOSPITAL POLICY 








Issued by Combined Insurance Co. of 
America; Called $15,000 Plus 
Policy 
_ The issuance of a hospitalization pol- 
icy, good for a maximum of 1,000 con- 
tinous days in the hospital, has been 
announced by the Combined Insurance 

Co. of America. 

Ordinary hospital policies limit pro- 
tection to 30 or days, observed W. 
Clement Stone, Combined president. 
“There are a few on the market which 
extend benefits for as long as 365 days,” 
he declared, “but so far as is known, 
none approaches the extensive coverage 
ot Combined’s 1,000 - day policy. 

Benefits provide: Room and board at 
the rate of up to $15 per day—this 
means, at the top room rate, $15,000 plus 
to the patient who is confined for 1,000 
days! According to schedule, up to $500 
lor surgical operations. Depending on 
the length of stay in the hospital, mis- 
cellaneous expenses in units of $100, 
$200, or $300... on a blanket and allo- 
cated basis. This means there is ne 
maximum specified sum set aside for 
each item of hospital expense, but rather 
this amount is available to meet the total 
of drugs, dressings, blood plasma, 
2 
.,vther salient features of Combined’s 
315,000 plus policy include: Return of all 
Premiums paid for the past 10 years in 
the event of the accidental death of 
3 Principal insured; from $1,000 to 
%,900 for poliomyelitis; plus the usual 
+ aid and ambulance expense bene- 





POLIO POLICY SALE UNHURT 





By Development Of New Polio Vaccine 
United Benefit Life Of Omaha 
Survey Reports 

Widespread public acclaim accorded 
Dr. Jonas Salk’s development of the new 
polio vaccine has apparently not affected 
the purchase of polio insurance policies. 

Information released by United Benefit 
Life of Omaha shows that sales of new 
policies in this field are holding up well 
in comparison with the trend of previous 
years, The survey also revealed that the 
percentage of people renewing their polio 
policies is actually slightly higher than it 
was last year. ‘ 

N. Murray Longworth, president of 
United of Omaha, commented, “The 
results of the study indicate that the 
average American still considers this 
type of insurance a worthwhile invest- 
ment against financial disaster, even 
though his chances of contracting polio 
have decreased. 

“The low cost of the protection com- 
pared to the liberal benefits provided 
will probably influence most persons to 
continue to use this means of assuring 
themselves and their families adequate 
care and treatment... at least until the 
last possibility of this dread disease has 
been erased.” 





Ill. Commercial Men’s Assn. 


Given Consent Settlement 
Illinois Commercial Men’s Association, 
Chicago, has agreed to a consent set- 
tlement of the Federal Trade Commis- 
sion accident and health insurance ad- 
vertising complaint against the com- 
pany, according to the FTC. This is the 
fourth consent settlement negotiated 
with the 31 insurance companies cited 
by the FTC to date. 

The cease and desist order prohibits 
Illinois -Commercial Men’s advertising 
misrepresenting the duration of policies, 
number of accidents covered and state- 
ments that policies provide for payment 
of certain benefits in addition to others 
when this is not the fact. 

Acceptance of the order does not con- 
stitute an admission by the company that 
it has violated the law as charged in 
the complaint, the FTC notes. 


A. & S. INCOME PROTECTION PLAN 





For Business and Professional Women 
Introduced by Atlantic Life; Other 
Company Plans Liberalized 
Atlantic Life Insurance Co. recently 
introduced through a series of regional 
meetings a new accident and sickness 
plan of income protection exclusively for 
business and professional women and 
has annouced liberal changes in benefits 
and provisions in all of its other plans. 
Named the Princess Anne, the new 
A.&S. policy is similar in most re- 
spects to those issued by the company 
to business and professional men. It cov- 
ers all sicknesses except those incidental 
to pregnancy. House confinement is not 
required. A choice of 12 or 24 months’ 
sickness benefits plus lifetime accident 
benefits are provided as well as double 
benefits for automobile or travel acci- 

dents. 

Atlantic has also liberalized its un- 
derwriting rules on all policy forms 
to increase the maximum monthly in- 
demnity in occupational classes AAA and 
AA to $400 and to accept monthly pre- 
miums on all loss of time and hospitali- 
zation policies with a minimum monthly 
premium of $7.50. The company feels 
that these changes are in line with its 
sound and progressive growth plans and 
provides the opportunity for more up-to- 
date service to its clients. 





Mutual Benefit Revisions 
In Disability Underwriting 


Mutual Benefit Life, Newark, has an- 
nounced changes in its disability under- 
writing rules. 

Under the revised rules, disability 
applications involving waiver of premium 
benefits for less than $1,000 (including 
benefits already in force in the 
pany) will, almost without exception, be 
approved subject to the disability occu- 
pational rating if concurrent life insur- 
ance applied for is issued at standard 
rates. 

The company also has upped the limits 
from $6,000 to $10,000 on annual dis- 
ability benefits. 

Monthly income benefits also have 
been added to waiver of premium on 


COGn- .. 


REFUSES TO REVIEW CASE 





Supreme Court Will Not Consider Case 
Lost by Mass. Protective Assn.; 
Ambiguity Charged 
The Supreme Court has refused to re- 
view a case in which the Massachusetts 
Protective Association lost in the U.S. 
Court of Appeals on A.&H. policy 
clauses reducing benefits after the 60th 
birthday. This is case 
revolves around settled court policy of 
giving the insured the benefit of any 

ambiguity. 

Massachusetts Protective argued, how- 
ever, that there was no ambiguity in 
their clauses which read, “after the 
insured passes his 60th birthday, all in- 
demnities payable under this policy will 
automatically be reduced 50%.” 

The company argued that “all” meant 
“all.” The insured contended that the 
clauses cou'd be interpreted to mean 
that the 50% reduction would apply only 
to indemnities payable on_ infirmities 
arising after the 60th birthday. 

Massachusetts Protective won its case 
in the District of Columbia Municipal 
Court, as well as in the D.C. Municipal 
Court of Appeals. The U.S. Court of 
Appeals, however, reversed on a 2-1 
decision. 

The insurance company, in asking the 
Supreme Court for a review noted that 
only two judges out of all of those 
who had heard the case had found any 
ambiguity in the clauses. 

Nevertheless, the Supreme Court re- 


another which 


fused to review, which does not mean 
approval of the lower court decision, 
but does mean that decision is allowed 


to stand and become binding. 


Ordinary life increasing premium poli 
cies. The premium for monthly income 
will be the same as that charged on 
Ordinary life policies. 

In another change, married women, 
gainfully employed in a regular business 
outside home and receiving a regular 
salary upon which they are dependent 
for support, have been made eligible for 
the waiver of premium under the new 
rules. 











INTER- OCEAN 









LOOKS WITH PRIDE 













Paralleling their growth with the Company, Inter-Ocean 
representatives have carved their achievements also in the 
Insurance Industry as a whole. We are proud that those 

agents who have become key men on Inter-Ocean rosters have 
also become important figures in local, state and national A & H 
organizations. Inter-Ocean salutes these leaders for their long 


devotion to the general welfare of the insurance profession. 


Agents who write Inter-Ocean’s up-to-date and complete 
line of Life, Hospital, Medical and Surgical Expense, 
and Income Protection know that they represent a sound 


and respected organization. 
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COMPLETE PROTECTION SINCE 


INTER- OCEAN 


A. C. FEAGAN—Soon after joining 
Inter-Ocean in 1917, Mr. Feagan 
became one of the original members 
of Pittsburgh’s first A & H Associa- 
tion of which he is still a member 
today. In the last 30 years he has 
held almost every important office 
in this organization, including the 
presidency. Mr. Feagan is now 
manager of Inter-Ocean’s Pittsburgh 
Weekly Premium District. 


















WEEKLY PREMIUM 
© GROUP 







ORDINARY 









1903 


INSURANCE COMPANY 


CINCINNATE 2, OFFO 































Page 42 


———— 
GHt=~”™—”; — 
gq Caruatlttro 
AS Se 


/ 





November 4, 1955 








FIRST IN FIRST CAMPAIGN 


S. L. Eisenberg, Eastern Casualty’s Top 
Producer, Awarded Leadership Plaque ; 
Wilson, Cable Also Recognized 
Willem van Marle, president, Eastern 
Casualty of New York, recently pre- 
sented leadership plaque to Sidney L. 


Willem van Marle (left) and 
Sidney L. Eisenberg. 


Eisenberg, Troy, N. Y., for ranking first 
in the company’s one-month sales cam- 
paign, first of its kind to be conducted 
by Eastern Casualty. 

Thomas C. Cable of the Eisenberg 
Agency also received an award for plac- 
ing third in the competition. Richard 
L. Wilson, Arnold Agency, White Plains, 
N. Y., won second award. 

Mr. Eisenberg, who joined Eastern 
Casualty in 1951, has ranked among its 
leading producers ever since. 


HONOR TWO EXECUTIVE V.P.’s 
Combined Group Selling Campaign Dur- 
ing Sept. Honors F. E. McCabe and 
W. W. Sutherland 

Salesmen of the Combined Group of 
Insurance Companies honored the execu- 
tive vice presidents of two companies 
in the group during a special selling 
campaign during September. 

The two officers honored in the in- 
centive program were F. E. McCabe, 
executive vice president of Combined 
Insurance Co. of America, and W. W. 
Sutherland, executive vice president of 
Combined American Insurance Co. 

Other companies in the group are the 
Hearthstone of Massachusetts, and First 
National Casualty Co. Salesmen of all 
four companies in the group participated 
in the special sales campaign. 

Messrs. McCabe and Sutherland both 
celebrated their birthdays on Saturday, 
September 10, and this was the occasion 
for the special selling push during the 
period from September 12 to Septem- 
ber 24. 

As a result 38 Combined representa- 
tives were named as “super-salesmen” 
for selling 100 or more new A. &H. 
policies during the two week period and 
eight were named “master salesmen” for 
selling 75 or more new policies. Forty- 
two others qualified as honor salesmen 
and 79 more were placed on a special 
honor roll. 


C. D. Coxon Heads F. & D.’s 
Lubbock, Texas Office 


Fidelity & Deposit Co. and its affiliate, 
American Bonding, have opened a serv- 
ice office in Lubbock, Texas, under the 
direction of Curtis D. Coxon. The new 
office represents an extension of the 
facilities of the companies’ branch office 
in Dallas. The Lubbock office will han- 
dle the business of its representatives 
in northwest Texas. 

Prior to the opening of the Lubbock 
office of the F. & D. and its affiliate, Mr. 
Coxon was associated with the compa- 
nies’ Dallas branch, 


NEGLIGENT IN LOCAL ADV. 


C. B. Stumpf Tells Chicago A. & H. Assn. 

That Industry Must Cooperate in 

Adv. Local Agent’s Worth 

Charles B. Stumpf, Madison, Wis., 
general agent for Illinois Mutual Casu- 
alty, told a recent meeting of the Chi- 
cago Accident & Health Association that 
the industry is negligent in local ad- 
vertising. He called for more coopera- 
tive advertising in newspapers that would 
bring the name of the agent before his 
community. 

Mr. Stumpf, a former president of the 
International Association of Accident & 
Health Underwriters and member of the 
Leading Producers’ Rountable, charac- 
terized health insurance as the fastest 
growing line in the whole insurance 
business. 

“Development of new insurance prod- 
ucts prevent the market from becoming 
saturated,” he declared and added that 
increasing competition from additional 
insurance companies entering the field 
will be in the public interest. 

A. & H. insurance must be programmed, 
Mr. Stumpf said, to include loss of in- 
come, hospital surgical and major medical 
coverages. His selling technique first 
involves interesting people in hospital- 
surgical coverage. If he successfully sells 
this, he goes on to major medical, mort- 
gage disability and finally to loss of 
income. 





TWO-DAY CONFERENCE HELD 


North American Accident Conducts Cape 
Cod Educational Meet; 130 Agents 
and Wives Attend 
North American Accident Insurance 
Co. recently held its annual eastern con- 
ference at Chatham Bars Inn, Cape Cod. 
Approximately 130 company agents and 

their wives attended the convention. 

S. Robert Rauwolf, vice president and 
agency director, conducted the two-day 
session. The program consisted of edu- 
cational material on life and accident and 
health insurance presented via movies, 
seminars, and tape recordings made bv 
general agents from the west anid middle 
west parts of the countrv. 

Guest speaker, E. H. O’Connor, man- 
aging director of the Insurance Eco- 
nomics Societv of America, addressed the 
convention. His subject, entitled. “Where 
We Are Headed” pinnointed the need 
for a return to more vigorous individual 
enterprises in our American way of life. 


EXHIBIT SAFETY DEVICE 


Develoved by Travelers Cos., Included in 
U.S. Labor Depvt.’s Protective Equip- 
ment Exhibit World Tour 

\ safetv engineering device developed 
by the Travelers Tnsurance Companies 
will he on displev in manv parts of the 
world in a traveling exhibit planned by 
the U. S. Department of Labor. 

The Travelers contribution to the ex- 
hibit is a model which shows the safe 
way to lift heavy materials. It was ide- 
veloned in 1944 by the companies’ engi- 
neering and loss control division, which 
uses it in industrial training. 

The model consists of a mannikin with 
a strong steel spring for a spinal column 
and joints at the shoulders, elbows, 
wrists, hips, knees and ankles. The 
model can be adjusted to various posi- 
tions for lifting and back muscle lifting 
stresses are registered on a scale mount- 
ed near the manikin’s “backbone.” 

The exhibit in which the Travelers 
model will be displayed has been ar- 
ranged by the Government in connec- 
tion with the U.S.’s technical assistance 
program to foreign countries. The exhibt 
will be made up of protective equipment 
for workers and is designed to stimulate 
accident prevention and greater produc- 
tivity 

The exhibit will go first to Latin 
American countries and later to other 
countries receiving technical assistance 
from the United States. A safety engi- 
neer will accompany the exhibit to ex- 
plain and demonstrate the items. 


PROVIDENT’S NEW PROVISION 


Company Announces Adoption of New 
Disability Income and Premium 
Waiver Provision 
President T. A. Bradshaw, Provident 
Mutual, has announced the adoption of 
a new disability income and premium 
waiver provision. It applies to whole life 
plans and to endowments which mature 

on or after age 65. 

Under its terms monthly income has 
been increased to $10 for each $1,000 per 
month where a disability commences be- 
fore age 55 and continues to age 65. 
This income continues at reduced scale 
after age 65 without further evidence of 
disability and the policy becomes full 
paid at that age. 

All premiums for the new disability 
income and premium waiver provision 
cease at age 55. This also applies to 
disability commencing between ages 55 
and 60. In this case if the insured con- 
tinues to be disabled to age 65 his policy 
becomes full paid. 

Another feature of the new provision 
is the removal of the aviation exclusion 
clause for pilots and aircrews. Waiver 
only clauses no longer have the restric- 
tion and will be issued with no rate 
change; the exclusion clause has also 
been eliminated retroactively from the 
company’s outstanding disability provi- 
sions. 





HOSP. - SURGICAL PROGRAM 


Underwritten by Aetna Life for Diamond 
Match Co. Employes; Supplements 
Present Group Plan 
A program of hospitalization and sur- 
gical insurance for employes of the Dia- 
mond Match Co. who retire after ten 
or more years of continuous service has 

been underwritten by Aetna Life. 

The essential features of the new pro- 
gram, which supplements the company’s 
present Group insurance plan. include 
hospital benefits at the rate of $10 ner 
day for 31 days, plus an extra hospital 
fee allowance up to $200; and surgical 
benefits up to a maximum of $250. 

Maximum payment for both hospital 
and surgical coverage is limited during 
the lifetime of the retired employe to 
$1,000 for him and $1,000 for his wife. 
Coverage of dependents is limited to the 
retired emplove’s wife. 

The cost of these additional benefits 
to the retiring employe is $2.50 per month 
for himself and $2.50 per month for his 
wife. The balance of the cost will be 
paid by the company. 





SAFETY DIVISIONS MEMBER 


Edward R. Klamm of Allstate Appointed 
to Three National Safety Council 
Committees 

Edward R. Klamm, accident preven- 
tion director of Allstate Insurance Co., 
was appointed to three divisions of the 
National Safety Council at the recent 
opening session of the National Safety 
Congress & Exposition at the Conrad 
Hilton Hotel, Chicago. 

During the coming year he will serve 
on the Council’s executive committee of 
driver education, the Traffic and Trans- 
nortation Conference, and the National 
Conference for Farm Safety. 

Mr. Klamm, a nationally known traffic 
safety exnert, has a long career of serv- 
ice in this field. Before joining Allstate 
he served as director of safety and 
engineering for the Chicago Motor Club 
and for three years was with the traffic 
division of the Evanston Police Force. 





Now Federal Bond Surety 


State Automobile Mutual of Colum- 
bus, Ohio. has been issued a certificate 
of authority as an acceptable surety of 
Federal bonds in a Federal Register pub- 
lication signed by H. Chapman Rose as 
acting secretary of the Treasury. 

The approval sets an_ underwriting 
limitation of $1,744,000 for the company 
with respect to such surety of Federal 
bonds, 


HEALTH INS. COUNCIL Mep; 


Reports Indicate Progress Made 
Uniform Claims Forms And 
Speakers’ Kits 

A Health Insurance Council Meeting 
was held recently in New York preside 
over by John H. Miller, Monarch Lif, 
central committee chairman. Progress a 
ports were presented by various commit. 
tee chairmen. 

Among activities reported were jp. 
creasing company use of the unifom 
claims reporting forms and an announce. 
ment that a descriptive booklet on the 
forms for insurance company and doctor 
use is being prepared. 

A speakers’ kit for home office ang 
field use is being completed, It is de. 
signed to serve as a guide or reference 
tool for insurance representatives when 
asked to speak before medical groups, 

A two year study of a uniform nomen. 
clature schedule for surgical procedures 
will be released shortly. The longer ver. 
sion of the survey will be published a 
a later date giving breakdowns of state 
figures and a more detailed analysis of 
the number of persons with A. & H. coy. 
erage. 

By the end of 1955, a series of three 
pamphlets on health insurance will be 
ready for distribution. The Council ex. 
hibit was displayed at four national med- 
ical and hospital meetings and _ the 
program will be stepped up next year, 





Holt Named Resident V.P. 
By American-Associated 


Ray C. Holt, Seattle branch manager 
for American Automobile Insurance Co, 
has been elected resident vice president 
at Seattle, Don R. Sessions, Pacific 
Coast vice president of the American- 
Associated Group, has announced. Mr, 
Holt succeeds Carl B. Birkenmeyer, who 
has resigned to join the head office ex- 
ecutive staff of United Pacific. 

Mr. Holt is a native of Washington 
State, but received his early education 
in Georgia, and attended the University 
of North Carolina. He started his in- 
surance career in 1940 as a special agent 
for Maryland Casualty at Los Angeles. 

He later managed the Los Angeles 
branch of the Eagle Indemnity, and was 
branch manager at Seattle for Massa- 
chusetts Bonding before joining Ameri- 
can-Associated in 1948. 





Elect Two to Junior Board 

John A. W. Trist and Peter Van 
Cleave have been elected to the Kemper 
Insurance Junior Board, composed of 
11 “under 35 years old” men in the 
Kemper organization. They meet monthly 
and discuss company problems on which 
they make recommendations to the man- 
agement. The board will be ten years 
old in 1956. 

Mr. Trist, fellow of the Casualty Ac- 
tuarial Society and Canadian Air Force 
pilot, has been with the Kemper Group 
since 1949. Mr. Van Cleave joined the 
company in 1952 after Army service. He 
was administrative assistant to James S. 
Kemper when he served as U. S. Am- 
bassador to Brazil during 1953-54. 





Miss Agnes K. Quinn Dies 


Miss Agnes K. Quinn, treasurer 0! 
Denis M. Hynes & Co., Inc., blanket 
bond specialists in New York City, died 
recently at her home in New Dorp, 
Staten Island. : 

Miss Quinn had been active in the in- 
surance business since 1920, and was fe- 
garded as an expert on brokers blanket 
bond coverage. She had previously been 
connected with Dickenson, Litt & Wil 
and John C. Litt & Co., with which firm 
she served as treasurer for 25 years. 
Her acquaintance extended to under 
writers in all lines in the metropolitan 
New York and suburban areas. 
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Sometimes the man who sells Living Insurance looks like this 


Only a special kind of man is willing 
—even eager—to give his spare time 
to the Boy Scouts. The Equitable 
Life Underwriter is such a man. 

Again and again where good 
neighbors share the load in com- 
munity projects—Red Cross, PTA, 
Community Chest and many others 
—the Man from Equitable is a will- 
ing volunteer. After work, he shows 
the same spirit of service that marks 
his business day. 

As a life underwriter, he spends 
his working hours thinking of others 
— their hopes, their fears, their 


dreams. The Man from Equitable 
shows them how to turn these 
dreams into happy reality — with 
Living Insurance. This is modern 
insurance that stresses benefits for 
the living. Benefits for the policy- 
holder himself while he lives. If he 
dies, benefits for the family that 
lives on after him. 

This new Equitable concept of 
Living Insurance is dynamic — a 
real aid that simplifies the work of 
the Life Underwriter. It is a positive 
approach to selling that can lead to 
increasing sales volume. 


The Man from Equitable counts 
on a return that is more than money. 
It comes frem the knowledge that 
more and more families live without 
fear of the future because of the 
Living Insurance he has sold them. 

This is the big reward of service 
—a reward that makes hard work 
worthwhile. 


LIVING INSURANCE 
by Equitable 


The EQUITABLE Life Assurance Society of the U.S. 
Home Office: 393 Seventh Ave., New York 1, N.Y. 





